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A shoe is not a good shoe unless it is flex- 


ible. Darex Insoles make shoes flexible. 


DEWEY ano ALMY CHEMICAL COMPANY Wonrreat 92,’can: 











Here’s an idea-stimulating 
suggestion for smart de- 
signs to spark your new 

lines. The possibilities of 
color harmony and con- 
trast are limited only 
by the designer’s im- 
agination. Write now for 
color samples of Colonial 


Silka Suede and Colonial Patent. 


Colonial Tanning Company, 
Boston 11, Massachusetts 
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BOWLEZE 


FINEST BOWLING SHOES 
FOR MEN AND WOMEN 


Bowleze are the finest a line of bowling 


shoes, for men and women. They're priced 
right to retail at $7.95 to give you a full 
profit. 


Here are some of the Bowleze features 
that help you increase sales and profits. 
Full Goodyear welt construction 
Arch brace cookie 


Right and left handed models 






STYLE 460 

WOMEN's ous 
OMEN'S WHITE ELy 4602 

TWO TONED Ex 





BOWLEZE 


Leather tips 
Wedge white rubber heels 
Laced toe adjustment 


All styles available in narrow and wide 
widths 


Full lined construction 
For men and women. 


HOLLAND -Aaccwe SHOES 


INCORPORATED 
HOLLAND, MICHIGAN 


E IN EVERY FRAME 











WOMENS — Narrow... 4—9 
PAENS -— Narrow... 6—12 





Write for complete information. 


Wide. . 
Wide ee 5 —13 


STYLE 4604 
WOMEN'S SMOKED ELK 


3—9 
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SUED DE KID 


means superiority 
recognized through and 
beyond the fitting stool. 

















The best raw stock that 
can be bought plus tanning 
“know how” have earned 
for Tan-Art Suede Kid 
highest honors in quality 


rating and in sales acceptance. 


It helps any shoe 


make a better impression. 





TAN-ART SUEDE KID 
for Fall — 
Black, Brown, Green and Blue 


TAN-ART CO., INC. G. LEVOR & CO., INC. GLOVERSVILLE, N. Y. 








check list for a successfy#children’s shoe business: 





A HnHamey in which mothers have confidence 


frromilion features | that give you a jump on competition 







ce = 
pefed } a +. everytime . . . for every child 


One /jlbowtce y from fots fo teens 


If you can't check ALL FOUR 
factors on your present brand 
or brands, better check up 
on Pollyanna right away! 
Drop us a card. We'll send 
a salesman. 





ae ee aot 








sHOES 


STYLE No. 8805 





A. S. KREIDER SHOE CO, ANNVILLE, PA. 


NEW YORK CITY SHOWROOM * Marbridge Bidg., 47 W. 34 St. 
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Look what youre missing! 


“Caused 






















ntini. Ithaca. N. Y.: Buys 
ed pairs a year of the shoe 
e. stock No. 3562. 


owell, Greensboro, 
hoe I’ve ever seen. 


Wetherhold & Meizger. Allentown. Pa.: 


more comments on the streets of Allentown than 
any shoe I’ve ever seen.” 


Joseph Cose 
several hundr 
illustrated her 










So does Clarence P 
N.C.: “It’s the best s 
























Waterloo, Iowa, says: “We have 
ased with the business 
Keith Highlanders. 


ery enthusiastic.” 


Louis Walker. 
certainly been ple 
we have been doing on 
Our customers are v 











i aeaall 




















Some other big users and consistent 


promoters of Keith Highlanders: 
Roos Bros., Oakland 
Godchaux’s. New Orleans 


Muse’s, Atlanta 


— 





Profitable business with 

Keith Highlanders isn’t confined t 
big operators in metropolitan , 
centers. Customers don’t think thes 
fine quality shoes are “high viced” 
—their greater value is sien . 
Get the full story—send for wae copy 
of the new Keith Highlander In Stock booklet 


Geo. E. Kei 
Keith Company. Brockton 63. Mass. 
Keith Highlander 


retail from $19.95 





BOX TOE MATERIALS 








HOW CASWELL DOUCETTE USE CUSHION CORK 


to add extra comfort to their platform shoes 


et%, The diagram above shows how a_ Caswell 
¢% Doucette platform shoe cushions the foot with 
a full half-inch of Armstrong's Cushion Cork. When 
the wearer steps on this resilient platform, she 
experiences comfort far beyond anything possible 
with conventional materials. 

This Caswell Doucette sling-back open-toe plat- 
form is slip-lasted. The upper platform binding and 
sock lining are sewn together and slipped over the 
last. Then the platform is inserted and cemented to 
the sock lining. Only a thin layer of faille separates 
the foot from the Cushion Cork platform. 

The Cushion Cork used in Caswell Doucette 
shoes is a combination of springy cork particles and 


ARMS TRONG’S SHOE 


FLEXICORK 


FILLERS 


a sponged binder. This material “gives” with each 
step. It not only absorbs shocks and jars but also 
provides the natural support and the freedom of 
action found in walking on soft earth. 

Make a point of telling your customers about the 
extra comforts of shoes built with Armstrong’s 
Cushion Cork. Explain the advantages of this patent- 
ed material while you slip the shoes on their feet. 
A few steps down the aisle will do the rest. Write 
today for a list of nationally known shoes that use 
Cushion Cork. You probably carry lines that give 
you this extra sales feature. Armstrong 
Cork Company, Shoe Products Department, 
9606 Arch Street, Lancaster, Pennsylvania. 





CUSHION CORK AND FLEXICORK ARE REGISTERED TRADE-MARKS. 


PRODUCTS 


CUSHION CORK 








CORK COMPOSITION 











“SCULPTURED TO FIT YOUR FOOT 








Pi SMARTER STYLING 





Drew’s new style tempo brings 
you impressively youthful pat- 
terns in the very newest foot- 
flattering creations. Drew styles 
are new styles. 








i BEAUTIFUL SHOES 





The finest of leathers and the 
choicest of elegant fabrics are 
used by Drew's master crafts- 
men to give Shoes by Drew 
their distinctive character. 





/ DREW'S BASIC LASTS 





Fitting control over hard-to-fit 
os well as normal feet is yours 
with shoes made over Drew's 
exclusive clinic-tested basic lasts 
and correlated patterns. 





/  VITA-PEDIC FEATURES 





Drew's Vita-Pedic features give 
women the smoothest walking 
they've ever had because these 
features promote foot function 
and proper foot balance. 





/ NATIONALLY KNOWN 





Drew's national advertising, con- 
sumer advertising aids, point- 
of-sale helps and a seventy- 
five year reputation for always 
making the finest footwear will 
bring added prestige and in- 
creased pairage to you. 





Or 










No. 32168-—THE TOPS 
—tight Weight Town Brown 
Calf, Y% Town Brown Calf 
Platform and Midway Heel, 
196 Last, 14/8 Kantscuff 
Heel, IN STOCK AAAA to 
a Nk ea ee $8.15 
No. 15168—Some as 32168 
only in Black Suede. .$8.00 


No. 32194——THE FALL 
—Hubschman’s Mink Brown 
Calf, 95 Lost, 14/8 Spectro 
Heel, Arch Rest Welt, Walk- 
O-Bout Style, IN STOCK 


7.50 
No. 12194—Same as 32194 
only in Bright Finish Char- 
coal Black Calf...... $7.35 





No. 11070—THE SERENE 
; — Black Satin Mat Kid, Pat- 
ent Trim, Pedic 5 Last, 15/8 
wee oo atent Cuban Hh Heel, Clinic 
ae Sle IN STOCK AAAA to 
Sse eee ee $7.50 
Ne. feat ate Pe as 11070 
only in Brown Fe ohious 








THE IRVING DREW SHOE CORPORATION, LANCASTER, OHIO 


NEW YORK, 746 MARBRIDGE BUILDING 











ALSO. MAKERS OF DR. HISS’ BALANCED SHOES . . . 
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IRE PATTY. 
Slim Width —. 6 to 10 
Narrow Width — 5 to 10 . 
Medium Width — 4 to 11 

In Stock in All White, 
Red, Brown and Black. 


THE PATTY for Play 
Merchants everywhere are amazed at-the phenom. « 
-  enal success they have in featuring KICKERINO'S 
great favorite “THE PATTY” for casual and vacation 
“wear. Your stock should include ‘‘THE PATTY" in - - 
“all colors. : oe 


screel _ THE PATTY fez Duty 
3 ores 3 KICKERINO retailers acclaim THE PATTY in All White. - : 
as the best single selling’ style ever featured for - ~ 
nurses, technicians, receptionists, beauticians, wait- . 

€ = _resses and all. women who are actively on their feet... 

> te “THE PATTY is “‘A BEAUTY FOR DUTY" — and should 
\ if Hiys WOWs\ * a -* always be carried in your stock “‘clear across the 

<i board.” 


MERCHANDISING MIGHT 


15,000,000 KICKERINO messages are hitting every 
possible market — the high schoolers, the college 
girls, the career girls, the young married women, 
and the big mass market. Tie in your store with 
this merchandising might by featuring KICKERINOS | - 
and using KICKERINO’S many dealer aids. 








a 
| agg pe a cc Bae . 
Kic er Division MARILYN SHOE CO., 1229 W. Vine St., Milwaukee 5, Wis. 
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Style 2641 
THE MIDWAY 
by American Gentleman Division 
CRADDOCK - TERRY SHOE CORPORATION 
Lynchburg, Va. 
WISCONSIN, 
#2 
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Styled for“Young Men” 
of All Ages 


For REAL honest-to-goodness VALUE... 


for footwear that literally drums up sales 


; To Retail 


$6°° 10° 95 


in VOLUME... it’s hard to beat SIR 
WALTER! Right in tune with the popular 
styles, the Sir Walter shoe steals a march 
on the season — rings the “cash register” 


bells for dealers everywhere. 


ASiale ) 


Aig 


F Anaican Bey. Shoes 41 o LION SHOES 










\ 


NATIONAL 


Division oF C CORPORATION « LYNCHBURG, VIRGINIA 
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Tahal fravheed backed by 


in-stock service 













Bui a few of the many smart, 
fast-selling new Tarsal-Travelers for 
fall available in-stock to back up 
AAAL . . . sizes 34/10. 
Tarsal-Travelers are nationally 
advertised in “Seventeen” and 


retailing at 


THE H. C. GODMAN CO., Columbus 16, Ohio 


>. 
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QUALITY, 

















E. HUBSCHMAN 
& SONS, INC. 


PHILADELPHIA 





A slingback slip-on with 
manipulated vamp detail 
and built-up leather heel 


- another original by owe 


Hill and Dobe 


Tandrite Calf, 
Color No. 549 Green 














Bring that extra Holiday and 


Vacation volume to your Shoe 













Department — and when you 


need it most — in Warm 


Weather. 


Ss AT HE ALOHA 
See Rich summer multi-col- 
ors in cool, comfortable 
summer fabrics. 


(Re te all A 


‘ee = 


= 
THE NAHANT 
a Brilliantly colorful multi-color stripe 


a upper of airy woven fibre with mer- 
; .____ cerized cotton back for smooth foot 
comfort. 


we Cambridge rine come 


PUREST iu Foot Fashion 


CA RO 2 tO 68 SF RAS ES A CHM. OS ET TS 












look to LA CROSSE... 
for Work Winners, too! 








FOUR-BUCKLE 





Yes, when you offer the LaCrosse Indian Head brand on farm and work rubber 
footwear, you offer your customers top quality plus correct lasts. Farmers and 
other outdoor workmen like LaCrosse work footwear because it gives them 
rugged wear without added weight — another reason why the LaCrosse Diamond- 
Bar outsole wins work friends at sight. 


Remember, when you look to LaCrosse, you enjoy 
the profitable dealer merchandising plan. 


out Mi, Ip 


Q (it Comes Firat: 2 = LA CROSSE RUBBER MILLS COMPANY 
a, 


+ LA CROSSE, WISCONSIN 


+ 


7 niscous™ 














This business policy, set forth by our 
founder over forty years ago, and strictly adhered to over the 
years, accounts for the fine reputation enjoyed by Belleville Boys’ 
and Men’s Shoes. If you are looking for boys’ and men’s shoes 
which you can sell with the complete confidence that they are 


the finest that it is possible to produce at the price—see a Belleville 


representative, or write: 
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They’re NEW. They’re SMART. They’re CLOSED 
TOE-CLOSED BACK. And most important, they 


have the look of sellers! As these high style shoes 


testify, there’s always a “new look” in United Last 


thinking and créating that can be put to good 
advantage by fashion-minded manufacturers. 


Ask your United Last representative. 
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a This newspaper advertise- 
ment (actual size, 5 col.x140 
lines) proved a power- 
\ magnet for sales—as do 
\, most British Walker pro- 
\ motions. It is one of the 
’48 series sponsored by 
\ HARZFELD’S, 

\ Kansas City, Mo. 


ee eal cal oenliaed 
ty the Dinesh Most Influential 
Relat Csldbliitiment tr America 
.. Cccaase Like Socks Like. 





THE WORLD’S BEST WALKING SHOES 
Action-Harmonized 4y patented Synchro-Flex Construction 
Fashion-Harmonized 5y the Nations Premier Stylist 


The J. P. SMITH SHOE CO.,:Chicago 22, Illinois . ... making - BRITISH WALKERS for. Men and Women 
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The rich, close-napped texture of Silka Suede 
gives that indefinable but noticeable air of distinction 


to your simplest or your most intricate designs. The 
color range is fashion right. The fine, close nap 

lies smoothly when brushed in any direction. We'll 
be glad to send you color samples of Colonial Silka - 
Suede, the Queen of Suedes. 


COLONIAL TANNING COMPANY, Inc. 
BOSTON 11 ° MASSACHUSETTS 
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SMART SHOES FOR GRACEFUL POISE 


k . 












































From every angle it’s a 

smart line! A new, lively look 

will focus even greater 

attention on this season’s 

colorful selections of exciting : 
patterns—fashionably crafted 

from choice leathers. 

Look ahead 

with Miracle-Tread! 
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For duty shoes 
that you can keep 


clean with soap and water 


look for this label: 


TO RETAIL AT 


$695 





Ask for 


_ Style Arch Shoes 


. . they are comfortable, carefully 
styled, and made of 


3. 


ron 
an Evans Kid 


Leather 


supple, strong and sturdy. Bro- 
gandi is washable with mild 
soap and water, and always dries 
out soft and fresh as new. 





THIS IS BROGI, who stands for.good leather tanned 
by John R. Evans & Company, Camden, New Jersey 


d/ © 1940 
Style Arch Shoes are made by ROTH, RAUH & HECKEi, Inc., Ripley, Ohio 


' 
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"JARMAN WEVER mIsses *é: 
THOSE EXTRA POINTS 


Friendliness of tit” 
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SHOES FOR MEN 








Smooth, | 
mellow leather 
in colors and 
weights for all 
types of shoes 
for grown-ups 


and children. 


SETON LEATHER C0. 


NEWARK 4 NEW JERSEY 


wea Las tsea aii ais 

















A coming youtig shoe man named Hughes 
Said, “Well I’ve got nothing to lose— 

My sales now are stinko, 

So to get back in black inko, 


Sell the tissue* and throw in the shoes.” 





* Specially designed brand name shee tissues 
by Whiteford Paper Company, of course. 


Whiteford Paper Co., Inc., Specialists in Designed Packaging, 420 Lexington Avenue, New York 17, N. Y. 
BOSTON CHICAGO GREENSBORO ST. LOUIS , LOS ANGELES 














* 26,000,000 | Americans read 
about it in Life Magazine: 
“NEOLITE for WEAR— 

COMFORT— ECONOMY” 


4 













NEOLITE.-- 
ee mi ts eneens on at 


‘ fethook 2 
Ieee tenet 








file and easy OF 
support, yet so flexi 
ing holes uF = ee iad no breaking”- 
Don't keep rar out 






hoes 
‘ pear ry feet dry. help * 
replacing soles that ¥ cole far ounwears the wy carpet ooking longer. It's 7 
weoure! Thix amaring 8° Os eep their shape, sta¥ OCT yee 3 
frnest teather—yer it costs BO < non-skid. ft won"t mark os Ton’ find this loner MOST OY a dren om 
Like NEOUTE. It's pot shocs —or have 3 pa it nme 5 
There is no ather sole hnes repaired, 10° 


3 shoes far mre. *° NEOUTE 

2 plastic—but an entirely Nest’ tiene 7O¥ vaoure Sales. Then «<= 5t6P brand of shee eh ere 

rubber, not leather. nt it the qualities goted—ask for eure headed for 

diferent material that has 2 © en i! You'lt kno an 
have. er a 

perfect sole should bes to give active jonger wear, Brew 













GOODFYEAR. 
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> 200 times a week . 2K 25,000,000 people 


Millions of radio .% walk on it... 
listeners hear: < Tell their friends: 


“NEOLITE for “NEOLITE 


EAR — COMFORT— for WEAR— 
ECONOMY” COMFORT— 
ECONOMY” 





Pe re 
UT 


a cir in 


#9 





More and more millions of people 
are buying their shoes from stores: that 


NEOLITS T. M.——-THF GOODYFAR TIPE &£ RUBBER COMPANY 


Colorful ads in Life Magazine! Catchy radiocom- _ erful, high-frequency advertising! That’s a ready-made 
mercials from Coast to Coast! Priceless word-of-mouth = market which means extra business . . . bigger profits 





publicity! . . . repeat sales. 
It all adds up to the biggest public acceptance story So stock up—get set for the rush of shopping-wise 
in the history of shoe business! customers who'll be stepping your way for shoes with 


Today’s economy-minded shoppers want value. You NEOLITE Soles. 


can give it—with NEOLITE. For NEOLITE far outwears the 
finest leather . . . keeps feet dry in all kinds of weather 





. . - preserves the smart, stylish lines of the shoe. a MARK 
And comfort? NEOLITE is springy to walk on... . ae 
firm enough to give feet proper support . . . yet so a THIS MARK! 
flexible it needs no breaking-in. Only genuine NEOLITE Soles 
That’s why 25 million people are already wearing bear the name ‘‘NEOLITE”’ 
b NEOLITE. And millions more are being pre-sold with pow- 
"June 15, 1948 25 
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The difference lies in the 


y A Tanning ‘Technique 


Naturally, tanners who are jealous of the reputation of their 
products buy the best hides the market affords. This is cer- 
tainly true of American Oak. 

But from then on the quality of the finished product depends 
on the tanning technique. 

Through more than sixty-five years of scientific research and 
practical experience The American Oak Leather Company 
has developed tanning technique to a superlative degree. 

That’s why manufacturers find that bends tanned the American 
way not only provide better soles for their shoes but also cut 
to better advantage. 

Retailers find that their customers notice the superior quali- 
ties of American Oak soles, whether the famous ROCK OAK 
vegetable tannages for maximum foot comfort or the moisture 
proof, extra long wearing Chrome Retans. In short they 
have discovered that ari American Oak sole makes any shoe a 
better shoe. 


THE AMERICAN OAK LEATHER COMPANY 


CINCINNATI ST. LOUIS 


CHICAGO BOSTON 
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IN SHOES 
FOR ALL THE 
FAMILY IT’S 


A new and newsworthy idea in shoe 
merchandising is sweeping the country. 
Sell a complete family line of men's, 
women’s and children’s shoes — made by 
International Shoe Company — and 
merchandised under a single brand name 
— Sundial! They’re aggressively adver- 
tised, too. At a moderate price, they're 
the best consumer value that moneycan buy. 


SUNDIAL SHOE COMPANY 
DIV. OF INTERNATIONAL SHOE COMPANY 
MANCHESTER + NEW HAMPSHIRE 
Boston Sales Room, 6 High Street 
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LOOK TO Cue 


FOR A COMPLETE AND 
COMPREHENSIVE LINE 
q OF INSOLES 


The Onco line covers all qualities 
and price ranges in women’s shoes. 
Whatever your styling, your market, your 
price tag... you'll find the right insole 
among Onco grades A, B or L. Specify 
ONCO INSOLES... for uniform shoe- 
making characteristics, superior comfort, 


superior quality, 


BROWN COMPANY, 500 Fifth Ave. 
New York City, N.Y. 





reminder to buyers.... 


insist on Cue insoles! 


ONCO INSOLES— 
ONCO BASE for Sock Linings and Heel Pads — 


ONCO PLUMPER STOCK for backing and reinforce- 
ment purposes—are products of Brown Company. 
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ONE-COMPANY CONTROL FROM RAW MATERIAL TO FINISHED PRODUCT 
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FINE GOODYEAR WELTS 


." health shoes 
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EBY «- EPHRATA 


@ Retailers handling the FLEET-AIR chi'dren's shoe soon realize the 
true value of a FLEET-AIR franchise. Satisfied parents mean repeat 
business, but more than that, their word-of-mouth praise of the 
famous FLEET-AIR quality means increased business to the dealer. 


Furthermore, it establishes him as a source of quality merchandise. 
¢ 


EBY SHOE CORPORATION 


iN: CORP OAR ALTE OC ...4°9-8-2 


EPHRATA, PENNSYLVANIA 
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Another well-known RAW-CORD sole 2 


the Kicker-Toe Wears Like a Pigs Nose 


We will gladly furnish a list of 
shoe manufacturers using this 
Gro-Cord* sole and heel design. 


*Trade Marks Reg. U. S. Pat. Off., G-C R. Co. 


\ 


Millions of readers of Parents’ Magazine know 
the RAW-Cord* Kicker Toe* on sight. They also 
know the extra wear and non-slip qualities of 
this sole. The tough alligator pattern is avail- 
able, too, on shoes for men, boys, youths and 
little gents, as well as misses and children. 


The exclusive Multi-Angle-Cord construction 
makes this sole light weight, non-slip, long 
wearing, comfortable. The plus value of good 
looks and well-known Gro-Cord* quality make 
it a fast-selling item everywhere. 


Feature shoes with this sole and heel, using the 
Parents’ Magazine seal of commendation, in 
your advertising and window displays to get 
new customers and keep them coming back. 


GRO-CORD RUBBER CO., LIMA, OHIO 


gE 1S EASIER TO SELL WITH 
si sme § 
vv | p | 


NATIONALLY ADVERTISED SOLE® 
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WHO'S 
WE ogaoilexe Meare 


IN YOUR BOY'S DEPARTMENT ? 








GIVES THE LITTLE FELLOW A BREAK! 


Every DAY boy’s shoe retailers lose sales and send potential life-time customers 
out of their stores into those of competitors smart enough to realize that the 
“small fry” trade is big enough to warrant styles and sizes all their own. The 
12'%-3 juvenile size run, so often ignored by retailers, is the real starting point for 
a successful boy’s business. 


Don’t feel too sorry for these customers . . . after all YOU are the real “Forgotten 
Man” in your boy’s department . . . unless of course, you realize as Gerberich-Payne 
does, that your boy’s shoe business requires comprehensive sizes from YOUTHS— 
12%-3 to BOYS 1 to 6 and BIG BOYS 6% to 11. With this size structure you can 
~:~ fit every boy from kindergarten right straight through to high school age. This 
intelligent, comprehensive size run is typical of the thoroughness that marks the 
entire Gerberich-Payne operation. 


Offices: New York, Marbridge Building, 
Room 405 @ Los Angeles, 219 West 
7th Street, Haas Building, Room 919 © 


p AY N fF " i } F C () Phila., Lafayette Building, Room 1025 
% MOUNT JOY, PENNSYLVANIA 


HOW'S YOUR B. S. B. + REMEMBER IT’S YOUR F. M. B. + ASK YOUR GERBERICH SALESMAN 
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Dia you miss the pat last year ? 





L AST year thousands of retailers missed the boat, AND BOOT 
SALES TOO, because they delayed placing orders so long that de- 
livery of Consolidated Cold Weather Boots in volume sufficient to 
satisfy demand was impossible. 


Cold Weather Boots as conceived and developed by Consolidated 
are an absolute winter necessity in practically every state in the 
union . . . staple as any shoe you sell. Promote them vigorously, par- 
ticularly during January and February, when bad weather stymies 
style shoe sales. They will help you maintain dollar and unit sales 
volume. 


Bice process of manufacturing Consolidated Cold Weather Boots 

uires months of work and it simply cannot be hurried. To assure 

de delivery, it is essential that you discuss your needs with us now. Con- 
venient regional sales offices make this a simple matter. 


Consolidated Footwear Corporation 


MALONE, NEW YORK 


In Canada, CONSOLIDATED FOOTWEAR OF CANADA Lid. 
TORONTO, ONTARIO 
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It's Only MO 
The GREATEST 





ILL WINTER and 
jWEATHER BOOT 













Featured in Every Pair of 
Stadium*, Sun Valley* and 
Lake Placid* Boots Are: 

e Genuine Leather Uppers 
e Rich Shearling or Fleece 


Linings 
e Non-Skid Crepe Rubber 
Soles 
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REGIONAL § SALES OF FICEH 
Boston ¢ 1114 ii Stred 4 
New York ¢ 4328 Broadwi 
Cleveland °//1276 West 4 Streg 
St. Louis ¢//507 Buckin 16 am Briv ve 
San Francigco ¢ 833 Mgrket Street 
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LAKE PLACID BOOT 
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LIGHTER . STRONGER . MORE DURABLE 


GENUINE AUSTRALIAN KANGAROO 
is BEST sy TEST 


WHEN TANNED IN AMERICA BY THIS 


QUALITY GROUP 
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Over a period of 60 years, Genuine Australian Kangaroo 
Tanned in U. S. A. has developed a remarkable consumer ac- 
ceptance. This acceptance has been won through its lightness, its 
extreme strength (by actual test it is 17% stronger weight for 
weight than any other leather used for shoes), its ease and friend- 
liness on the foot and because Kangaroo takes and holds a brilli- 
ant polish longer with a minimum of care. It is important to 
remember however, that these consumer winning qualities are 
unique in Genuine Australian Kangaroo Tanned in U. S. A. by 
this quality group. They are the result of over three generations 
of tanning experience and of special techniques. 

On every pair of shoes made of Genuine Australian Kangaroo Tanned in 
U.S. A. you will find the identifying tag reproduced at the lett. Look tor it 


and educate your customers to appreciate superiority of the product for 
which it stands. 
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This is the Jack that Compo Builds 
for Building Children’s Shoes 
Sturdier and Better 
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FOR THE MANUFACTURER — unusual ease of operation in the factory . .. 






FOR THE RETAIL MERCHANT— more satisfied customers and more repeat business. 

This children’s jack handles both spring heel and regular heel Compo shoes in a broad 
range of sizes for children and growing girls. Bladderless construction insures economy and much longer life 
than the usual type of casing and bladder. Shoes made on this new Compo Jack are more flexible — 


smooth inside and out with perfect bottom lines. They give better fit and greater comfort. 
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COMPO SHOE MACHINERY CORPORATION 


BOSTON, MASS. at makes THE BETTER . 
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acr-o-magte helps make sling cary 


This season we present an outstanding variety 


Not a bet has been overlooked! A huge 21- 
magazine consumer advertising campaign 
starts the ball a-rolling for you, followed by 
eye-catching newspaper ad mats. . .“Magic” 
style booklets... plus the most ambitious 
display program in our promotion-packed 


history. But most important of all... 


of all-occasion shoe styles. Backed by light- 
ning In-Stock Service, you'll find AIR-O- 
MAGIC the most talked-about line in men’s 
shoes this fall! Put this styling, quality, value 
and promotion to work for you... and watch 


AIR-O-MAGICs sell and SELL and SELL! 


MARION SHOE DIVISION, 309 West 2nd Street, Marion, Indiana 














Answer to 1000 Years of 


You know how it is—it’s the soles 
of your shoes that wear out first. 
You want longer wear. But 

you also want comfort. 


Quite a problem! Mankind’s been 
on it for centuries. He’s tried ‘em 
all:—soles of wood, metal, straw... 
soles of cork, cloth, rubber, 

leather. Each has its good points. 
Each its bad ones. 

Now, at last, man* has discovered. 


the answer—PLYTEX. What a 
wonderful sole— 


@ Qutwears leather 2 to 1. 
@ Lighter, more pliable. 
@ Damp-proof, skid-proof, 
yet perfect for dancing. 
@ Helps your shoes keep their 
shape and look smarter longer. 


Ask for PLYTEX SOLES next time you're shoe shopping. 


Sole 


* Men in the laboratories of ESSEX, 
Trenton, N. J. 
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Youre in business to SELL shoes... 





¢ not just to buy them! * 
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4 The Poll-Parrot shoe makers have always felt it their duty to not . 
only sell to the dealer... but to the consuming public as well! They 
| | have always felt it just as -important to bring customers into his 4 
store as it is to fill his shelves and stock rooms! This policy of aggres- 
| sively helping the dealer sell his shoes has made Poll-Parrots the | 
outstanding juvenile brand it is today! 
{ From our offices in St. Louis comes powerful national advertising . . . % 
more pages, more ads than any other juvenile shoe in the industry! f 
Z And a big part of this advertising investment is spent in the dealers’ 
own local newspapers! From our factories and warehouses come the i 
1 kind of shoes that are not just nationally advertised . . . but in national 
demand! Poll-Parrot has always upheld its rigid standards of quality i 
\ and craftsmanship regardless of market conditions. Our dealers tell : 
us, that especially in today’s ““‘buyers market’’, Poll-Parrots are more i 


1 than ever... 
c . / 
... the LINE of least resistance ! 
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** Modern Ways for Modern Days*’ contains a 
wealth of solid material on what the “appear- 
ance factor” in retail selling really means. It’s 
chock-full of actual “before” and “after” 
photographs of all kinds of businesses that 




















“PITTSBURGH 


STORE FRONTS 
AND INTERIORS 


PAINTS - GLASS - CHEMICALS 


PITTSBURGH 


on On a 
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have gone after greater success by modernizing 
with Pittsburgh Glass and Pittco Store Front 
Metal. Here’s a ‘‘must” for everyone concerned 
in any way with retailing. 

In addition to many pages of store front 
photographs, this new book includes scores of 
views of remodeled interiors of a large variety 
of businesses. A number of pages are devoted 
to the designs of some of the world’s foremost 
architects. These are magnificent conceptions 
and cover a wide range of stores and other 
establishments. The important subject of 
“Group Modernization” also is fully covered. 
Outstanding examples of such projects are 
illustrated. And, throughout the book, there 
are interesting notes, photographs of actual 
installations, and proposed designs of “open 
vision” store fronts—the latest trend in sales- 
winning structures. 

There are many more valuable features in 
this intensely interesting and informative 

book. It’s easy to get your copy. 
Just fill in and return the con- 
venient coupon below. Do it 
right now. It’s FREE! 


Sond the coupow 
fev youu copy.- NOW ! 


Pittsburgh Plate Glass Company 

2147-8 Grant Building, Pittsburgh 19, Pa. 
I'm interested in your new book on store 
modernization—“ Modern Ways for Modern 
Days.” Please send me a FREE copy. 
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City State 
BRUSHES - PLASTICS 





COMPANY 


39 








| 





Choose a Cement for Folding that i its Your Nee 


Do you need a cement that provides better penetration, a longer tack period 
and faster drying? Then consider these and other qualities to be found in 
the wide range of Be Be Cements for folding. They are typical of the 
extensive line of qualified Be Be Cements for solving shoemaking problems 


in every room of the factory. Ask your United man for a demonstration. 


“WGC ADHESIVES” Be Be Bond 
This handy reference guide is available for Be 
your use and will provide you with a listing Be Tex Cements 


of over 80 shoemaking adhesives. Products of Be Be Chemical Co. 





UNITED SHOE MACHINERY CORPORATION, BOSTON, MASS 
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rr the famous, patented Arch Preserver construction 
that can’t be copied — that keeps feet from getting tired — 
that once a man enjoys, he stays with forever. 


Of course, this is not the only reason Arch Preservers sel- 
dom have sales-slumps. 











Sophisticated styling, top quality leather and superb crafts- 
manship help, too—but we don’t have to talk about these 
details, they’re self-evident. E. T. Wright & Company, Inc., 
Rockland, Massachusetts. 






in hand-stained grain 
or polished calf. 
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The Tulane 
in hand-stained grain 
or polished calf. 








The Drexel 
in polished black 
or brown calf, also 
in hand-stained grain. 
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CORE JODHPURS 


onc pale y Toe jltig 


SHUGOR adds new fitting appeal to men’s and 


women’s Gore Jodhpurs . . . improved appearance . . . greater 


comfort afoot or in the stirrup . .. more flexibility where it is 


needed. SHUGOR adds to their comfort and trim look by 


side-gore fitting that enhances their wearing pleasure . . . 


A winning example is J. M. Connell’s “Medalist” Gore Jodhpurs 


illustrated above. 


THOMAS TAYLOR & SONS 


INCORPORATED 


HUDSON, MASSACHUSETTS 


Copyright 1948, Thomas Toylor & Sons, Inc. 
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Medalist 
Gore Jodhpure by 
J. M. CONNELL 
SHOE CO., INC. 


Braintree, Mass. 
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EASIER TO SELL! 


Today, more than ever, the inherent value, the ingenious 
style treatments, the powerful full-color full-page national 
advertising campaign — all are beamed at one target — 
making sales easier for PINE TREE dealers. 

Send for the new PINE TREE catalog and see for yourself 
why so many dealers feature these moccasins year after year. 

HAMMOND MOCCASINS, INC. BANGOR, MAINE 

Established 1928 


PINE TREE ys” iam 
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SNOW. PRINCESSES 
for. Cold- Weather Wear 


The Manhattan Boot 


The Aviatrix Boot 


THE Cambridge RUBBER COMPANY 


FIRS in Pott Fashion 
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To Build 
Is To Progress... . 





—Diagonally across the ramp from my office is a 
jagged mass that looks like a Brobdingnagian giant’s 
tooth that has been worn down by chewing Dinosaurs’ 
bones,—or words to that effect. 

—lIt’s what is left of the famous old Murray Hill 
Hotel that has been in process of demolition for the 
past few months. 

—The tearing down is now nearly completed. 
—Then starts the “building up” of another New 
York Skyscraper. 

—But whereas it took only a short time to tear down 
the old hotel it will take several times as long to “up” 
the new structure. : 

—So, as I visualize the almost unbelievable destruc- 
tion caused by World War II, I cannot but feel that 
the rebuilding of shattered homes, buildings and 
whole cities scattered over a considerable portion of 
the map will keep our world pretty busy for a long 
period of time. 

—And no doubt this will result in better, more 
modern, more substantial homes and cities. 

—This huge rebuilding program may well be the 
basis of the greatest cra of industrial activity and 
prosperity the world has ever known. 

—New wealth created, new sources of wealth un- 
covered, record-breaking employment - - - 

—lIs all this a crazy dream? I don’t think so. 


Fb bn 


President 
Boot snp SHOE REcoRDER 
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JUMPING-JACK DEALERS 
SUPPLY OVERWHELMING PUBLIC DEMAND 


It’s a smart move that pays extra 
profits on easy sales. Jumping-Jack 
dealers from coast to coast find public 
demand for their product a reservoir 
of continuing sales month after month. 


v 4 
SALES ¥ 
a 





%) 


















































PREVENTS FRICTION * RETAINS SHAPE BUILDS CONFIDENCE FOR “FIRST STEPS" 





Number one (left) Patented Jumping-Jacks 
shows cramped foot help prevent ankles from 
and friction due to turning...ossure more 
improper balance. healthful walking from 
Number two (right) the start. Extra sotis- 
shows foot freedom, faction assured by svu- 
and equal distribu- perior craftsmanship 
tion of weight. and moterials. 
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E COMPANY, INC. 


SENC 


625 SOUTH GOODMAN STREET + ROCHESTER 7, ft 
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Proved by sales figures to be the fine-fitting, easy-walking, 
long-wearing shoes that the women of America want. Proved 
by hundreds of Florsheim dealers to be the staple, repeat styles 
that make for sure profit without markdown. 
NOW -—shorten your inventory by sizing up regularly from 
stock; immediate delivery assured. And it goes without 
saying that these shoes are of the same high quality 
that has made Florsheim Shoes for Women 


The Most Walked-About Shoes in America. 






NATIONALLY ADVERTISED IN: 


Life 

Vogue 

Town & Country 
Harper’s Bazaar 


Commander 


Mionterey 





THE FLORSHEIM SHOE COMPANY + CHICAGO «© Makers of Fine Shoes for Men and Women 
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by EUGENE J. HARDY 


J. G. Schnitzer, the Commerce Department's top leather and shoe expert, has 
again advised the shoe repair trade to move along with the times with regard to merchan- 
dising methods. Addressing the convention of the National Leather and Shoe Finders 
Association in Chicago by means of a wire recording, Mr. Schnitzer told the group that 
they have not attractied sufficient numbers of the right caliber personnel to the 
repair field. 

A long-time advocate of better merchandising in the repair field, Mr. 
Schnitzer said that the repair trade should try to obtain the services of more 
college graduates, experienced in merchandising, so that repairmen can be rightly 
classed as operators of retail businesses instead of "shop" trade. In his opinion, 
merchandising as well as service should be emphasized, particularly with regard to 
sales of shoe findings. 

The repairmen should also keep a close watch on developments in the retail 
shoe field and pattern their operations on the results of these observations, according 
to Mr. Schnitzer. 

He warned that merely cleaning up the shop is no longer sufficient, but that 
it is now necessary to modernize stores and facilities in line with developments in 
all branches of retail trade. 

Price-wise, he pointed out that pressure against retail prices should 
encourage repairmen to re-establish their graded sole leather plan, whereby repair 
prices are fitted to the spending power of the consumer since they are based on the 
quality of the materials used. 

Mr. Schnitzer told BOOT AND SHOE RECORDER that in his opinion certain 
segments of the retail shoe trade might also concentrate on the selling of all types 
of shoe findings in view of the downward trend in shoe sales and keener competition 
for the consumer dollar. Many small, independent retailers realize their overhead 
costs through the sale of findings, he said. 


* *+ * * 


Private industry need not wait until a master industrial mobilization plan 
is completed in order to begin its own mobilization planning, the Munitions Board 
states. 

In general, the Board says, plants which turned out war materials in World 
War II, from shoes to guns, would be expected to resume or convert to such production. 
Furthermore, such plants would be expected to produce at the January 1944 or peak 
wartime rate, whichever is greater. Plans in general can be made with this in mind. 

Each plant should select a mobilization planner and such assistants as 
necessary, the Board suggests. To aid industrial planners, the Board has compiled a 
48-page booklet which lists (a) all items necessary to prosecution of a war, 

(b) a list of items critically short in the last war and currently, which would again 
be short, (c) a listing of the military service responsible for the procurement of 
each, and (d) the list of procurement planning offices with whom the planning manager 
can work out probable wartime procurement problems. 

It also provides a checklist of studies and actions to be taken in order 
to be ready for emergency production. These include research and development, supply 
sources, production and emergency shipping plans, personnel, equipment, expansion 
and plant security. 

This latest step by the Board is part of the overall plan now being worked out. 
It is intended to remove much of the confusion in past emergencies when manufacturers 
did not know what was wanted and needed, in what quantities or even who negotiated 
contracts for particular items. 
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DEALERS EVERYWHERE 





CLIFFORD H. MATSCN, owner 
of Matson’s Shoe Store in Corning, 
New York, says: 

“We have built a large and profit- 
able business by carrying an un- 
usually broad selection of sizes 
and widths. Ours is a family store 
which handles branded lines exclu- 
sively. We try to stock each brand 
in a full range of sizes; but carry 
fewer styles than many stores to 
avoid unwieldy inventories. 


“Although many stores dislike 
carrying a large number of end sizes 
(because of the danger of tying up 
capital in slow movers), we have 
found that by confining purchases 
to high style numbers and avoiding 
unattractive staple shoes, we can 
still get a normal turnover. With a 
carefully chosen stock which in- 
cludes almost any size and width, 
we can do an excellent job of fit- 
ting. That the public appreciates 
this service is shown by the large 
number of customers, including 
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many from other cities, who patron- 
ize us regularly. 

“Remember the sizes worn by as 
many customers as you can and you 
will have a valuable tool for build- 
ing good will. People like to be 
remembered by name. They are even 
more pleased when a salesman can 
recall their size. It seems to indi- 
cate that the previous transaction 
was important to the sales person 
and the store. While it is easier to 
remember names, faces and sizes in 
a small city like Corning than in 
a larger place, it is by no means 
impossible to memorize such facts 
concerning at least part of your 


customers.” 
+ = * 


VICTOR N. BLACK, sales manager 
for Dr. A. Posner Shoes, Inc., New 
York, says: 

“Dealers feel that retail shoe 
conditions will be much better for 
the immediate future and are step- 
ping up their buying for futures as 
well as ordering more hopefully on 
in-stock numbers. It is noticeable 
that the stores that stress functional 
fitting—a particular shoe for a par- 
ticular child — are doing a good 
healthy business day in and day 








out. It is really heartening to find 
so many retailers who are carrying 
complete stocks of shoes, even to all 
widths in the 3-6 infants’ runs, so 
that each infant is assured of the 
proper fit.” 


MAKING it easier and more pleas- 
ant for the customer to shop, and 
means of keeping prices down and 
quality up through closer operating 
expense control, were the objec- 
tives of a three day conference of 


retail department and _ specialty 
stores sponsored by the Store 
Management and Personnel Groups 
of the National Retail Dry Goods 
Association at the Hotel St. Francis 
in San Francisco, California on 
June 14, 15, 16. 

This conference, open to all de- 
partment and specialty stores, at- 
tacked the problems of rising op- 
erating expenses and methods of 
achieving better personnel admin- 
istration in the interest of custo- 
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mers and employees alike. Individ- 
ual sessions dealt with such 
subjects as budgetary controls, op- 
erating procedures, increasing em- 
ployee productivity, customer 
services, work simplification, ma- 
terials handling, labor relations, 
employment and training proced- 
ures, etc. Panel discussions, as 
well as formal talks highlighted 
the ten sessions, supplemented by 
educational exhibits of latest store 
equipment and services. 

The conference was attended by 
some five hundred store managers 
and personnel directors from lead- 
ing stores all over the country and 
featured organized tours of many 
of the newest and most modern 
stores in the San Francisco and 
Los Angeles areas. 


rad ¢ 


= 
J AMES F. HAWKINSON, head 
of the Expense Control and Store 
Management Clinics at the recent 
National Shoe Fair, says: 

“The coming months will find 
more and more shoe retailers in- 
terested in efficient stock control 
and inventory methods and sys- 
tems. A large percentage of retail- 
ers who came to the clinics were 
seeking information and counsel 
regarding control of operating ex- 
penses of their businesses. They 
realize that the retail picture is 
changing rapidly and that they 
must make adjustments to meet it. 
Retailers, both large and small, 
are primarily concerned with 
prices — convinced that they are 
going to change — and anxious to 
prepare for the necessary adjust- 
ments in their operating routines.” 

= = * 
WERNER A. WIEBOLDT, chair- 
man and Samuel L. Hypes, presi- 
dent of the Wieboldt Stores in Chi- 
cago, in a report to stockholders, 
said: 

“The seller’s market, the will- 
ingness of customers to buy any- 
thing at any price, is definitely 
over. Currently, we are in a highly 
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competitive market, requiring ag- 
gressive promotion and selling to 
move our merchandise. And com- 
petition at the retail level is in- 
creasing. 

“Consumer purchasing power 
generally remained high during 
the Fall period last year. We see 
no immediate prospect of any de- 
cline in either consumer purchasing 
power or consumer demand. Our 
customers definitely are more se- 
lective in their merchandise de- 
mands, and in the latter part of the 
last twenty-seven week period, we 
detected a tendency on the part of 
some lower income customers to 
curb their buying of other mer- 
chandise because of the substan- 
tially higher costs of foods and 


other daily essentials.” 
* * * 


J OSEPH T. MEEK, executive sec- 
retary of the Illinois Federation of 
Retail Associations, says: 

“With all the talk of price re- 
sistance, we will probably never 
go back to the 1939 level. People 
like a standard of living higher 
than it was during that period. We 
will probably settle somewhere 
from 50% to 60% above the level 
of 1939. 

“We are, however, in for some 
kind of adjustment in our econ- 
omy. Textiles, shoes, metals and 
other vital commodities will be 
affected by the national and inter- 
national picture by early 1949. if 
not before. The old story of short- 


ages comes up again. There is now 
a definite trend toward stock pil- 
ing, a getting ready for any emer- 
gency. The European Recovery 
Plan will have its impact on local 
economy for it will have its de- 
mands on leathers, textiles, etc. and 
consumer psychology enters into 
the picture, too. We will need to 
encourage thrift, for we are going 
to need a consumer backlog of 


money.” 
* * * 


DONALD GERMANN of Mc- 
Graw Shoes, Whitewater, Wisc. (in 
the heart of the dairy state’s agri- 
cultural country), says: 

“If the closed shoe becomes an 
important style this Fall, it will be 
nothing new for farm women. 


They have consistently insisted on 
closed toes and heels, even for 
dress. This is due partly to their 
native conservatism but it also has 
its practical aspects. They must 
have a shoe that will keep dirt, 
sand and gravel out. They also 
cling to the conservative browns 
and blacks. They buy a few whites 
for Summer but still in the closed 
patterns. The younger set buys a 
few open shoes but even they pre- 
fer closed types, too.” 
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“I want to see something in a high heel black pump.” 


Boot and Shoe Recorder 
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Confidence Amidst Confusion 


Benaviour of the stock market in recent weeks 
would seem to indicate that, despite the labor disputes 
that still hamper and hold back industrial production 
in this country, and notwithstanding the unpredictable 
outlook in the field of international relations, there 
nevertheless exists a strong feeling of confidence that 
American business will continue to prosper. Investors, 
moreover, have apparently been willing to back their 
faith in the future by buying the securities of business 
corporations on a scale that last month sent prices 
soaring. Later they sold off, but that’s another story. 

One suggested explanation of the May market rise 
was the report that a number of important leaders of 
industry had reached the conclusion that the time has 
come when business generally should take a firm stand 
against the rising spiral of wages and prices. The April 
action of United States Steel Corporation in reducing 
prices on quite a number of its products, at the same 
time declaring against further wages advances, and 
the request of the Ford Motor Company to the United 
Auto Workers asking the union to accept wage cuts 
in the interest of “public security,” may have provided 
a basis for these reports. In any event, it seems to us 
that the new attitude of a section of business leadership 
reflected by these developments must be viewed as a 
constructive approach toward a more stable and satis- 
factory business future. 

Whether the Tord attempt to stabilize wages and 
prices can stand up in the face of the agreements sub- 
sequently negotiated with UAW by General Motors 
and Chrysler appears doubtful, notwithstanding the fact 
that GM has attempted. in some measure at least, to 
make wage rates adjustable to changes in the cost of 
living. That fact, plus the 2-year term of the GM con- 
tract, is considered as tending toward stability, and 
the corporation is said to plan no immediate car price 
increases. 

Admitting the force of the many inflationary pres- 
sures that have been operating to force wage and price 
rises, there is reason to doubt whether the wage levels 
that have been reached or are being asked for in some 
industries, or the prevailing prices of many commodi- 
ties, can be maintained indefinitely, much less increased, 
without causing stresses and strains that could wreck 
the nation’s prosperity. 

During most of the post-war period, this country 
has been caught in a spiral of rising prices and wages 
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that has brought to some people what may bear the 
semblance of prosperity, but at the same time has 
caused acute distress to many and serious inconvenience 
to the great majority. 

Union leaders, under pressure from their membership 
and largely on the basis of the high costs of living. 
have been able, through negotiation or otherwise, to 
obtain successive rounds of wage increases and benefits 
of various kinds. Management, under pressure from 
the stockholders, has felt compelled. after granting 
wage boosts, to increase the prices of products in 
proportion, plus a profit. The farmers and producers 
of raw materials have not been reluctant to take ad- 
vantage of the situation to get theirs while the getting 
was good. High prices for raw materials plus high 
wages spell high prices for merchandise of all kinds 
and never can spell anything else. But how long can 
the merry pastime go on? 

Every merchant, manufacturer and business man 
knows what it means to him. Try as he would to hold 
prices down, he’s been licked at every point by labor, 
contractors, producers and everybody he has had to 
call upon for the multitude of things he needs to keep 
a complex modern business enterprise running smooth- 
ly and with some semblance of efhciency. All the boys 
ilong the line have been trying to get theirs and they 
in turn have doubtless been subjected to price pres- 
sures from many directions. 

Historically, under the free enterprise system, the 
law of supply and demand has usually supplied an 
answer to a situation of this kind when it has reached 
the point of becoming a major problem. Almost al- 
ways the answer has been the same. When conditior ; 
get beyond control, the folks who can’t stand the pace 
drop out of the running, and, gradually or abruptly, 
the race slows down. If the slowdown is too abrupt, 
some of the runners get hurt. 

Apparently some business leaders are coming to the 
conclusion that it’s better to slacken the pace of the 
wage-price sweepstakes gradually and avoid the smash- 
up that would otherwise be inevitable. In other words, 
sidestep the tragic outcome of the “boom-bust” sequence 
by using a little good horse sense before it’s too late. 
We hope some of the labor leaders will see it the 
same way. A certain degree of self-restraint on the 
part of everybody might keep business running smooth- 
ly and swiftly for a long time to come. 
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Topay’s alert retailer in the footwear field is becoming 
increasingly aware that one of his best salesmen is his 
store designer. The contemporary designer uses every 
method of modern huckstering—from subtle psychology to 
frank practicality. With the aid of advanced lighting tech- 
niques, a new color palette, new wood, brick, metal, glass 
and wood combinations, he stops the passerby, draws him 
into the store, creates a buying mood, directs attention to 
specific merchandise and practically clinches the sale! 

Never have shoe stores and departments, large and small 
alike, put such emphasis on interior and exterior design 
as a means of building sales. For it becomes ever more 
clear that store design can make the actual difference be- 
tween profit and loss. 


Below: The children’s shoe department should be gay and 
interesting. Cleverly designed show cases, eye-catching wall 
displays and good lighting enhance the department. 
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Above: The footwear department may be altered economical- 
ly and effectively by the use of proper materials and clever 
display ideas such as a corrugated partition and recessed dis- 
play niches. The partition serves to separate stock area from 
sales space. 


The entire concept of the modern store has changed in 
the last few years. Formerly the show window was a closed 
unit opening on the street. Now the entire store is a show 
window. Not only the merchandise, but the activity that 
distinguishes the store is brought out to the sidewalk. This 
means that the window display in such a shop must be gov- 
erned by the color, lighting, and display technique of the 
store as a whole; it is not a thing apart as in the more 
conventional show window. 


Below: This illustrates dramatically how unusual and in- 
teresting shapes can capture attention and make of the shoe 
store a comfortable, attractive place in which to shop. 
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DESIGNER... [iio 


SHOE SALESMAN 





Some New Trends in Shoe Store Planning and Display 


While from the outside the store must look easily acces. by E. PAUL BEHLES, 
sible to the passerby, with the merchandise displayed so 
that it looks reachable, once the customer is inside, the 
psychology changes. Retreat must seem almost barred; the 
store must enfold him and draw him further in. This is Have Summed Up Their Theories. Here Is Some of the Think- 


E. Paul Behles & Associates, Inc., Designers. 


E. Paul Behles & Associates, Inc. Have Studied the Problem of 
the Shoe Retailer from the All-Inclusive Point of View and 


ing that Lies Behind Current Design Practice and the Trend 


perhaps an exaggerated statement of the theory, but still dus Shove alles ts Yldae: 


it is the idea of exposing the interior to the ‘shopper while 
he is outside, but at the same time making is seem protect- 
ing and closed to him once he is within, that governs modern 
store design. Above: Glamour can be obtained by use of clever lighting, 

Another evidence of almost Freudian concern for design = ##eresting maierials and display tricks. The latter will make 
is shown in those modern stores which extend an apron PEE er er ee ee 


‘ {TURN TO PACE 121, PLEASE] 
Below: The clever display unit, lighted scientifically, and of 
interesting shape, displays the merchandise to the best ad- 
vantage and draws shoppers to the store or department. 





hoe Stores 


Giant fluorescent lights against a background 
of onyx-like glass spell out the name of the 
Princess Slipper Shop, of Jackson, Miss. 
Deeply vestibuled entrance and large win- 
dows allow a full view of the interior. 


Walls papered to stimulate wood paneling and chairs 
upholstered in latticed leather are noteworthy fea- 
tures of this casual footwear section, recently installed 
by Geuting’s in Philadelphia, and identified by the 
hand-carved wooden post topped by a wrought iron 
lamp. Straw mats cover the floors of the shadow boxes. 
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Salon-type shoe stores are rare in 
smaller communities, but here is the 
Advance Shop in McAllen, Texas, 
with comfortably upholstered chairs 
and divans, walls of fluted material 
and doorways framed in highly-pat- 
terned fabric. 


Abeve—This store, operated in Patchogue. 
gi -y L. 1., by the Richard York Shoe Company, 
. 7 3 was recently widened from 24 to 36 feet by 
: — a the acquisition of adjoining space and has 
* : “ been decorated with blonde oak shelving, 
: wall-to-wall carpeting and an air-condition- 

ing unit. 





Lejt—Modern Chinese art is used cleverly in 


: F = this store recently opened by John Drizin in 
« » Mae Beverly Hills, Calif. Furniture is uphol- 
oe.” — stered in green and coral tapestry. Walls, 


tufted carpet and hardwood fixtures are in 


varying shades of green. 








S} Acquire a “New Look 


A Pictorial Presentation of Developments in Shoe 
Store Modernization in All Parts of the Country. 


Upper right—Two-story front of the new I. Miller 
store in Philadelphia with double the width of 
the old store. An unusual feature is a stainless 
steel flap which completely conceals the awning 
when not in use. The front above the windows is 
Alabama cream marble with bronze lettering. 


Above is the main floor shoe salon of Foley’s in 
Houston, Texas. Here the walls are aqua decorated 
with paintings of bluebonnets, the Texas state 
flower. Chairs are covered in cobra and brown ~ 
alligator. The department seats 120 customers. 


Right—W omen’s shoe department recently opened 
by the Frank Werner Company in the Nelly Gaf- 
fney store in San Francisco. Bleached oak fixtures 
harmonize with brightly-colored upholstery of 
nubby fabric. Plastic fixtures are used in the 
shadow bexes. 


Below—Heavily-patterned wall covering, textured carpet, and rec- Below—First floor view of the Park-Brannock 
tangular and oval shadow boxes make this an outstanding job of store, Syracuse, N. Y. The floor is of terrazzo, a 
modernization in the Packard-Rellin store, Milwaukee. The ceiling light grey background with dubonet aggregate. All 
lines are unusual. fixtures are of bleached walnut. 
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mirrored and complete with a special bag bar of clear plastic. 
At right, the Oval Room where complete wardrobes, including 
shoes, of course, may be purchased and fitted in privacy. 


BY indulging in what might be called almost a mod- 
ernization extravaganza, Kerr's, Inc., leading depart- 
ment store in Oklahoma City, Oklahoma, recently suc- 
ceeded in doubling its dollar volume in shoes for wo- 
men and teen-agers. The first step was to move the shoe 
department from its former second-floor location to the 
first floor and to allot to it sufficient space to make pos- 
sible the creation of three separate departments in each 
of which footwear is merchandised differently. 

There is the Oval Room in which complete wardrobe 
fitting may be had in complete privacy and where 


Above is shown the modernized Main Shoe Salon in the 
department store of Kerr’s, Inc., of Oklahoma City—spacious, 





Shoe Sales Doubled 
After Modernizing 














quilted chintz-covered walls and antique marble fittings 













are thrown into high relief by light from a crystal chan- fitti 
delier which cost $1500. par 

There is also the Main Salon, a spacious room with wes 
mirrored walls and columns and metallic-covered seats 615 


in which girls assist the shoe salesmen in the sale of i: 


handbags by bringing them to the customers while they chil 
are being fitted with footwear. dec 
[TURN TO PACE 80, PLEASE] girl 


























Pastel Color Schem 





Left: Women’s depart- 
ment of the Walk-Over 
store, situated on the 
second floor. Note the 
generous amount of 


display space available. 


Below: The men’s de- 
partment is comfort- 
able, yet masculine in 
feeling. This depart- 
ment, and the men’s 
accessories section, are 


on the first floor. 


e Enlivens Decor. ..& [ 


WALK-OVER Shoe Store, hailed in the Southwest 
as one of the most beautiful in Central Texas. opened 
its doors in Waco recently, with Troy E. Boone as gen- 
eral manager. 

The new building has 9,000 square feet of floor space 
on two floors. Besides carrying a stock of 25,000 pairs 
of shoes in men’s, women’s and children’s departments, 
full lines of men’s and women’s accessories are main- 
tained. 

In women’s and children’s departments on the sec- 
ond floor, the decorative scheme features 14 pastel 
shades delicately blended, and green to rose to an off- 
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The juvenile department is also on the second jloor. 
Mirrored columns add to the attractiveness and spa- 
cious atmosphere of the salon. 


















View of the shoe 
department look- 
ing toward the ad- 
jacent boys’ wear 
section. An effect 
of spaciousness is 
obtained by wide 
carpeted areas. 


Young People’s Section 
Features Co-ordinated Display 


A COMPLETE shoe department, specializing in correct 
fitting for children from infants’ soft soles on up, is 
part of Bramson-Golland, one of the smartest children’s 
wear shops in the Midwest, which opened recently at 
6152 South Halsted Street, Chicago. 

Bramson-Golland is a two floor department store for 
children with specialty shop merchandise, service and 
decorative treatment. The street level floor is devoted to 
girls’ wear from infants through pre-teens, and the rear 





Inviting Atmosphere 
In Connecticut Shop 


JHE NEW Markoff Shoe Salon brings New London, 
Conn. a store outstanding in color and design. Standing 
on the terrazzo outside, the observer is afforded clear 
vision throughout the entire area of the shop. A mas- 
sive plate glass window, set at an angle, and a side 
lobby. glass lined, make this possible. 

Inside the store are vivid coloring in wallpaper. 
grass-green over-all carpeting, crystal chandeliers, and 
huge wall mirrors. Custom-built chairs and loveseats 
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section is a complete layette department. The lower 
floor, 50 by 120 feet is devoted to boys’ wear and ac- 
cessories, with a large portion given over to the shoe 
department for both boys and girls. 

The shoe department carries branded lines of shoes 
ranging from infants’ soft soles through growing girls’ 
and big boys’ sizes. Chairs and settees, which give the 
department an appearance of a smart adult salon, allow 
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Right: Main salon of 
the Markoff store 
Note the crystal chan 
deliers, the shadow 
box display on the 
right wall. 


Below, left: Exterior 
of the store features a 
huge plate glass win- 
dow set at an angle, to 
allow for vision into 
the interior. 


Rear of the shop, devoted to low 
heel and casual shoes. Philoden- 
dron boxes at the base of the 
balcony allow the leaves to fall 
gracefully over it. 
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Left: View from the 
women’s salon. Mirrored 
wall on right is extension 
of mirrored lobby wall. 
Unusual spider-like chan- 
delier marks this section. 
Right: Wall of glass 34 x 
34 gives view of entire 
store from the street. 
Wall on left is mirrored, 
creating illusion of great- 
er width. Exterior and 
interior have been blend- 
ed into one by this 
arrangement. 
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GLAMOROUS but dignified. the C. H. Baker Shoe 


Store, opened last year is still dazzling San Francisco’s 


Market Street. A streamlined palace of pink marble, 
glass, and mirrors, the structure utilizes the latest in 
functional modern architecture. This store was designed 
specifically to facilitate merchandising. 

“There is no such thing as a facade and an interior 
in this store,” said Architect Victor Gruen. He went 
on to explain, “We treated both as one architectural 


[TURN TO PAGE 94, PLEASE] 


Men, Too, Want Beautiful 
Surroundings 


$1 DON’T know where people get the idea that any little 
shoe box or hole-in-the-wall place constitutes a man’s 
shoe store, and that men, unlike women, don’t go in 
for beautiful surroundings and pleasing atmosphere,” 
says S. M. Houpe, manager of Florsheim’s attractive 
new store in Birmingham. “It doesn’t work that way. 
I find it easier to sell men in a store with some charm 
of atmosphere, and I know that I, myself, have more 
than once paid more for a suit in attractive surround- 
ings that I knew I could get cheaper *n a store of the 





opposite type.” 
[TURN TO PACE 80, PLEASE] 
Above: This view of the Florsheim Birmingham store 


shows the pleasing effect of a wide carpeted floor and 
an entrance more than usually inviting to the passer-by. 


Left: The front of the store is 10 feet wider than the 


ae i ‘ | : , , ' 
a conventional store. Glass doors, curved glass windows 
and a mirrored post present a solid glass front that is 
oY highly attractive. 
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New Store Resembles 
Modern Drawing Room 
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Full view of new Walton Shoe Salon, showing drawing 
room type decorative scheme and arrangement. All stock- 
rooms are to the rear. 


The shop is decorated in rose and grey in a soft semi- 
modern Chinese motif with very little open display. 
Living room type furnishings are used with none of 







hoe the traditional shoe store fixtures in evidence. Large 
20'S Shadow boxes and tiered display fixtures show co- stockrooms in the rear carry a complete range of sizes. 
ble, net aie icsaiee sla ae Within the store, a minimum of merchandise is dis- 
in played on fixtures adapted to the decorative scheme: 
ned (OMPLETE costume coordination of everything pos- All shoes are displayed with co-ordinated accessories. 
sible in accessories to match or complement shoes, is Tiered open stands. tables and shadow boxes are used 
ior now possible for women customers of Walton Shoe to show matching of handbangs, gloves, belts, hosiery 
ent Salon, Chicago, in the heart of the exclusive North and other fashion items with shoes. 
ral Michigan Avenue shopping district. The accessories shop is located to the left of the 


Designed to resemble a modern drawing room, the entrance and is of prime importance in the shop’s 
entire shop is planned around the coordination theme. 
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Customers Buy 
In Atmosphere 
Of Country Home 


COMPLETE informality and homelike friendliness 
were what the architects strove for in planning and 
decorating the new shoe store opened recently by 
Sommer*& Kaufmann in San Mateo, a Peninsular 
suburb of the thriving city of San Francisco. The at- 
mosphere throughout the store invites relaxation and 
{ruRN TO Pace 78, PLEASE] 


Above: Brick walls 
and plant boxes give 
This new Sommer & 
Kaufmann store the 
appearance of a spa- 
cious country home. 
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Left: Customers may 4 
lounge at ease before Right: Shadow boxes, 
this home-like hearth tropical plants and 
while selecting casual lamps with bases of 
and sport shoes in the white cast stone dex- 
orate this blue and 
gold salon. 


MORE 


Than just a Promotion, 


The Vogue for Square Dancing, Technicolor 
Movies, Singing Cowboy Radio Stars, Rodeos 
and Dude Ranches All Stimulate a Natural 
Desire for Cowboy Boots and Western Clothes, 
Authentic American Fashions. 


SPARKED by the enthusiasm of a group of color 
ful, if rugged, individuals, the customs and cos- 
tumes of the old West with its pioneers, wagon 
trains and cowboys, have been kept gloriously alive 
in unbroken tradition, until today they are a most 
important part of our Americana. No one with a 
style sense worthy of its name, even though he 
might find it difficult to visualize himself in cowboy 
attire, could fail to grasp that cowboy dress holds 
every element of what constitutes “smartness.” It’s 
trim, colorful, free and easy, comfortable, and it’s 
the daddy of all our so-called casual clothes. For 
much of its picturesque charm we can thank the 
rich, beautifully worked cowboy boots which, after 
their saddles, are the most prized possessions of our 
Western dandies. As youngsters, we city slickers, 
used to turn and stare at the lean sun-tanned cow- 
boys who invaded the city each year at rodeo time. 


Topay Western dress, even on 
staid old Madison Avenue no longer 
calls for craned necks ‘and surprised 
looks, unless perhaps it be at the 
smartness and vivid color of the 
cowboy’s attire. 

Yes, times have changed and a 
tradition of dress has transcended the. 
wild hopes of the rugged few who ; 
promoted it so actively, to become the™ 
one natural, spontaneous ‘dress-up 
idea to which America can’ stake @ 
truly valid claim. In a little over 
half a century, this vogue for West- 
ern dress has spread like prairie fire. 
It’s no longer a promotional idea, 
it’s a stampede. The possibilities it 
offers for retailers to sell boots is 
dynamite. 





It's a COWBOY BOOT Stampede - 


The desire for brightly colored cowboy boots 
seems almost basic in the American child’s 
makeup. Rodeos, comics and the movies all 
stimulate this natural desire, resulting in a 
lemand for juvenile cowboy boots, the pro- 
portions of which are difficult to estimate. 
Illustrated opposite, at the top of the page, 
are two Endicott-Johnson “Lone Ranger Cow- 
boy Boots” which are due for active promo- 
tion of Graham Brown Shoe Company which 
is keyed to the Number One Western Star. 
“Gene Autry Boots” are available in sizes 
from youngster’s 5 to men’s 11. Illustrated 
with it is a child’s boot from Goding Boots. 


Stewart Romero, who seems to have a 
particular genius for theatrical effects 
in boots created the attractive pattern 
at the right for some lucky horse- 
woman. Black calf, polished to a pat 
ent brilliance is underlaid in butterfly 
design with orchid and rose kid. The 
Fleur de Lis rose type design is re- 
peated on the quarter foxing. 


Western clothing and acces- 
sories used in photos cour- 
tesy H. Kauffman & Sons 
Saddlery Co., Inc. 


by JOHN REILLY 


Illustrated at the extreme left you will 
see Goding’s tan calf cowboy boot 
with green underlay. With it is H. J. 
Justin’s new version of the cowboy 
boot with higher top and 11 inch 
walking heel, to be carried in-stock 
by this Texas house, which has done 
much to keep alive the art of fine 
cowboy boot making and public in- 


terest in Western fashions. 


Right: Another proud product of 
the Lone Star State is this richly 
ornamented pattern by Nocona Boot 
Company. And from Clarksville, Ten- 
nessee, Acme Boot Company sends one 
of its colorful patterns which is cur- 
rently being given national promotion. 





Promote 
SLIPPERS 
For 
Indoor 


Soft detailing on tailored robe and paja- 
ma teams make them ideal for wear by 
women of any age. Photo, Dorian-Mack- 


soud Corp. 





Key Slipper Promotions to Special Times of the Year. 
Reap Extra Sales with Back-To-School, Fall, Christmas, 
Mother’s and Father’s Day, Travel and Vacation Periods. 
Offer a Wide Range of Indoor Items to Attract the 16-60. 


Irs time now to plan your back-to-school, 
early Fall, and, yes, even your Christmas slipper buy- 
ing. Although you no doubt have a year-round active 
slipper department. for extra sales capitalize on such 
special promotional times of the year as Mother’s and 
Father’s Day, bridal promotions, holiday resort and 
travel periods. 

For back-to-school promotions, felt slippers in youth- 


ful styles such as scuffs with vamp interest and warm 
closed-up low-heeled slippers, as well as ballet types 
and shearlings, are good dormitory types to wear with 
brightly colored tailored robes. Remember that as an 
aid to making early morning classes on time, school 
girls must have warm, comfortable slippers that are 
easy to slip in and out of. For the college girl’s frivol- 
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i Brocade sling, Desco. Shearling 
lined slipper, Cobblers. Below—Top to bottom, left: 


Satin scuff, Keystone. Velvet and 


ee 
phies. Ca onsolidated. 


gold kid, Hi-Larks 
Baranee. Right: 





COMFORT 
pros SIMPLICITY 
puus STYLE 


College Girls’ Recipe for Fall Shoes 


Right—Bright red crepe soles i og 


style feature of this campus 
shoe, “Zippity,” with slide fast- 
ener in evergreen Ruff-Glove 
leather from Joyce. Available 
also in tan, black, gray and 
navy with matching crepe sole. 


Far Right—On the model's — 
feet: Vic Colton’s high — 
wedge with criss-cross 

strap and open toe. tvetlable 
in calfskin or suede in a - 
gold, red, green, wine, 

and navy. Ie | her hand: Holly. 
wood Skooters’ “Figure-Eight” 
double criss-cross ankle strap 
with open toe and back. In 
suede, in balenciaga, green, 
black, wine and navy. In cop- 
per bronze on higher wedge. 


COLLEGE girls are style-conscious from the tips of 
their toes to the tops of their heads. This year, with so 
many pretty clothes for party and campus wear, the 
college girl must plan her wardrobe carefully to fit 
into her varied activities. Starting with footwear as a 
basic part of the costume, I have had fun helping these 
girls select shoes that are alive with style, without being 
conspicuous, and yet are as comfortable as their oldest 
slippers. 


All three _pic- 


| tures posed by 


| Gale Storm, star 


. of Allied Artists 


Production, 
Inc., soon to be 
seen in The 


Dude Goes 


VW est. 


Left—W edge fla:, 


college favorite, 
shown in brown 


calfskin, closed 
toe, double ankle 
strap from Cali- 
fornia Shoes. 
Available also in 
black, cafe brown, 
continental green, 
fiesta wine, and 
slate gray in both 
suede and calf- 
skin. 


by 
GALE STORM, 
as told to 
BARBARA LANDIS 
of 
BOOT AND SHOE 
RECORDER 


One of their first loves this year is the wedge flat, 
equally well-adapted to rushing to classes, shipwreck 
parties, “rugged and ragged Sadie Hawkins” dances, 
leisure hours and “slumber” parties in the dormitories. 
Crepe soles, too, are very much liked and saddle ox- 
fords are coming back more strongly into the campus 
style picture. These shoes are casual, attractive, digni- 
fied and, most important of all, comfortable. 

California co-eds like the pretty, romantic look of the 
new shoes, the low-cut V-throat, the plain opera pump 
and the ankle strap. The V-throat, in its simplicity and 
elegance, can be worn equally well with dressy date 
clothes or with more demure dresses at faculty recep- 
tions and rush teas. For extra-curricular activity or for- 
mal dances, they like gold, but not for campus wear. 
One co-ed whom I know wears gold evening sandals 
and a wide gold belt, carries a small gold handbag with 
a white organdy evening gown and looks all ready to 
be the belle of the ball. 
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eoing great guns. 
It’s the big new 
Brown Shoe Company 


brand—the grand new 


brand in casuals. 





























All the girls are talking about the values... 


oe 8 £4 


: 4) 99 Zo 8 99 
“Everyone in my crowd is talking about JOLENE Shoes. 
They're wonderful quality and the styles are the newest Hollywood 





inspirations. JOLENE’S are real value at their low price. I'm telling 
all the girls I know about JOLENE Hollywood-Inspired Shoes!” 


Wonren who have discovered JOLENE Shoes are 


, spreading the good news fast. Day after day, a tremendous demand 
is building up for JOLENE Shoes. This is due to the high quality, 


budget-price and forceful, effective national advertising. 





in 
LIFE «© GLAMOUR 
VOGUE + PHOTOPLAY 
SEVENTEEN «© CHARM your sales zoom. 





Get aboard the JOLENE bandwagon and watch 





For complete information on how you can sell the lucrative mass market, write or wire today! 


TOBER-SAIFER SHOE MANUFACTURING COMPANY « SAINT LOUIS 
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Frozen In lee —But Celastic Stands The Test 








> Here’s a shoe with a Celastic box toe that was imbedded 
> in a cake of ice for 64 hours. When it was removed the toe 
still maintained its lasted contours . . . further evidence of 


the support and durability which Celastic gives the toe of the 


shoe in wear. 


MATCHED PAIRS... trim on the foot — true to the last 


ar 
1s Caen tal & Cc 


Uniteo SHOE MACHINERY CoRPORATION - BOSTON, MASSACHUSETTS 


*“CELASTIC” is o recistered trade-mark of the Celastic Corporation 








PRESENTS 


COLLEGIATE STYLING 


IN TOP-QUALITY SHOEMAKING 


THE UTMOST 


Sryie 733 is but one of a complete 
line in the NEW STACY-ADAMS Collegiate 
Styling—the long-term approach to /éfetime- 
loyal repeat-business. 


This style features the NEW Stacy-Adams 
ENVOY LAST — a refinement in popular 
free-fitting. The ENVOY perfects that extra 
“Spring” which gives added adjustability for 
comfort-fitting in the heavier leathers. 


Style 733 is featured in #113 Puritan Leather. 


Mee Kamath 


LONG AFTER PRICE IS FORGOTTEN 


Send for catalog of 20 STACY-ADAMS IN-STOCK Styles 


ACY-ADAMS COMPANY -: BROCKTON 62, MASSACHUSETTS 








How does a woman 


make up 
her mind? 









She buys more Trimfoot 
2 Soft-Sole Shoes than any other 
BS nationally advertised brand 


You reach the profitable Mother Market more 
easily—when you feature best-selling Trimfoot Shoes. 
Month after month, advertisements in 20 publications 

are helping to create a buying habit that continues to 
build sales for you as youngsters start with Trimfoot 
Baby Deer Shoes right at birth and graduate into Trimfoot 
Pre-School and School Shoes. There’s a Trimfoot Shoe 

to fit every child’s need, from birth to teens. And that 
means extra profits from year-after-year sales for you. 


& TRIMFOOT COMPANY 
TRIMFOOT TERRACE 
FARMINGTON, MISSOURI 


PM BABY DEER SHOES + PRE-SCHOOL SHOES » SCHOOL SHOES 
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GOLD LEADS ST. LOUIS SAiES 


NUMBER one seller in women’s 
footwear in St. Louis for late 
Spring and early Summer is almost 
any type shoe made up in gold. 
Shoes made up in this color run 
just about the gamut in price and 
style. Gold is featured from $2.98 
in the lower priced outlets up to 
$20 and higher in the better de- 
partments. Footwear of this color in 
strollers, sandals or flats appear to 
be certain sellers. Sandals possibly 
have the edge in sales, but materials 
run the gamut as does price. De- 
pending on price, these materials 
include fabric, kid, side leathers, 
and mesh. 

Some buyers believe that gold 
will go out just as quickly as it 
came in as a top demand color, 
however, and because of this belief 
a number of them are moving cau- 
tiously in replacement orders. Other 
buyers disagree, however. In addi- 
tion to gold, gold and white com- 
binations also have made a fair 
showing. 

While gold has been a top seller 
in St. Louis in recent weeks the 
prolonged cool weather has con- 
tinued to dampen the sale of foot- 
wear. Buyers are moderately con- 
cerned over the prospects for sales 
of Summer shoes, and some of them 
point out that unless the weather 
does warm up they will be stuck 
with large quantities of these shoes 
when the selling period draws to a 
close. 


* * * 


WEATHER STILL SLOWS 
NEW YORK SELLING 


BUSINESS continues to be “very 
slow” according to a great number 
of retail shoe merchants in New 
York. When the weather is good, 
business picks up, they agree. In 
several stores where sales have 
been run, however, buyers report a 
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good response. 

Play shoes are selling better than 
other types of shoes, say a number 
of shoe merchants. Gold continues 
to sell well as does gold and white 
in combination. Pastel suede wedge 
sandals with double ankle straps 
have attracted customers, one buyer 
reports. Raffia wedge sandals with 
ankle straps in gay colors, and gold 
and white combinations in raffia sell 
well. Gold and white raffia bags to 
match the shoes have been bringing 
in extra business. 

Spectators and all-over white 
shoes are moving better during the 
past two weeks, shoe buyers report. 
Classic spectator pumps with round 
or V-throatlines on 21/8 heels are 
leading in sales. After brown and 
white and blue and white, some 
black and white is selling. One mer- 
chant reports heavy sales on med- 
ium heel spectator shoes. In all-over 
whites, ankle strap sandals and 
other opened-up types sell best. 

Linen to be dyed and solid color 
linen pumps are selling in several 








KRUPP G TUFFLY'S NEW 


Vol CHILDRENS SHOE DEPT. 
\ 


Coters to the Pigteil Crowd... 






ef ravrrs 


ee 





Shoes for “‘the pigtail crowd” were the 
subject of this recent ad of Krupp & 
Tuffy, Houston, Texas. 


shoe departments. One buyer ‘e- 
ports good response to a calf and 
mesh shoe on a high heel. This shoe 
is attracting sales in green, dark 
red and blue. Another buyer finds 
great interest in a crepe-soled golf 
shoe in brown, blue, white, as well 
as a colored kid pump on a 21/8 
Louis heel. Although this pump 
comes in a variety of colors, pink 
leads in popularity. 

Pumps, in a great variety of types 
and patterns, continue to sell. Clas- 
sic opera pumps with V-throatlines 
or vamp cutouts on all heel heights, 
including the plain or modified 
Louis heel, outsell other types, sev- 
eral buyers have reported. Ankle 
strap pumps with % to %-inch plat- 
forms, slings, sandals on high heels 
without a platform also sell well. 

While navy blue suede continues 
to be a best seller, black and some 
balenciaga attract customers. Black 
patent leather, buyers agree, is “just 
fair” in sales. 


* * * 


SAN FRANCISCO PUTS 
EMPHASIS ON WHITE 


SUMMER promotions started early 
in the San Francisco area, with the 
emphasis on whites with a variety 
of two-tone color combinations, and 
sandals and loafers in a variety of 
colors. Typical of the color trend 
was Frank Werner’s showing of 
footwear in gold-buttoned tartan 
red, St. Patrick and kiltie green, 
highland purple and white. In 
dressy numbers, colors are also get- 
ting a strong play. The White 
House is showing colorful cobra 
pumps in red, green and pecan 
brown. 

This is the year in which Cali- 
fornia is staging the centennial cele- 
bration of the discovery of gold, 
and in keeping with this theme 
many stores are featuring golden 
footwear. The City of Paris played 
up the idea in an advertisement 
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reading “GOLD RUSH” ... It’s a 
Bonanza in our new Deauville Cas- 
ual Department . . . You must have 
one pair of gold kid sandals . . 
Sommer & Kaufmann featured Gold 
play sandals and Roos Bros. placed 
their emphasis on gold kid sandals. 
Vacation and action shoes for men 
are also receiving strong promo- 
tions in many of the stores. 

With a number of important con- 
ventions scheduled to be held here 
this year, retailers are showing a 
keen interest in the report just is- 
sued by the San Francisco Conven- 
tion and Tourist Bureau. This or- 
ganization made a survey among 
delegates attending the national 
convention of the National Institute 








of Cleaning and Dyeing which was 
held here recently. Tne purpose of 
the survey was to find out just how 
much money a convention brings 
to a community. 

Their report reveals that the 1776 
delegates attending the Cleaners and 
Dyers convention spent an average 
of $141.70 each during the five days 
they spent here, making a total of 
$251,667.58. Of the $151.70 spent 
by each delegate, $35.75 was spent 
in purchases in retail stores and the 
balance for hotels, restaurants and 
‘ entertainment. 

With these definite figures to 
work on, retail merchants will know 
just how much they can afford to 
spend in promotional work in an 
effort to attract the convention 
trade. The $63,492 spent in five 
days in retail stores by the delegates 
to this one convention indicates a 
nice slice of business for which to 
make a bid. As this was considered 
a typical convention group, mer- 
chants believe that the many others 
scheduled for this year will provide 
a healthy stimulus for business. 


72 








“Baby dolls” 


- » high becled summer classic i 

hite suede. red or blue calf or black 
patent leather 
nations Sizes 3'; to 9, AAA, . 
AA ond B widthe 10% 


Coliegreane Shore. Fourth Floor, 


Also spectator combi. 


Hu Street Building 


The popular Baby Doll silhovette was 
dramatized for California women in 
this ad of Bullock's, Los Angeles. 





SALES ARE SLOW 
IN PROVIDENCE 


RETAIL shoe sales in Providence 
have been only fair, with weather 
cool, cloudy and rainy enough to 
have an adverse effect on business. 
Some retailers blame the horse rac- 
ing fever at Lincoln Downs, a large 
pari-mutuel track that attracts thou- 
sands daily during its Spring meet. 
While some say sales have exceeded 
last year for the period, others are 
only holding their own, and many 
report a definite drop in dollar vol- 
ume. 

Colors are selling very slowly in 
most stores. Retailers had for weeks 
anticipated a good year for colors. 
and most had bought heavily. Mer- 
chants are hoping that these will 
still move off the shelves when the 
weather clears up, although opinion 
is that the buying will go right into 
whites, leaving them with the col- 
ors. Spectators are being widely ad- 
vertised, but are moving slowly. 

One store featured shoes in day- 
time gold with bags and belts to 
match. Black seems to be the big- 
gest seller, since women can wear 
it with most costumes and feel we'l 
dressed. One retailer reports his 
best sellers are double ankle straps, 
asymmetric styles, open and closed 
models and baby toes. This buyer 
finds a sling pump spectator in 
black, brown, blue or tan trim on 


white suede a good number. An- 
other found a good seller in a clas- 
sic spectator pump of punched 
white suede with tan calf trim. Plat- 
form spectators in white suede with 
colored or patent trim are good at 
one store. A blue calfskin sling 
pump with winged ornament and a 
black patent leather sandal with 
echelon vamp are good at another 
store. 

Retail sales seem to be scattered 
across the board in most stores, 
with a few of this and that selling. 
In the words of one department 
manager, it is not a time when a 
buyer can strike a popular number 
and sell 15 or 20 dozen pairs a 
week. When this buyer studies the 
weekly sales sheets, it is three or 
four of this or that, spread across 
the stock, which are the top sellers. 


* * * 


TWIN CITY STORES 
PROMOTE SUMMER SHOES 

Minneapolis 

J NTEREST in Summer footwear 
developed rapidly with the coming 
of warm weather. Retail stores 
swung into white displays tieing-in 
whites with the strong trend toward 
cottons in dresses and suits. Practi- 





cally all retail stores came out with 
large advertisements which played 
up white as a Summer favorite, and 
report unusual response. 

Gold, which some merchants had 
reported as lagging in the early 
Spring picture, came in for renewed 
interest, also as an accompaniment 
for Summer cotions. Chandler’s 
stated that gold in all heel heights 
was moving rapidly. Low flats at 
this store were very good, selling in 
all colors but particularly in de- 
mand in white. Blue, green, gray 
and red were also favorites. This 
store reported spectators as off 
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Let S This Fiddle Shank is designed to provide maximum 


strength consistent with the style of the shoe. The 











\n- Look Closely broad heel part of the fiddle design provides lateral 
a stability and the narrow waist is ribbed for full 

at- ata support through the arch. The toe part is flattened 
“ — to eliminate excessive thickness at the ball line. 

“4 @| |-Tii y ted To maintain accuracy of curve and fit, the Vita- 

> Tempering process imparts the structural strength and 


rigidity necessary for the proper support of a shoe. 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS ec san 














LOHOH of te Melell Trade 


slightly. Sisals with matchings bags 
moved well. Bag and shoe combina- 
tions are featured here and a large 
number of sales are made of the 
ensembles. 

Young-Quinlan promoted white 
shoes as complements to pastel 
dresses which suggest lighter more 
graceful shoes. The shoes were fea- 
tured in platform pumps, cuban- 
heeled sandals, gilt-touched pumps 
and young spectators. White doe- 
skin was featured. A group of white 
walking shoes was offered in suede 





and calf combination, in all-suede 
and in calf. 

John W. Thomas & Co. featured a 
smart sandal in linen and mesh in 
white and also in lemon yellow 
or in sky blue. Platform pumps 
were offered in white suede with 
colored detail in brown, red, green 
or blue calf, and in black patent on 
white suede. 

Walk-Over had a strong promo- 
tion of genuine alligator which 
drew interest. Brown, red, green and 
black were offered. Both closed and 
open backs were shown. 

Napier “interpreted the Summer 
mode” in kidskin in pastel shades 
of pink, blue, green and yellow and 
in white suede. Latticed vamps and 
platform soles with ankle straps 
‘characterized these Summer shoes. 

* * * 

St. Paul. 

RETAIL shoe stores report that 
while Summer sales were retarded, 
business has now opened up. Vol- 
ume sales are satisfactory and are 
comparable with last year’s Sum- 
mer season. 

Biggest news is the high interest 
in white, followed closely by pastel 
colors with yellows and blues pre- 
dominating. Ankle strap sandals are 
leading in dress and street shoes. 
Play shoes are reported in most 
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stores as having unusually high 
sale. 

Besden-Kennedy, Inc. a high style 
store, reports that 50 per cent of 
sales are in white. Play shoes are 
in high demand at this store, mov- 
ing out almost as rapidly as they 
come in. Play shoes in color are 
favorites in beige, green and red 
with some demand for black and 
brown. Brown and white spectators 
are also very good at this store, in 
all types—open or closed back. 

Schuneman’s, Inc. had a strong 
promotion with advertisement and 
window displays featuring colored 
reptile shoes and bags in unusual 
shades. Burnt orange, shade green 
and sunbeam yellow were three 
stressed. Shoes were in delicate 
ankle straps or sling pumps with 
matching bags in box or pouch 
style. 

Summer shoe styles are extensive. 
High, medium and flat heels are 
equally in demand. Platform pumps 
and sandals are good. Both dressy 
and tailored types are selling well. 
Opera pumps continue to have good 
sale. 


The Golden Rule brought out” 


gold and gold and white play 
shoes with a number in all-white, 
in white with color and some in 








Srore hours 10 t0 5.30 


STEVENS 








(CRAL. A. STEVENS @ CO. STATE STREET. CHICAGO 











“Happy minimums” was the way in 
which Chas. A. Stevens Co., Chicago, 
described their picy shoes. 


solid color. 

Merchants predict that sandals 
will be very good for Fall, with 
open toes, and a good demand for 
the entirely closed shoe. Black or 
brown are expected to predominate. 
There is indication that a dark tone 
of green or red will be in demand. 
Suedes in the high style picture are 
expected to be favorites in all 


colors. 
* * * 


SUMMER STYLES WANTED 
IN CHICAGO 


JHE Chicago shoe retailing pic- 
ture changed rapidly in May from 
selling of Spring and dark shoes 
to whites and Summer styles. Al- 
though continued cold and rainy 
weather kept retail stocks high, 
Summer selling began to approach 
normal the week before Decoration 
Day. 

Spectators are currently setting 
the theme of the buying trend. 
They are selling well in all ver- 
sions — the traditional pump, the 





sling back, open toe, and strap mod- 
els. Brown and white combinations 
are the biggest sellers, with black 
and white and blue and white doing 
well on the fringes. There has also 
been a lot of interest in white suedes 
trimmed with brown piping. All- 
white selling is just beginning, but 
is expected to gain in volume from 
now on. Most retailers were care- 
ful not to overstock on whites, and 
some are of the opinion that if the 
weather is unusually good from 
now on, the supply may fail to meet 
the demand. Colors are also selling 
well in anklets and sandal styles. 
Gold is just beginning to be of con- 
sequence in the local picture and 
has done well as a result of several 
promotions of gold shoes along 

[TURN TO PAGE 86, PLEASE] 
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preview of style 


® Ina rugged, bold look that was dreamed 

up by Fortune to set the pace for top campus styles this 
fall, here's a preview of a Fortune gold strike for 
your store. When you unsack these golden Fortune 
Nuggets "— America's top styles for young men — 
you'll sack up a lush harvest of gold nuggets in your 
cash register. You'll have the success of a lucky 
Forty-niner, especially when you promote 

Fortune ‘Nuggets ” with the powerful advertising 
and point-of-sale displays Fortune furnishes 
to back up... to help you sell these 


fast-moving styles. 
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SHOES FOR WEN 


RICHLAND-DAVIDSON SHOE CO. «¢ DIVISON OF GENERAL SHOE CORP. 


NASHVILLE 


TENN. 
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That's what happens to a store when the school 


crowd gets a good look at the new Fall line of nationally-advertised 
Desco low-heel casuals and high wedgies! 
Yes, and the already sensational 


indoor casuals with the ‘new look’! For our protection 


and yours, we're not showing the ys?” 
shoes in this ad—but our salesmen are 
only too happy, willing and proud We 
to show them to you. ( 1 
L u 


DESCO SHOE CORP. 47 West 34th St., New York 1, N.Y. 





FACTORIES: Long Island City, N.Y., Auburn, Me., Webster Moss. » SHOWROOMS: New York, Marbridge Building, Chicago, Los Angeles 














RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Manngjacturiing nd Mearhets 


St. Louis 


MOVING into early June, bookings by St. Louis manu- 
facturers for Fall shoes were “more than satisfactory,” 
according to a spot-check of the industry, and manu- 
facturers were in a much happier frame of mind as a 
result. Looking into the future, industry spokesmen 
see a volume of business which should support a heavy 
production for the next few months. The greater por- 
tion of these orders, of course, has come through sales- 
men on the road and not at regional shoe shows. 

‘Because of the healthy status of bookings, some 
manufacturers have found it necessary to withhold 
promise of July delivery after the first week in June. 
Indicative of the tempo of orders in late May was the 
statement by some specialty manufacturers that they 
were sold through July at that time. 

A number of manufacturers have been producing 
causal Fall footwear at near capacity for several weeks, 
and following shoe worker vacation periods, other shoe 
factories were expected to follow suit. 

While bookings and production were closely paral- 
leling last year’s volume around the period of early 
June, orders for late Fall delivery were far behind a 
year ago. Manufacturers point out, however, that 
buyers are not buying as far in advance of their Fall 
season this year as they did in 1947, but that their 
greater dependence on the periodic visits of the shoe 
traveler indicates at this time just about as favorable 
an outlook for late Autumn delivery bookings as dur- 
ing the same period in 1947. 

As one manufacturer expressed himself, “There is 
nothing to get excited about when the national trend 
is away from heavy buying at shoe shows. It is merely 
an indication of more intelligent buying on the part 
of the retailer, which we should expect in the days of 
more highly competitive selling.” 


Chicago 


ALTHOUGH shoe retailers seem to be convinced fin- 
ally that there will be no appreciable reduction in 
prices, for the present at least, there has been no ap- 
preciable increase in buying. Retail stocks are still 
high, but the opinion in the Chicago area is general 
that they are by no means alarming. Retailers, however, 
as one observer points out, are taking no chances, hav- 
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ing learned their lesson once. They intend to wait until 
stocks are better balanced than they are now, before 
ordering in volume. 

When orders are placed they are on a four to six 
week delivery basis. More and more manufacturers in 
this area are putting out catalogs and are beginning to 
build up their in-stock supplies. The current season 
marks the return to this practice for the first time since 
the war. This is regarded as a healthy sign by both re- 
tailers and manufacturers. With retailers’ stocks now 
well built up, many welcome the chance to order as 
needed. This opportunity may well be used very shortly, 
for most orders on white shoes were cautious in this 
area. A good spell of hot weather and a sudden buying 
spurt could very well clean out shelves and produce a 
need for fill-ins. 

With most firms well ahead of demand in their pro- 
duction and retailers able to secure everything they 
need from their regular sources, jobbing houses are be- 
ginning to feel the pinch. A highly competitive business 
is directly ahead in jobbing quarters as retailers need 
no longer shop around. 

Some style men believe that there will be fewer scyle 
changes this Fall than previously predicted. They expect 
only a minimum of patterns using higher platforms. 
The trend is also definitely away from a profusion of 
ankle straps and dealers report definite customer resis- 
tance in many areas. 


New York 


CONDITIONS in New York factories seem to have 
improved somewhat in the past two weeks. A number of 
manufacturers report that they are busy, although, in 
almost no instance, up to full capacity. Increasing busi- 
ness is expected as the deadline for placing orders for 
early deliveries approaches. It is not uncommon to 
hear that a plant has been producing up to only 50 per 
cent of its full capacity or that there has been no cut- 
ting in a factory for the past several weeks. One manu- 
facturer who was interviewed did not expect to do any- 
thing until the salesmen returned toward the end of 

June. bad 
Following the Chicago show, some factories have 
been working on re-orders on Summer shoes, including 
white and pastels in leathers and linen. The largest per- 
centage of first Fall orders for delivery in June and 
[TURN TO PAGE 93, PLEASE} 
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Removable Screen—slides out of 
cabinet for quick, easy cleaning 
—no panels to remove. 


Aluminum Filter Plate — filters 
out unnecessary rays, strength- 


ens image. 


Interlocking Tube Box and Screen 
Holder—eliminates possibility of 
stray radiation. 


Safety Switch — on tube box, 
shuts off current automatically 
when tube bex door is opened: 
eliminates hazards. 


Cradle Tube Mountings—support 
heavy-duty tube securely, pra- 
tect it from jolts and vibration. 


Milliameter—prevents overload on 
tube or transformer. fe range 
clearly indicated on large. lum- 
inous dial. 


Shielded Eye Pieces — mounted 
on angle, eliminate outside light, 
assure clear image. 


. .. for features that count 
in your business .. . fea- 
tures that make your job 
of fitting shoes easier, fast- 
er, more pleasant to you 
and your customers... 
features that mean extra 
safety, extra comfort, extra 
economy, extra profits! 
Count on Simplex, pio- 
neer of X-RAY Shoe Fit- 
ting, for the important 
advancements in its field. 























Buy Out-of-Inventory. Liber- 
al E-x-t-e-n-d-e-d Payment 
Terms, if you wish. 30 to 45 
days delivery on the Stand- 
ard Model. Ask your Simplex 
X-Ray Representative or write 
for details. 


X-RAY SHOE FITTER, INC., 3533 N. PALMER ST., MILWAUKEE I, WIS. 
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New Store Resembles 
Modern Drawing Room 


[CONTINUED FROM PAGE 59] 


entire merchandising program, The 
selection of merchandise includes hand- 


| bags, belts, gloves, umbrellas, scarves, 





hosiery, cigarette holders, lipstick hold- 
ers, compacts, and a few jewelry items 
that can be tied in with shoe decora- 
tion. 

In addition to the wide range of 
matched accessories carried in stock 
(including two imported lines) the ac- 
cessories department will take special 
orders on any items a woman customer 
may desire to match a particular pair 
of shoes. 

S. M. Simpson, who was formerly 
shoe supervisor for the Southeastern 
territory of Sears Roebuck & Co., is 
manager of the store, He has assisting 


;| him a staff of nine people, including 
E.| seven shoe salesmen and two girls in 
e the accessories 


department. Sydney 
Wolock and Mr. Simpson are co-owners. 


Customers Buy in Atmos- 
phere of Country Home 


[CONTINUED FROM PAGE 59] 


| makes of shoe buying a pleasing social 
| occasion in a luxurious environment. 


Because the Peninsula is the site of 
the country homes of many of the weal- 


| thier San Francisco families, the design 


of the exterior of this new store with its 
bricked walls and large areas of plate 


| glass, is strikingly informal, Through 
| this glass can be seen much of the 


store’s spacious interior where brick is 
also used and in which tropical plants 
are used as decorative notes which do 
not, however, detract from the display 


; of footwear in the windows and the 





sales rooms, 

Of tnese there are two shown here. 
In the Patio Room customers may 
lounge in front of a charming hearth, 
surmounted by a huge brick chimney 
flanked by shuttered windows over 
which trail plants indigenous to the 
West Coast. Here women gather to se- 
lect the latest types of sport and casual 
shoes, excellently displayed in shadow 
boxes and on tables and stands. Wicker- 
type furniture predominates. 

The Main Salon, one step removed 
from the Patio Room, is decorated in 
soft shades of blue and gold, again ac- 
cented with fresh, tropical plants. It is 
a sun-flooded room, a delightful place 
in which to select the latest in dress 
and street shoes with complementary 
accessories. The floor covering is a 
hand-loomed rug of golden beige and 


| the lamp bases are made of cast white 
| stone, 


There are, of course, other depart- 
ments for men and for children in this 
store at 35 Fourth Avenue, between El 


| Camino Real and San Mateo Drive. The 


building was designed by Albert Wil- 


| liams and Associates; the interior is 
| the creation of Archibald Taylor. 
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Who sold the shoes 





today’s customers were wearing ? 


H MANY Pairs of shoes that walked into your store today 
were sold by somebody else? 

Probably a fair percentage, you'll agree — and every pair 
meant that some other store lost out on repeat business. 

That’s what happens when shoes don’t give proper service. 
The customer buys her next pair some place else. 

You can be a lot surer you won’t miss out when the shoes 
you carry are made with the new Resproid #1000 heel pads 
and sock linings. 

Resproid #1000 is made from a base of the well known 
Tufsta reinforcing material, then coated with a heavy film of 
Resproid vinyl plastic, unusually resistant to perspiration, 
scuffing and abrasion. Resproid #1000 is a new, tougher ma- 
terial that will outlast anything we’ve ever made. It means 
high quality for low and medium priced shoes. It means 
longer wear for the shoes— greater satisfaction for your 
customers. 

It can mean customers who will think of you first 
next time they need a new pair of shoes, Try shoes 
made with Resproid +1000 next time you buy shoes, 
and see for yourself. 


CRANSTON 10, 





Other Features 
That Bring Customers Back 
TUFSTA, the original unwoven, non-fray cotton base reinforcing 


material, gives extra strength to shoes wherever there are 
straps or cutout sections. 


TUFSTA DOUBLER, the original unwoven, non-fray cotton base 
plumper and backer for lightweight leathers. 


RESPROID, the vinyl! plastic coated vamp and quarter lining that 
resists scuffing, abrasion and perspiration. 


DURAKALF, a highly efficient leather replacement for shoe 
linings. 


DURAKALF NON-SLIP, designed specifically as a non-slip 
counter pocket in shoes. 


RESKRAF, a high quality, pyroxylin-coated, fabric sock lining and 
heel pad material. 


ALL MADE BY 


Keto 


RHODE ISLAND 








New Store Design 


NEW YORK—A modern store design produces more 
efficiency and a greater volume of sales in retail stores, 
Morris Lapidus, New York architect, told Metropolitan 
retail store owners present at the First Annual Retail 
Store Clinic at The City College Midtown Business 
Center Auditorium, here last month. 


Mr. Lapidus and other participating guest speakers. 
Daniel Schwartzman and Robert I. Carson, are mem- 
bers of the New York Chapter of the American Insti- 
tute of Architects which is aiding the Retailing Unit ot 
the City College Intensive Business Training Program 
to present the “New Look in Retailing.” 


Mr. Lapidus discussed the “History of the Retail 
Store,” in which he brought out that although retailing 
has not changed basically over the years, through the 
use of modern design, the same store can compete more 
successfully for the consumer dollar. It is with mod- 
ernization, he concluded, that a store can become a 
more productive and profitable unit. 


On “Planning the New Look,” Mr. Schwartzman, 





Advised by Clinic 


second architect panel member, said, “Most designers 
are working toward the goal of creating a New Look 
by eliminating the bulkiness and insistent appearance of 
their fixturing. No fixturing at all is better than -bad 
fixtures,” he added. Mr. Carson, of Carson and Lundin 
Architectural Consultants, third speaker on the panel 
of experts, talked on “Designing the New Look.” He 
discussed three advantages of modern shops: form, 
color and lighting. Next, he brought out that the 
greatest change in retail stores is from the enclosed to 
the open back show window. The customer of today 
likes to see what he is getting into before he enters the 
shop. Getting the public into a store pays dividends. 


The Retail Store Clinic was the first in a series of 
annual events which is being sponspred by The City 
College Midtown Business Center Retailing Unit to aid 
the smaller retailer increase his sales and also to give 
the buying public better service. Mr. Emanuel Last, 
Retailing Unit Head, at the Midtown Business Center, 
presided over the panel discussion, in which the audi- 
ence took an active part. 





Men, Too, Like Beautiful 


Surroundings 
[CONTINUED FROM PAGI: 58] 

Scarcely a day goes by that men do not walk into 
the new Florsheim Store just to compliment it for its 
attractiveness. The store is definitely a man’s store, 
conventionally set up in dark red and cream, but it 
carries an unusual charm. It is wide and shallow with 
triple glass doors and two ample show windows that 
tie up with the glass doors and make a solid glass front. 
The red carpet presents a pleasing width of elegance 
across the wide floor. A large pillar, necessary to the 
building which is a ten-story office building, shows up 
to advantage as a mirrored column. Glass boxes on 
one side go through the wall to the building lobby, 
and traffic there is enabled to look across the store, 
as well as at the stock displayed in the boxes. A hosiery 
bar, carrying other accessories, faces the wide doors. 


Comfort Plus Simplicity 
[CONTINUED FROM PAGE 64] 

Like most college girls she has very definite opinions 
on clothes. Shoes she considers to be the foundation of 
a costume, and she is, therefore, careful about the types 
she chooses. She particularly likes the new shoes with 
scalloped edges and pretty details, the ankle straps or 
the opera pump, saying that they add grace to a wo- 
man’s foot. The average college girl has much fun. 
on campus and off. She requires shoes that will allow 
her freedom and give her comfort. But when attention 


is focused upon her feet, she likes her shoes to have an 
extra bit of glamour also. 


Shoe Sales Doubled After 
Modernizing 
[CONTINUED FROM PAGE 56] 


And there is the Casual Room, dedicated, in the 
language of the store’s 8-page announcement advertise- 
ment, “to shoes for your Oklahoma way of life.” One 
unusual feature of this room is to be found in the 
murals portraying tree-bordered lanes. Another is the 
furniture—gay casual chairs with linen slip-covers— 
all harmonizing with the type of shoes offered for sale. 


Pastel Color Scheme 
Enlivens Decor 
[CONTINUED FROM PAGE 56] 


shade lavender ceiling. Recessed wall mirrors give 
added value to the varied color scheme. Thorough and 
even lighting is achieved by recessed ceiling fixtures. 
Liberal use is made of recessed wall niches and shadow 
boxes for restrained display, with stock concealed be- 
hind curtained walls. Deep-piled floor coverings har- 
monize with the general decorative and physical scheme. 

The women’s accessories section faces the elevator 
landing on the second floor, between the women’s and 
children’s shoe salons. Men’s shoes and accessories are 
on the first floor. 
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_ “GOLLY"—comes in seven color_ 
combinations, AAA to C 
".owidths, sizes 4 to 10... 
. retails for... . $6.95 - $7.95 fe 
Pg 


Wit of the Season 











Featuring Cazuwelt CONSTRUCTION! 
Doubly Wonderful — Doubly Wearable 


“GOLLY” what a reception . . . dealers from coast to coast 
are saying that this is the shoe that will be 
the “outstanding hit of the Fall season.” Unique “built-in” 
construction gives extra comfort from within — 
flat-heeled smartness from without! 
“GOLLY’’—created by Golo designers to combine 
casual comfort and appearance with Goodyear welt fit 
and wear... is sure to be a sensational seller Famous built-in quality featured 
, : ’ : in 15 fast-selling styles, all superb 
in stores everywhere. Follow in their profit-making Goodyear welts with channelled 
footsteps by writing today for full details! prime flexible insoles. 





Cully OF DUNMORE «© Division of Golo Footwear Corp. 


FACTORY: Golo Park, Dunmore, Pa. SALES OFFICE: 129 Duane St., N.Y. 13, N.Y. 





June 15, 1948 











American and European Sizes Compared in Government Pamphlet 
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Comparison of United States shoe sizes with those of 
most of the European countries may be made by comparing 
the two middle columns in this chart. This comparison does 


WASHINGTON, D. C.—Information 
of real value to persons sending shoes 
to friends in Europe is contained in a 
circular prepared recently by Robert 
B. Hobbs, published by the National 
Bureau of Standards, U. S. Department 
of Commerce, and devoted to a com- 
parison of American and European shoe 
sizes. 

“Great Britain,” says the author, 
“uses for women’s and children’s shoes 
a system differing from the American 
system only in that the figure 1—1%2 
should be added to the British size 
designation to get the corresponding 
American size designation. The series 
of numbers used is the same, and the 
size increments are the same in both 
systems, British and American size 
designations for men’s shoes are nearly 
the same. The differences depend 
more on the lasts used by individual 
companies than on any fundamental 
differences in the size systems. The 
American shoe size will be correct, or 
at most only slightly long, if the figure 
% is added to the British men’s size 
designation to get the corresponding 
American size designation. 

“In the European system, the sizes 
are based on centimeters (2.54 centi- 
meters equal one inch) of length, a 
difference of one size corresponding to 
a difference of 2/3 of a centimeter in 
length. Size 15, usually the smallest 
children’s size, is for a foot 10 centi- 
meters in length, This is approximately 


4 inches and thus corresponds to the 
American size 0. European size 18 is 
12 centimeters long; size 21 is 14 centi- 
meters long; size 24 is 16 centimeters 
long; and so on, This system has only 
one series of numbers, and usually runs 
up to size 50, approximately equivalent 
to the American size 14, 

“European shoes, like American ones, 
are sometimes marked with a coded 
figure to show the size. This has led 
to some confusion, because Europeans 
have told friends or relatives in the 
United States the code designation of 
their shoe sizes, and it has been as- 
sumed that this was an American size 
or an American code designation. As 
several such codes are in existence, it 
it not practicable to list their equiva- 
lents in American shoe sizes. It is im- 
portant, then, to learn whether your 
European correspondent is referring 
to the American size system or to the 
European system, or to a European 
code designation, before sending shoes 
to a recipient on the continent of 
Europe. 

“One source of information indicates 
that, in the Netherlands, the sizes for 
women’s shoes differ from those for 
men’s shoes as given in the chart; ap- 
parently for women’s shoes the com- 
parison is as follows: 


USS. Size Netherlands Size 
Boe alas soskascen 34 
BD.  . kWaies Sawa souleeawe 35 
DGS ers aiubawaas Swases 36 


not hold good, however, for the Netherlands. British sizing 
of women’s-and children’s shoes can be translated into the 
American equivalent by adding one to one and one-half. 


SSS ee ee 37 
SE aE See 38 
Mee = eee wie s oes 39 
ESSA ae ee 40 
LESS SS eee ee 41 
BOB tis Eevee iiais siois'.e Susie's 42 


ee ee ry 


9 

“It is therefore particularly desirable, 
when selecting shoes for women in the 
Netherlands, to procure a tracing of 
the outline of the foot on a size chart, 
rather than to depend on any supposed 
correlation between shoe sizes in this 
country and in the United States. 

“Even a shoe of the right length may 
not be wearable unless it is wide 
enough. Narrow shoe sizes, correspond- 
ing to our widths AAAA to B, are not 
common in Europe. The widths of 
women’s shoes in most countries are 
designated either ‘narrow,’ correspond- 
ing approximately to the American C 
width; or ‘wide,’ corresponding to the 
American D width. Men’s shoes are 
similarly classified as ‘narrow,’ corre- 
sponding to the American D width; 
‘medium’ (or sometimes ‘wide’), about 
like our E width; and ‘wide’ (or some- 
times ‘extra wide’), which corresponds 
to our EE width, Unless it is known 
definitely that the person who will wear 
the shoes requires a narrower width, 
it will probably be safer to select at 
least a C width for a woman and a D 
width for a man, as shoes of these 
widths will more likely be wearable by 
the recipient.” 





Young People’s Section 
Features Display 
[CONTINUED FROM PAGE 57] 


for seating of 30 customers at a time. 
Shadow box displays units show coor- 
dination of shoes with accessories, 

The store has a 50-foot frontage all- 
glass expanse permitting full view of 
the interior to its 125 feet of depth on 
the main floor, Display windows, 20 
feet deep at almost street level, are 
trimmed with children’s mannequins 
and fashion coordinated displays, 


$2 


Mr. Golland has had 20 years’ experi- 
ence in the shoe business, most recently 
having managed a shoe store on the 
South side of Chicago. Jack J. Bramson 
was previously also associated with the 
Krongold Company, working out of 
Cleveland. 

Since this store will carry nothing 
but merchandise and apparel for child- 
ren, a complete youthful fashion mer- 
chandise program will be possible. Co- 
ordinated displays are shown whenever 
possible, and every effort is made to 
encourage “top to toe” outfitting under 
this one roof, 


Upon entering the main floor through 
swinging glass herculite doors, one sees 
an unusual curved front wall, done in 
deep warm American beauty tone, and 
fully mirrored on the left to the entire 
two-floor height of 28 feet. This mirror 
reflects half of the lower floor and calls 
attention to the boys’ shop and shoe de- 
partment. Continuing on the left, a cur- 
tain wall hand-painted in an unusual 
coral and green plaid above lighted 
dress bins, softens the opposite curtain 
wall, which is painted mint green with 
huge three tone wall-paper bows ap- 
pliqued thereon, 
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A GREASED 


AXLE 
NEVER SQUEAKS 





The same holds true with a well-established business en- 
deavor. Its many services, regularly performed year after year, 
are practically taken for granted. Yet, these functions don’t just 
happen! Behind them is usually the “mechanism” of a smoothly- 
oiled organization. Such an organization is carefully geared to 


the best interests and satisfaction of all its dealers. 


Whether in a buyer’s market or a seller’s market, the Dr. 
Posner dealer has never found our efforts at teamwork in short 
supply. He has found us fully conscious that our problems and 


our success are wrapped up in his. 


Naturally, retailers are happy to back a product with such 
an organization in back of it. 


DR. A. POSNER SHOES, INC 


60 Years of Making Fine Quality 


Junior Footwear 





FOR BOYS FOR GIRLS 


grVUSNERs 
SHES 


GIVE YOUR CHILD 
CORRECT BODY BALANCE 


Show Rooms and Executive Offices: 
116 W. 34th Street (opposite Macy’s), New York 1, N. Y. 





Chicago: Merchandise Mart 
Pacific Coast: Haas Bldg., Los Angeles 
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Sell Smartness . . ” 
Sell comfort... ( i 
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with shoes built with 


Here’s perfectly smooth fit without gap- 
ing or pinching, because the throat and 
quarier are elasticized by a fine lining 
woven with Lastex yarn. Controlled 
stretch allows the shoe to yield imper- 
ceptibly, and return to new-lasted snug- 
ness with every step. Lastex assures 
supreme comfort and beautiful fit that 





your customers desire. 








For models, samples and prices of those types of shoe materials made 
with saw which are now available, apply to ALFRED VAMOS, 
406 Marbridge Building, New York City. Alfred Vamos is the inventor 
and patentee* of Vamos Stretchable shoes and is the selected consultant 
for ies manufacturers using materials made with Lastex yarn. 


*Patents assigned to United States Rubber Company 


Bhs The Miracle Yarn That Makes Things Fit 


An elastic yarn manufactured exclusively by UNITED STATES RUBBER COMPANY 


1230 A of the Americas, Rockefeller Center, New York 20, N.Y. 
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Trade Mark Reg. U. S. Pat. Off. 
Pat. Nos. 1955720 and 2168243 
Other Pats. Pend. Foreign Pats 


The Shoe that 
REVOLUTIONIZED 
WALKING... 


: RETAIL 
Foamtreads give greatest comfort 


because they walk on air! Over the 

past 15 years, 30,000,000 pairs have been enjoyed by foot-happy 
people! Shown at right, the Slacktator*, newest and smartest Foam- 
tread style, destined to reign on thousands of campuses this fall. 
Smooth Elk in Black, Brown or Red combined with White. Elk and 
Sueded leathers in solid Wine, Navy, Black, Brown. 


: ~e- and 
ALL-LEATHER UPPERS 


HANDLACED x 






Selling! 


Foamtreads are selling like an avalanche, 
gathering power every day that rolls 
around! With fine leather uppers hand- 
laced to the one-and-only Foamtread sole, 
they have the smart, trim look every woman 
wants. There’s an unlimited market for 
LEATHER INSOLE 7 year-round selling, and every sale insures 
repeats. Once a woman wears Foamtreads, 
Meo nTtOn she can’t be happy without them! America’s 
ree ee eres greatest retailers are promoting Foamtreads 
with phenomenal success. Can you afford to 
pass up this opportunity? Write today for 
full information. 






WELLCO SHOE CORPORATION ¢ Waynesville, North Carolina 


*T. M. U. S. PAT, OFF, APPLD. FOR 





GUARANTEED 


PARENTS 
MAGAZINE 


lated tor 


-»- another new number that will 


add up to profit for Play-Poise dealers 


when schools re-open in the Fall. 


Better order now! 


Special Note: Our in-stock department is 
prepared to make immediate deliveries. 


SEND FOR 
FREE 
CATALOG 


SHOES FOR INFANTS AND CHILDREN 


VIRGINIA 


FREDERICKSBURG 


SHOE COMPANY, 


INC. 
VIRGINIA 





Outstanding among shoe promo- 
tions for men was that of Marshall 
Field & Company. With the theme, 
“well-dressed feet get Summer shoes 
early, eleven styles were shown, 
ranging from casual slipons to con- 
servative business styles. These in- 
cluded a white buck blucher with 
rubber soles, tan calf and straw- 
color mesh and cloth shoes, several 
moccasins, a blue suede with blue 
calf wing tip, and several brogues. 


* * * 


MIAMI FEATURES BACK 
INTEREST 


WITH some designers predicting 
that Fall shoes will emphasize back 
treatment, two Lincoln Road deal- 
ers are promoting trimmed heels. 
Among the Gainsborough Originals 
are a high heel and high platform, 
both elaborately trimmed in multi- 
colored beading, and offered in a 
wide range of color combinations. 
At Rothman’s are colored linen 
and suede models with decorated 
heels repeating the vamp motif. 











Review of the 


Retail Trade 


[CONTINUED FROM PAGE 74] 


with other gold fashion accessories. 

The Fair Store devoted a quar- 
ter-page advertisement to gold fa- 
shion accessories for daytime wear, 
which included shoes, belts and 
bags. Chas. A. Stevens & Co. has 
featured go!d on white for daytime 
bags and shoes, referring to it as 
“the dazzle of a new snow-and-sun 


86 


effect coming out boldly into the 
daylight — warming your casuals. 
cooling your tan.” 

Whites and spectators dominated 
shoe advertising and promotion 
throughout May. Carson, Pirie, 
Scott & Co. featured white linens. 
Joseph Salon Shoes used the “Jo- 
seph believes in bright urban 
white” theme to feature two sling 
pump styles, one with lower heel 
for mid-day wardrobes and a higher 
heel for late day and after dark. 





Don't! 


Don’t get twisted up on the 
time to have your Window 
Trim in on nationally ad- 
vertised DR. SCHOLL’S 
FOOT COMFORT WEEK! 
Be sure to get in your dis- 
play of Dr. Scholl’s not later 
than Saturday, June 19th! 


VERY Ye Lk 


Tele) mae) 20) ami 34 4 
June 19 to 26 


* Foot Comfort Reg. U.S. Pat. Off. 
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with other gold fashion accessories. 

The Fair Store devoted a quar- 
ter-page advertisement to gold fa- 
shion accessories for daytime wear, 
which included shoes, belts and 
bags. Chas. A. Stevens & Co. has 
featured gold on white for daytime 
bags and shoes, referring to it as 
“the dazzle of a new snow-and-sun 
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effect coming out boldly into the 
daylight — warming your casuals, 
cooling your tan.” 

Whites and spectators dominated 
shoe advertising and promotion 
throughout May. Carson, Pirie, 
Scott & Co. featured white linens. 
Joseph Salon Shoes used the “Jo- 
seph believes in bright urban 
white” theme to feature two sling 
pump styles, one with lower heel 
for mid-day wardrobes and a higher 
heel for late day and after dark. 













Outstanding among shoe promo- 
tions for men was that of Marshall 
Field & Company. With the theme, 
“well-dressed feet get Summer shoes 
early, eleven styles were shown, 
ranging from casual slipons to con- 
servative business styles. These in- 
cluded a white buck blucher with 
rubber soles, tan calf and straw- 
color mesh and cloth shoes, several 
moccasins, a blue suede with blue 
calf wing tip, and several brogues. 

* * * 


MIAMI FEATURES BACK 
INTEREST 


WITH some designers predicting 
that Fall shoes will emphasize back 
treatment, two Lincoln Road deal- 
ers are promoting trimmed heels. 
Among the Gainsborough Originals 
are a high heel and high platform, 
both elaborately trimmed in multi- 
colored beading, and offered in a 
wide range of color combinations. 
At Rothman’s are colored linen 
and suede models with decorated 
heels repeating the vamp motif. 

















Don’t get twisted up on the 
time to have your Window 
Trim in on nationally ad- 
vertised DR. SCHOLL’S 
FOOT COMFORT WEEK! 
Be sure to get in your dis- 
play of Dr. Scholl’s not later 
than Saturday, June 19th! 


VEERY of Yo Lk 





Toloy mae) i20) am 1444 
June 19 to 26 


* Foot Comfort Reg. U.S. Pat. Off. 
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: oan bigger than ever before, this. . 
powerful campaign of national ee 
advertising in leading magazines rep- 
resents more than 32,000,000 indi- 
vidual ads! Averaging 3 readers per 
magazine it has a total reader audi- 


ence of over 96,000,000 men, women and youths — everyone a 





prospect for Loafer Sox! This combination of top-flight publica- 
tions gives your Loafer Sox sales effort real demand creating 
support. It’s a campaign that doesn’t depend on any one maga- 
zine to reach everybody—it’s a carefully selected list of magazines 
to reach men, women and youths everywhere — with every reader 
a prospect for Loafer Sox! It’s a campaign with a terrific impact 
right in your own trading area! With millions of people who 
have seen Loafer Sox advertising in the past, with millions more 
who will see it this year, and with 3 styles to sell, Ripon Loafer 


Sox offer you an even greater profit opportunity in 1948! 
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More Leather Shoes 
Bought In Portugal 


LISBON, PORTUGAL.—The most significant develop- 
ment in the Portuguese footwear industry since 1939 
is the increased activity in the field of leather, accord- 
ing to a report from the United States Embassy, here, 
which was published in World Trade in Commodities. 


issued by the U. S. Department of Commerce, Office 
of International Trade. Consumption of leather shoes 


has risen from 250,000 pairs in 1938 to 825,000 pairs 
in 1946, the report continues. Since imports are negli- 
gible the market relies mainly on domestic manufac- 
turers. In the same period, consumption of lower-grade 
slippers has dropped from over 2,000,000 pairs a year 
to hardly 500,000 pairs. 

Manufacturing methods have not changed since pre- 
war years; only a few new factories have been estab- 
lished, all of which use hand methods. Very little 
change has been noted in quality. Leather products are 
well made, but the locally tanned leather is not of 
high quality, and importation of better grades is held 
to a minimum by a high protective tariff and by gov- 
ernment controlled prices. 

Approximately 70 per cent of the leather used in 
the manufacture of footwear is produced locally. The 





remaining 30 per cent is supplied by the Portuguese 
African colonies (tanned sole leather and raw skins), 
Brazil (raw skins), and other countries including the 
United States (finished leather). All cotton used for 
making canvas is imported, Mozambique being the 
principal source. India is the sole supplier of jute. 
Some plastics have been tried but are no longer used. 
Linings are chiefly of sheepskin and cotton duck. Sole 
leather is used for counters and box toes. 

Of the 20 factories capable of producing 1000 or 
more pairs per month all but two are in or near Oporto. 
Six of them are mechanized, using United States, Brit- 
ish, Danish and Swedish machinery. A few confine their 
activities to leather footwear but, other than that, there 
is no specialization. The two other plants are located in 
Lisbon and manufacture rubber and canvas and rubber 
types only. 

Throughout the country there is an unestimated num- 
ber of very small shops manufacturing all types of 
footwear but no detailed information about their ac- 
tivity other than production is available. 

Annual output has not yet reached the level of pre- 
war years, but the sizable increase in leather footwear 
production and the steady decrease in production of 
cheap slippers indicate a growing demand for a better 
product. 





Shoes in the News 





LOUIS heels, tapered toes, Colonial buckles, bronze 
kid, little pearl buttons, bocts and spats—how these 
1948 styles carry us back to 30 years ago! And how 
many styles have come and gone in the years between. 
Since no style is ever revived exactly in its original 





Center: Six-button black satin spat piped with gold kid, but- 
tons covered in satin. Starting upper right, reading clockwise: 
Six-button wool spat in black and white check. Three-button 
in beige, tan or pearl grey boxcloth, ieather-trimmed. Six- 
button spat in boxcloth, trimmed with velvet. Three-button 
version of same. Buttons of genuine ivory. All spats shown 
from S. Rauh. 


form, 1948 lasts taper less sharply, Louis heels have a 
range from one to three inches in height, buttons are 
used in new ways and boots are very different from 


those calf-high affairs with their 18 and 20 or more 
buttons and eyelets. Spats, too, have a new look, lower 
in cut and closely co-ordinated with shoe and ready-to- 
wear styles. 
* * * 

WITH opened-up shoes dominating the style scene for 
the coming warm weather months, there is a need for 
fresh interpretations of these styles. Back and heel 





Soft ribbon bow makes 
attractive back interest on 
this ankle strap in reptile 
with smooth leather trim, 
platform sole covering and 
low Louis heel. Model from 
Oscar Lehmann gf [ienna. 














interest is one of the ways in which designers are 
giving a new look to such shoes. Louis heels, high, 
medium and even down to a flat, are coming more and 
more into the style picture. High-riding backs and 
back adjustments are another trend to be noted in this 
connection. 


[TURN TO PAGE 92, PLEASE] 
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SNO-QUEEN 
Growing girls’ and misses’ 
sizes—bright finish—warm 
fleece lined—white lamb- 
skin cuff—Talon fastener 
—white crepe type outsole 
and foxing to match—full 
sizes only. 


AVENUE EXCLUDER 


Children’s sizes only — 
bright finish—warm fleece 
lined. 


SNO-SLIDE 
Women’s, misses’ and 
children’s sizes — bright 


finish—inside slide fastener 
—net lined—made in flat, 
military, hi-cuban heels. 





SKYE BOOT 
Growing girls’, misses’ and ERVY 
children’s sizes — bright Zee 
finish — net lined — full 
sizes only. Nag Pros 


Shortages of certain raw materials that go 
into the manufacture of white rubber footwear 
will limit Servus white production for the 1948- 
1949 season. Don't risk disappointment. Place 
your orders with this reliable source of supply 
today. 


Newspaper mats available. 


June 15, 1948 








STORM RUBBER 
Children’s sizes only. 


up Purdomimany 
in the Merchandising 
Picture this Fall... 





There'll be a brighter note in stormy 
weather fashions this winter now that white 
is back in the Servus line again. There'll be 
a greater dollar volume of business, too, 
when you can offer your customers popular 
Servus styles in sparkling white. 


In addition to the styles illustrated, the 
Servus white line includes the Cowboy over- 
the-shoe boot and the Lone Star over-the- 
foot boot for children. 


Line up with bigger profits and more sat- 
isfied customers. Stock Servus white rubber 
footwear. 





SER 


ISLAND 


ROCK 


J 


VUS RUBBER CO. 
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—a 50¢ retailer. 


CAVALIER 





> forall 
Id kid 


CAVALIER 


The dressing best for gold shoes is best for the shoe 
man who sells them. Time proven — as best, is 
Cavalier. Choose the leather lacquer and powder 
corabination for a long lasting factory finish and 
lustre—the paste combination (including gold paste 
and powder) for a quick job of restoring golden 
sheen. Each package complete with two polish cloths 
(More on the west coast). 


Similar packages available in Cavalier silver kid 
dressing and Cavalier bronze kid dressing. 


Order today from your favorite wholesaler. 


BALTIMORE 30, MARYLAND 








footwear 


COMPANY 

















Promote Slippers for 
Indoor Wear 
[CONTINUED FROM PAGE 63] 


ous moments and special weekends 
away from the campus, as well as her 
“at-home,” indoor clothes such as 
lounging pajamas and slacks. Satin 
scuffs, mules, high-heeled slippers, em- 
broidered scuffs or slings are much in 
demand and are now shown in manu- 
facturers’ lines. Promote these types as 
“double-duty” slippers. Point out the 
special features, the comfort, good fit 
and smart styling of this glamour foot- 
wear. 

This Fall when the customer changes 
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to her warmer indoor robes, she will be 
in the mood to purchase new slippers. 
Promote ballet types, satin slippers 
from a wide range of patterns includ- 
ing open or closed types, low or high 
heels, tailored or dressy types. 

Plan your Fall displays around two 
different types of customers, Take, for 
instance, the trim, tailored group who 
wear brightly colored robes, woolen or 
quilted satin, and indoor clothes, and 
show leathers, felts, shearlings, ballet 
types or trim satin slippers on low to 
medium heels. Don’t forget the wedge 
heel leather slippers now in popular 
demand for wear with these tailored 
robes. 


For the sophisticated customer who 
will wear feminine, frilly negligees and 
dressy satin robes in soft colors and 
patterns, offer high-heeled satin mules 
with trimmed vamps, gold scuffs or 
high-heeled slippers and metallic- 
trimmed or metallic fabric slippers, as 
well as smart dressy styles on medium 
heels. Catch extra sales by tie-ins such 
as matching the trimming on a rohe or 
negligee with the trim or basic material 
of the slipper; match or contrast the 
color of the slipper with the robe; and 
in some cases, match the material of 
the slippers to the robes or other indoor 
costumes. 

Remember that in catching these 
extra sales, interior and window dis- 
plays should be complete to give an en- 
semble effect. Capitalize on your news- 
paper ads, radio advertising, bill en- 
closures, and fashion shows. Point out 
the promotional angles of the slippers 
you purchase to your salesman and be 
certain that he suggests and offers a 
style or two to each customer he serves. 
Don’t forget that indoor slippers, as 
well as more dressy types, run a full 
range of patterns, colors and materials 
especially keyed to promotional ideas in 
order to capture extra sales during the 
coming season. 


Florida Merchants Await 
New Styles 


MIAMI BEACH, FLA.—AIl along the 
“Gold Coast” of Southeastern Florida, 
from here to Palm Beach, shoe men ap- 
pear to be making ready for something 
drastically different in high style for 
the coming season. This is evidenced by 
the long and steady “close-out sales” 
which have been advertised for some 
time. This applies to a large extent to 
higher priced shoes. One shop has been 
closing out values to $39.95 at prices 
ranging from $9.95 to $19.95. Another 
dealer has closed out a number of origi- 
nals which were sold at $49.95 at reduc- 
tions to $18.95. Most of the well known 
and long established shoe shops have 
reduced prices on “high style” footwear 
from 25 per cent to as much as 60 per 
cent. 

One of the best informed shoe men 


‘in this area reports that the average 


shop stocked too heavily on high fa- 
shion models and now is having to 
clear stocks in order to make way for 
Fall shoes. He explained the reason as 
being that resorters have been of a 
more conservative type this season; 
they are watching expenditures a little 
more carefully and wanting fuil value 
in most cases for what they spend. For 
several years past there has been a 
younger element who went in for ex- 
treme style footwear. The picture is 
changing. A more sober feeling is mani- 
fest. It is a leveling-off period. 

This explains to some degree why the 
shops carrying ultra-fashionable and 
faddish shoes have had to close out a 
lot of merchandise. 
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“The United Finishing Specialist 


Shows Us How fo Finish the Different 
Leathers Coming Through”. . . 


“EVERY DAY a wide range of shoes using 
different leathers comes through our finishing 
room... and we look to the United for the 
help of its finishing specialists. In this way we 
secure a more uniform final finish—more uni- 
form lustre — on our complete line.” 

Mote and more finishing room foremen are 
relying on the United Finishing Specialists for PRODUCTS 
help in solving their difficult problems. OF 

If you have a finishing problem .. . call for 

a United Finishing Specialist. B B CHEMICAL CO. 


FINISHES FOR UPPERS © BOTTOMS * HEELS © EDGES 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASS. 
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BON TON 
Gives an 
Extra Fast 
High Gloss 
Shine 
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FAMOUS FOR OVER 100 YEARS 
MORE BROTHERS CORPORATION 


MASSACHUSETTS 



















SHOES IN THE NEWS 


[CONTINUED FROM PAGE 88] 


SHOES for back-to-school selling still command the 
spotlight, and retailers will find that basics, dressed up 
to look like new, will have increasing appeal as the Fall 


Two shoes from current Fall 
lines for young folks. Left: 
The moccasin oxford, dressed 
up by the combination of 
smoked elk with brown; 
Child Life from Herbst. 
Right: The blucher in a wall 
last, butted tip model; Acro- 
bat. 





selling season progresses. Such basics include the moc- 
casin, the blucher, the saddle, the loafer-type—shoes 
which make up the greater part of the retailer’s year-in, 


year-out sales. 
*” ~ » 


THE Winter just passed proved to people of all ages 
the necessity of adequate protective rubber footwear. 
Especially did it increase the popularity of boots for 
the younger customer, and, of course, the more attrac- 


Two boots with Walt Disney 
characters decorating them; 
available in white and in 
red. Left: “Teena” for the 
growing girl; right; “Mickey 
Mouse” for the child. Both 
from Sporting Shoe Co. 





tive or novel the boot, the better chance it had for 
making a sale. Retailers looking forward to next Winter 
are thinking in terms of these items as an important 


part of their business. 
* * * 


ADoPTION by a well-known women’s shoe manu- 
facturer of a children’s shoe line which is being offered 
under a famous trade mark for Fall may be considered 


A buckled loafer-type, popu- 
'ar with the younger set: 
funior Arch Preserver from 
Selby Shoe Co. 





real news. Selby Shoe Company is offering a line of 
shoes for Fall for children and growing girls, to be 
sold under the name of Junior Arch Preservers. 


= * * 


JOHANSEN Brothers Shoe Company of St. Louis has 
made a promotional tie-up with the Union Pacific Rail- 
road Company around the theme of the famous Golden 
Spike. History was made by Union Pacific in 1869 with 
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the driving of the Golden Spike. Inspired by this oc- 


casion, the shoe firm has designed a modern fashion 


wrapping counter 






Rear view of WS35 


Golden Spike by Johansen of 
white trimmed with gold. 
Gold and white link strap ac- 
cents the white of the vamp 
and the golden spike heel. 





. $175 
. $395 


counterpart in the form of a sandal which they have 
named after the famous spike. 





. $110 


WS35 WRAPPING COUNTER . 


Manufacturing and Markets 


[CONTINUED FROM PAGE 77] 


July is in black suede up to 65 to 75 per cent and, oc- 
casionally, even higher. Sling pumps, high style manu- 
facturers report, will be very important. Closed shoes, 
many of them expect, will continue to be high style 
and somewhat limited in appeal, at least for early Fall. 

One high style manufacturer has broken down his 


WS34 SHOWCASE .. 
GW35 COMPLETE 3-PC. UNIT. . 


early Fall orders as follows: slings, 40 per cent; straps. 


...with this SMART WRAPPING 


modernize your store...only °395 COUNTER AND SHOWCASE UNIT 


30 per cent; closed shoes, 30 per cent. Everywhere in 
the New York factories, sling pumps and ankle straps 
are continuing strong, and instep straps on medium 
heels, around 17/8, are stressed as best sellers for Fall. 
The importance of this heel height is being talked about 
more and more by high style manufacturers. Another 
style idea that may have growiag importance is the 
closed pump with tongue and colonial buckle. Some 
high style factories are making a few Theo ties, but none 
is stressing it as of any great significance, at least at 
present. It differs somewhat from the old Theo tie in 


DISPLAYS 


2300 LOCUST ST. © ST. LOUIS, MO. 


hin wil ere-= 


that it ties higher up on the foot, giving it the popular 


.can be used in varied 


ankle strap look. 
There has been little change in children’s factories 


ADDITIONAL INFORMATION UPON REQUEST! 
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wrapping materials and hinged doors for easy changing of displays. 
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A "'Kicker,”’ made of fine 
AfCo Felt by the Trimfoot — 
, Farmii Mo, 

maker of children’s shoes 

“From Birth to Teens.” 

Photologs of the Trimfoot 

may be obtained by 





Flanking the lobby walls, but not 
obscuring the panoramic view of the 
interior are five 12-foot glass window 
display cases, which lend themselves to 
dramatic presentations of merchandise. 
The three window cases on the right 
which are set into the wall of marble 
are surmounted by a canopy, which is 
continued into the interior where it is 
suspended over the men’s shoe depart- 
ment. Located in the center of the 
lobby is a small glass display case 
with its base and ceiling in marble. 

The novel exterior canopy extends 
over the lobby and is cantilevered far 
out over the sidewalk, following in a 
free sweep which is further carried 
out by the interior ceiling. The canopy 
bears a neon sign, visible for a great 
distance. 

Broad all-glass doors permit an easy 
flow of traffic from the lobby to the 
beautiful main floor salon, which fea- 
tures men’s and women’s footwear. 
Here, as on the second floor, interior 
decor is keynoted by efficiency of ar- 
rangement, comfort and warmth. The 
application of interesting colors cre- 
ates a friendly but quiet background. 
Unique lighting arrangements and a 
new cembination of direct and indirect 
lighting flatter customers and mer- 
chandise. Functional modern furniture 
has simple lines. 

The men’s and women’s departments 
on the main floor are continuous, but 
the decor is distinctively different. The 


men’s section has a definitely mascu- 



































BURNS CUBOIDS 


are the California-made 





Unity of Design 
Marks C. H. Baker Store 


[CONTINUED FROM PAGE 58] 


should express the features of the in- 
terior, particularly where intimacy is 
not desired.” 

The visual front blends exterior and 
interior into one, A wall of glass out- 
lined by slender aluminum dividers runs 
from the floor of the spacious lobby to 
the ceiling. Set back about 25 feet from 
the sidewalk, the 34-foot high, 34-foot 
wide expanse of glass affords a sweep- 
ing view of the entire main and second 
floor departments which comprise the 


94 


store. Hidden from view is a mezzan- 
ine section which houses stockrooms 
and other housekeeping operations. 

The oneness of outside and interior 
is further accomplished by unusual 
wall, floor and color treatment, all of 
which flow from the sidewalk to the 
rear of the store. A 90-foot wall on 
the right, from sidewalk through the 
glass front and on to the rear of the 
entire two floors, is of rose colored 
Tennessee marble. The opposite wall is 
done entirely in mirrors, which add an 
illusion of considerable width, Terrazzo 
is used both in the lobby and at the 
entrance to the main floor shoe de- 
partments. 


FOOT BALANCERS 


That you see advertised in 


GOOD HOUSEKEEPING 

LADIES HOME JOURNAL 

WOMAN’S HOME COMPANION 

AND IN PUBLICATIONS OF THE 
AMERICAN MEDICAL ASS‘’N 


You also see them advertised over the 
signatures of the nation’s best shoe and 
department stores. Many “dealer helps” 
keep CUBOIDS moving all the time. 
For information about possible fran- 
chise, write 


BURNS CUBOIDS COMPANY 
Senta Anca Californie 
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line atmosphere with comfortable dark 
red leather seats, coffee brown carpet- 
ing and walnut paneled walls. It is 
separated from the women’s salon by 
the canopy which is used midway be- 
tween the floor and ceiling and a baffle- 
wall from floor to ceiling, in turquoise 
with the firm name studded across it 
in gold leaf letters. 

In direct contrast, the women’s de- 
partment in the rear, is gay and femin- 
ine in mood. Bright coral upholstered 
chairs and coral peach ceiling contrast 
with silver grey carpeting, The lower 
portion of the walls in this section are 
formed by an interesting screen ar- 
rangement composed of wood weave 
panels in a dark mulberry hue. The 
rest of the woodwork is in grey wal- 
nut. A spider-like chandelier placed 
against the mirrored wall is actually a 
half circle but appears to be a full one 
because of the optical illusion created 
by the mirrors. 

One can look through the all-glass 
front of the second floor or Galleria, 
where sport and casual shoes are fea- 
tured, and see virtually all of Market 
Street. The room has surprising width 
and spaciousness because of the com- 
plete openness of the glass wall on the 
street side and because of the optical 
illusion created by the mirrored wall 
projected through lobby and interior. 

In front of the wide expanse of glass 
is a railing, behind which grow green 
plants, giving the impression of a 
hanging garden. Here the color scheme 
is in chartreuse, which is employed in 
upholstery, turquoise, again in a baffle- 
wall, spiced up by a coral peach ceil- 
ing. 

Particular attention was devoted to 
the lighting of the store. In the words 
of Architect Gruen, “Fluorescent light- 
ing is used only where it is possible 
to conceal it: in stockrooms, over drap- 
ping stations, as additional lighting in 
the exterior display windows, where it 
is hidden by egg crate devices in win- 
dow ceilings. We avoid fluorescent in 
stores where we want to create a warm, 
festive atmosphere.” 

In the interior there is a combination 
of down lighting provided by incandes- 
cent lights in the ceiling and uplighting 
by concealed floodlight reflectors. This 
gives a warm glow to walls and ceil- 
ings. Ceiling lights are on a radius, 
which gives an illusion of greater width 
and length to the interior salons. 





C. L. Munch Heads 
Boston Chamber of Commerce 


BOSTON—C, Lawrence Munch, pres- | 


ident of Hood Rubber Company of Wa- 
tertown, Mass., a B. F. Goodrich divi- 





sion, has been elected president of the | 


Boston Chamber of Commerce on a 


platform whose No, 1 plank calls for a | 
clean-up of civic administration | 
through adoption of a city manager | 


type of government. 


The Hood Company is the largest 


industrial employer in greater Boston. 
Mr. Munch has been president of the 
company since 1940, 
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California 
Los Angeles, Chesney Shoe Co. 


Sacramento, Van Voorhies-Phinney | 


Co. 
Colorado 
Denver, Kemp Shoe Co. 


Florida 


*4 Jacksonville, J. H. Churchwell Co. 


Georgia 

Atlanta, Gramling & Collinsworth 
Ilinois 

Chicago, Keehn Brds. 

Peoria, John Moser & Son 


Indiana 


owe E. P. Bayless Shoe 


o. 
lowa 
Cedar Rapids, Otis Leather Co. 
Dubuque, Merchants Supply Co. 
Louisiana 
Shreveport, Lee Dry Goods Co. 
Maine 
Bangor, W. S. Emerson Co., Inc. 
Massachusetts 
Springfield, M. T. Shaw Shoe Co. 
of N. E., Inc. 
Michigan 
Detroit, American Shoe Co. 
Grand Rapids, Hoekstra Shoe Co. 
Saginaw, Michigan Shoe Co. 
Minnesota 
Duluth, Kremen-Duluth Co. 
Minneapolis, Dodson-Fisher Co. 
Nebraska 
Lincoln, Branch Bros., Inc. 
Omaha, Driscoll Leather Co. 
New York 
Buffalo, Reliable Wholesalers, Inc. 
New York City, Powell & Campbell 
Ohio 
Catena, Robert Graefe Leather 


0. 
Cleveland, Bibow & Srail Shoe Co. 
Cleveland, Whitney-Roth Shoe Co. 
Toledo, Ainsworth Shoe Co. 


Zanesville, Black & Grant Co. 


Pennsylvania 
Philadelphia, Bell, Walt & Co., Inc. 
Pittsburgh, Newell & Schneider Co. 
York, D. S. Peterman & Co. 

Tennessee 
Bristol, King Bros. Shoe Co. 
Knoxville, McCallie Shoe Co. 
— Wm. R. Moore Dry Goods 
o. 


Utah 
Salt Lake City, Zion’s Co-Operative 
Merc. Inst. 

Washington 
Seattle, Washington Shoe Co. 
Spokane, Adams Leather Co. 

West Virginia 
Huntington, Jeff Newberry Co. 

Wisconsin 

Milwaukee, Gaenslen Bros. Leather 


Co. 
Oshkosh, H. C. Roenitz Co. 





TIE UP WITH TRADE 
BUILDERS .. . take advantage 
of the unparalleled overnight serv- 
ice which 40 TRADE BUILDER 
Wholesale Distributors provide .. . 
covering every nook and corner of 
the country bringing shoe 
values that cannot be beat anywhere 
...and providing a delivery service 
that means MORE SALES WITH 
LESS STOCK INVENTORY 
. . . LESS INVENTORY 
RISK .. . INCREASED TURN- 
OVER .- BETTER STOCK 
CONTROL ... MORE PROFIT 
PER DOLLAR INVESTED. 
Your nearby TRADE BUILDER 
Wholesale Distributor has a com- 
plete floor stock NOW! Send him 
your order TODAY. 


JOHN —A Black 
Kip Plain Toe 
Blucher Oxford 
with a Heavy 
Steel Shank, Half 
Rubber Heel, and 
Oak Bend Outsole. 
NICK — Same as 
John only in 
Brown Kip. 
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Only an expert can quickly spot the difference 
between a mushroom and a toadstool. And that if 
difference counts! . . . Sole leathers, too, have 


important differences ...no matter how much 





they look alike. It takes the expert skill of 

England Walton craftsmen to recognize similar 

fibre structures at a glance .... and to mate them for 

paired flexibility and longer, more even wear. 

That’s England Walton FIBRE-SORTING .. . the 

plus feature that makes good shoes better. 

Today, when shoe-buyers are bargain-minded as 

never before, it’s good business to give them the 

extra value of England Walton FIBRE-SORTED SOLES. 
wWoosYsnu 242 st do ay? 38 U0 24, 


Three greatly magnified cross-sections of sole leather. A and B are similar in fibre structure; C is 
noticeably different. England Walton experts will pair A and B,and find a matching fibre-structure for C. 


éngland Wallon 
FIBRE-SORTED SOLES 


Cut soles and sole leather . Pure oak bark tanned 


England Walton Division 
C. LAWRENCE LEATHER COMPANY 


Boston + Camden «- Peabody + NewYork «+ St.lovis + Columbus - Milwaukee 
Los Angeles . San Francisco ° Ashland, Ky. + Newport, Tenn. . Hazelwood, N. C. 
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RECORDER REVIEW OF CURRENT HAPPENINGS 


Urge Campaign to Stress Values in Shoes 


Footwear Industries Group of National Credit Men’s Association 
Adopts Resolution at Cleveland Meeting 
—Irving Glass is Speaker. 


CLEVELAND—Recognizing the high 
dollar value of footwear in relation to 
other commodities, members of the 
Footwear Industries Section of the 
National Association of Credit Men re- 
cently passed a resolution calling for 
a cooperative educational program on 
the part of all branches of the industry 
to sell the consuming public on foot- 
wear values. This action was taken at 
the section meeting, Wednesday, May 
19, in connection with the 52nd Annual 
Credit Congress held at Hotel Statler, 
Cleveland. 

It was felt that the average con- 
sumer fails to recognize how much he 
gets for his dollar when he buys foot- 
wear. The resolution was designed to 
support educational activity on the part 
of the National Shoe Manufacturers 
Association, National Shoe Retailers 
Association and other groups in the 
chain from raw materials to final dis- 
tribution outlets. Wholesalers and 
others present at the meeting voiced 
an enthusiastic attitude of cooperation. 

It was felt that manufacturers and 
oth rs had focused attention almost en- 
tirely on their own brand names, and 
that there remains a big overall job 
to be done, A cooperative educational 
program should involve all those en- 
gaged in the footwear business. As in- 
dicated in the discussion, there are a 
total of 249 separate occupations repre- 
sented in the chain from raw materials 
to completed shoes. 

The motion to stimulate an educa- 


tional program was unanimously passed 
following an excellent talk by Irving 
R, Glass, executive vice-president of 
the Tanners’ Council of America, at 
the Wednesday morning session, Mr. 
Glass’ address was the highlight of the 
Footwear Industries Section meeting. 
He not only outlined present conditions 
in the footwear industry, but offered 
a comprehensive view of business as a 
whole and indicated what future trends 
might be. He stressed the fact that 
shoe men would have to recognize a 
return to normalcy when careful atten- 
tion to costs and operating practices 
would be necessary. Manufacturers have 
been producing beyond consumer de- 
mands and inventories are built up to 
the point at which retailers are now 
buying with care. 

Shoe prices, he said, were among the 
last to go up and shoe values are rela- 
tively higher today than they were ten 
years ago. In relation to other con- 
sumer products, footwear values are 
extremely high. The public should be 
made aware of this. 

A second speaker at the Wednesday 
merning session of the Footwear In- 
dustries Section was J. Wilson New- 
man, vice-president of Dun & Brad- 
street, Inc., who discussed his com- 
pany’s efforts to render most efficient 
service from the standpoint of credit 
rating and information. Ratings and 
reports are being developed to give 
more and more information for the 

[TURN TO PAGE 102, PLEASE] 





Photo shows members of the Footwear Industries Section in 


session at the 52nd 


Annual Credit Congress in Cleveland, May 16-20, 1948. 
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IN THE SHOE TRADE 


NYSSRA Changes Date 
Of Annual Meeting 


ROCHESTER, N. Y.—The New York 
State Shoe Retailers Association plans 
to hold its annual meeting in the Fall 
this year instead of this month, O. K. 
Johnson, executive secretary, announced 
recently. 

The meeting is scheduled for Syra- 
cuse, which was the scene of last year’s 
one-day convention. 

Robert F. Dacey of the H, A. Read 
Shoe Co., Frank A. Empsall Co. Inc., 
Watertown, is president of the associa- 
tion. 

Mr. Johnson said that the association 
is also contemplating a regional meet- 
ing in Syracuse similar to the highly- 
successful one held here last Fall. 


Allied Products Exhibit 
To Be Held in New York 


NEW YORK. — The fifteenth semi- 
annual Allied Shoe Products and Style 
Exhibit will again be held at the Hotel 
Belmont Plaza, 49th Street and Lexing- 
ton Avenue, New York City. This event, 
of high importance in advance Spring 
footwear planning by shoe manufac- 
turers and retailers, their stylists and 
buyers, will be held September 12 to 15. 

This allied trades showing of new 
styles, solings, fabrics, products and 
processes gets under way Sunday, Sep- 
tember 12, two days prior to the start 
of the important Spring Leather open- 
ing by the Tanners’ Council. 

Following this early start the exhibit 
will run concurrently with the Leather 
Show and will close Wednesday, Sep- 
tember 15. 


Leather Sole Taps 
Bought by Army 


NEW YORK.—The New York Quar- 
termaster Purchasing Office has issued 
awards covering the purchase of extra 
large leather sole taps to the following: 

K. Hanfling & Son, Chicago, IIl., 
75,000 pairs at 80 cents per pair; Morris 
Feldstein & Son, Inc., New York City, 
10,000 at 73.65 cents and 10,000 at 
78.45; Baer Leather Company, New 
York City, 60,000 at 75 cents; Howes 
Leather Company, Inc., Boston, 50,000 
at 73.65 cents, 75,000 at 77.85, 50,000 
at 74,85 and 75,000 at 76.35; Wm. F. 
Reddish Leather Company, Boston, 
25,000 at 79.5 cents; Cover & Company, 
Inc., Philadelphia, 100,000 at 73.45 cents, 
125,000 at 74.45, 30,000 at 75.45 and 
75,000 at 76.45. 
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Buying Cautious at Cincinnati Show 
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Cup winners at the Ohio Shoe Travelers Club golf tournament held on the last 
day of the Cincinnati Shoe Fair. Front row, left to right: Ed Bankemper, Potter Shoe 
Co., Cincinnati; Harry Rouda, Rouda Shoe Store, Madisonville, O.; Hugh Bowen, St. 
Lovis; M. C. Swan, Daytimer Shoe Co.; Dick Barnes, Dr. A. Posner Shoes; and Burt 


Jackson, FE. T. Wright Co. 


Back row: John Wentzel, Potter Shoe Co.; John Ludwig, 


Ludwig’s Shoe Stores, Cincinnati; Paul Leighninger, Seillers, Inc., Columbus; Harry 
Drake, H. C. Gocenan Co., Columbus; Joe Snell, J. P. Smith Shoe Co.; and Robert Eaton, 


C. A. Eaton Co., Brockton, Mass. 


CINCINNATI.—Although attendance 
was generally light and buying cau- 
tious, the Fall showing of the Ohio Shoe 
Travelers Club held here last month, 
showed some encouraging trends, Stan- 
dard brand lines held good in both men’s 
and women’s shoes, and some bookings 
called for delivery as late as August 
and September. Smaller merchants, who 
have heavy inventories, could not buy 
so freely as the city buyers who showed 
more confidence and placed sizable 
orders. One small town retailer ex- 
plained that orders placed earlier at 
lower prices had not been filled until 
prices had risen and, therefore, were 
not selling well. Prices generally were 
the same as those set at the National 
Shoe Fair. 

Showings took place in the Hotel 
Gibson and the Hotel Netherland-Plaza. 
Richard A. Barnes, Granville, Ohio, 
president of the club, predicted that 
high-button shoes for ladies are on 
their way back. The trend will start, 
he said, with high-backed models and 
will carry on with a definite spat flair 
and side-button trim. Baby Louis heels 
will accompany the new style which has 
been developed to go with the long 
skirt. 

Mr. Barnes further predicted that 
women will be buying “copper kettle,” 
a high color, while men will want sport 
wine, grey and green; cordovan will 
lead, although some suede will be in 
demand. Both calf and suede will con- 
tinue to be popular in women’s foot- 
wear. 

More than 500 members and their 
wives attended the stand-out banquet 
Wednesday evening, May 19, at the 
Hotel Gibson Roof Garden. Ladies re- 
ceived gold pencils as favors, Max 
Kraus, in charge of the Cincinnati show 
committee, provided an evening of ex- 
ceptional entertainment, 
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A dance was held after the program, 
also on the Hotel Gibson Roof Garden. 
Recognition was first given to officers, 
directors and committee chairmen who 
had helped make the show a success 
These were: 

President, Mr, Barnes; first vice- 
president, Bob Newcomb; second vice- 
president, Burt Jackson;  secretary- 
treasurer, Lester Abrams; Directors— 
M. C. Swan, chairman; Larry Minor, 
Walter Skinner, Harry Minor, Ira Lon- 
gini, Ray Randall, Sammy Grossman, 
Elroy Beil, and Max Kraus, Standing— 
committee chairmen are: Publicity, Mr. 
Swan; finance, Mr. Beil; fair practice, 
Al Wilmot; sick and flowers, Ben Tol- 
pen; Cincinnati show, Mr. Kraus; state 
show, Larry Minor; Columbus show, 
Harry Minor; by-laws, Mr. Randall; 
membership, Mr. Newcomb; insurance 
and welfare, Mr. Jackson; employment 
relations, Mr. Skinner; program chair- 
man, Mr. Grossman; sergeants-at-arms, 
Bob Eaton and Saul Abrams; and ex- 
ecutive-secretary, Ruth E. Hawkins. 
Special mention was made of the work 
done by Flo Guenzer, Reading, Ohio 
retailer, who devoted much time to 
preparation for the show. 

The first annual golf tournament of 
the Ohio Shoe Travelers Club was held 
at the Homestead Golf Course, on the 
last day of the Cincinnati Shoe Fair. 
Winner of the BOOT AND SHOE RE- 
CORDER trophy was Paul Leighninger 
of Seiller’s, Inc., Columbus, O. Other cup 
winners were: Low gross (retailer class- 
ification) John Ludwig, Ludwig’s Shoe 
Store, Madisonville, O.; and John Went- 
zel, Potter Shoe Co., Cincinnati. Low net 
(same classification) first, second and 
third winners included: Hugh Bowen, 
St. Louis; Harry Rouda, Rouda Shoe 
Storre, Madisonville, O.; and Ed Ban- 
kemper, Potter Shoe Co, 





Dates to Remember 


Shoe Show, Shoe Travelers Association 
of Chicago, Morrison Hotel, Chicago, 
Ill. June 27, 28, 29, 30, 

Second International Store Moderniza- 
tion Show, Grand Central Palace, New 
York City. July 6, 7, 8, 9, 10, 

Fall Shoe Show, Associated Shoe Travel- 
ers, Hotel Wisconsin, Milwaukee, Wis. 

July 11, 12, 13, 1948 
July 11, 12, 13, 

Monthly Shoe Show, Michigan Shoe 
Travelers Club, Hotel Statler, Detroit, 
Mich. July 11, 12, 13, 

Charity Golf Tournament, West Coast 
Shoe Travelers Associates, Lakewood 
Country Club, Long Beach, Cal. 

July 14, 

Tri-State Shoe Travelers As- 

Hotel Statler, Buffalo, N. Y. 

July 18, 19, 

Shoe Show, Baltimore Shoe Club, Lord 
Baltimore Hotel, Baltimore, Md. 

July 18, 19, 20, 21, 

Semi-Annual Allied Shoe Products and 
Style Exhibit, Hotel Belmont Plaza, 
New York City. 


1948 


1948 


1948 


1948 


1948 
Shoe Show, 


sociation, 
1948 


1948 


Sept. 12, 13, 14, 15, 1948 


Ak-Sar-Ben Mac, Paxton Hotel, 


Omaha, Neb. 


Inc., 


October 9, 10, 11, 12, 1948 


Annual Shoe Fair, Michigan Shoe Travel- 
ers Club, Hotel Statler, Detroit, Mich. 
October 31, Nov. 1, 2, 3, 


Spring Shoe Show, Pennsylvania Shoe 
Travelers Association, William Penn 
Hotel, Pittsburgh, Pa. 

November 6, 7, 8, 9, 

Spring Shoe Fair, Michigan Shoe Travel- 
ers Club, Hotels Pantlind and Morton, 
Grand Rapids, Mich. 

November 14, 15, 16, 17, 

Shoe Show, West Coast Shoe Travelers 
Associates, Haas Building, Hotels Bilt- 
more and Lankershim, Los Angeles, 
Cal. November 20, 21, 22, 23, 


1948 


1948 


1948 


1948 





In the wholesaler classification, first, 
second and third winners were: (Low 
gross) Harry Drake, H. C. Godman Co., 
Columbus; Joe Snell, J. P. Smith Shoe 
Co.; and Robert Eaton of C. A. Eaton 
Co., Brockton, Mass. Low net awards 
went to M. C. Swan, Daytimer Shoe Co., 
North Adams, Mass.; Dick Barnes, Dr. 
A. Posner’s Shoes, Inc., New York; and 
Burt Jackson, E. T, Wright & Co., 
Rockland Mass. 





Richardson To Manage 
Baltimore Shoe Fair 


BALTIMORE. — The Baltimore Shoe 
Club, with a large membership of re- 
tailers, wholesalers, manufacturers and 
sales managers, has appointed The Eu- 
gene A. Richardson Associates to man- 
age the Baltimore Shoe Market Fair at 
the Lord Baltimore Hotel, Baltimore, 
Md., July 18 to 21. The show will com- 
pletely cover three floors and will at- 
tract shoe retailers from eight states. 
A large attendance is anticipated. 

The Shoe Buyers Fiesta is scheduled 
for Tuesday night, July 20, when a 
club dinner and show will be held in 
the ball room. Several nationally known 
speakers from Washington and New 
York will attend. 
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CONSISTENTLY 
UNIFORM... . DEPENDABLE... 


THIS FREE 


URPASS 


MORE THAN EVER THE FASHION-RIGHT KIDSKIN 








With a season of simple, but elegant shoes in 
prospect, Fashion places new emphasis on rich- 
ness of surface and color accuracy in the leathers 
from which these classics will be made. In your 
fall style shoe selling, Surpass Fashion-Right Kid- 
skin plays a more important role than ever. Sur- 
pass Genuine Glazed Kid and Suede will again 
highlight the finest fall lines. Even though all 
your patterns cannot be developed in Surpass 


Kidskin, continue to specify it as your first choice. 


URPASS 


LEATHER COMPANY 


9TH & WESTMORELAND STREETS ° PHILADELPHIA 40, PA. 


T.M. REG. U.S. PAT. OFF. 








June 15, 1948 99 





2 


VA. ‘ 
rf USE 

any 
or 
LEATHER 
————e 


= 


GE 
erv et ci 
eT sik - | 


(Carton Illustration) 
Lexol is shipped in compact, 
self-selling carton. Order 
from your findings jobber 
and display prominently! 


($1 size Illustration) 
Both the 3-oz. or trial size 
(above) and the economical 
$1 size (right) are same price 
everywhere in U.S.A. Sug- 
gest the $1 size to customers! 





GOOD REASONS TO RECOMMEND 
at) 


THE MARTIN DENNIS COMPANY 


873 Summer Avenue 


LEXOL 


LEATHER CONDITIONER 
FOR ALL FINE SHOES! 


1. 


LEXOL produces goodwill and 
new profits for you. Customers 
come back to your store again, 
when Lexol care has given their 
shoes greater comfort and smart 
appearance! 


LEXOL’S NATION- 
AL ADVERTISING 
appears monthly 
in such leading 
magazines as The 
New Yorker, Bet- 
ter Homes & Gar- 
dens, and Esquire; 
seen by over 14 
millions potential 
shoe customers! 


Newark 4, N. J. 





| again and again. Some influence is 
claimed by the good window display, 
| but the real influence is made by the 
| intelligent sales presentation of the 
| salesmen in your store. Make your store 
|mame more important than any other 
|brand name or national name.” 

Discussion revolved considerably on 
the falling off of unit sales because of 
|higher prices to the extent of 15 per 
cent. Some buyers were less interested 
in unit sales than in maintaining dollar 
and cents volume. 

In response to this, Mr. Berger said: 
“We must realize that the manufacturer 
is striving against rising costs—even 
he must maintain certain units, He also 
has one eye on competition and the 
other on price. If more of us worked 
on the plan to sell our own customers 
more than one pair of shoes during the 
year, we would not have to think about 
that eye on our competitor’s business. 

“It is the endeavor of the NSRA to 
get to the state where the public buys 
|more shoes and is the basic idea of the 
| long-range program that is being spon- 
|sored, If people in Philadelphia are 
| made to want more shoes they will buy 
more shoes. Part of this plan is to edu- 
cate the public into learning the variety 
of shoes there are on the market, the 
different styles and colors that serve 
different occasions and purposes. All 
this is to prevent anyone from wanting 
to stick to a basic pair of shoes—to 
\feel a real need for utilizing shoe 
variety.” 








Sales Technique Vital, Says Langston 





Important To Give Customers Service Which Will Keep Them Coming 


Back, Says NSRA Executive at Philadelphia Meeting. 


PHILADELPHIA—The first of a ser- 
ies of luncheon meetings which L. E. 
Langston, executive vice-president of 
the National Shoe Retailers Associa- 
tion, plans to conduct in major cities, 
was held at the Adelphia Hotel, Phila- 
delphia, May 25, with the Philadelphia 
Retail Shoe "Merchants Association and 
the Philadelphia Shoe Guild, About 200 
shoe buyers from Philadelphia shoe and 
department stores attended this stimu- 
lating meeting, which was partly con- 
ducted along the lines of an open forum 
during which pertinent questions were 
asked and answered. Introduction of the 
speakers, George B. Hess, president of 
the National Shoe Retailers Associa- 
tion, and Mr, Langston, was made by 
Stanley Berger, president of the Phila- 
delphia Shoe Retailers Association. 

President Hess told the retailers: “We 
believe the public’s behavior is a good 
challenge to the retail shoe business; 
it should mean more than it has so 
far.” He was referring to the low ebb 
that sales are reaching and the re- 
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doubled effort that is required by all 
shoe retailers to maintain volume. 

In his address Mr, Langston said: 
“There is a great deal of misinforma- 
tion spread about—knowledge that is 
picked up haphazardly. There is no bet- 
ter way to get real facts than to talk 
to shoe retailers; to find out what is 
in their minds and try to supply the 
right answers is our job, As an organi- 
zation we are trying to do something 
for the shoe business such as giving 
ideas on fashion and footwear in cos- 
tume color, assistance in planning a 
buying program, and other matters. 
Getting the right information at the 
right time is important. That is why it 
means something to keep posted con- 
tinually by getting together and ex- 
changing views and ideas with each 
other. 

“It is important to build up the name 
of your store. To do that you must give 
customers a service they need and like. 
They need to be supplied with good 
reasons for coming back to your store 
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707 BROADWAY 


LION SANDALS FOLLOW THE TREND 


In spite of the continued rising cost in living, in wages and in prices 
of merchandise, LION SANDALS, INC. is keeping its prices down 
on all of its sandal styles. Our IN-STOCK DEPT. is set up completely 
and in full-scale operation. We are now in position to handle all 
orders from the trade. Immediate shipment is assured, though de- 
mand for our products is greater than ever. Write for further in- 


FORMERLY LION LUGGAGE CO. 
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Urges Campaign to Stress 
Values in Shoes 


[CONTINUED FROM PAGE 97] 

benefit of credit men who make the 
credit decisions. The firm has gradual- 
ly built up to the point where it has 
reports on 2% million commercial 
names and 1% million other names. 
The company now has 8,000 full-time 
employees and 125 offices. Mr. New- 
man emphasized the need for coopera- 
tion in obtaining full information. 

Wednesday afternoon was devoted 
to a panel discussion with Chairman 
J. L. Vesper of The Walker T. Dicker- 
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son Co., Columbus, Ohio as the modera- 
tor. Mr. Vesper likewise presided at 
the morning session. 

Speaking at the panel session on 
“The Credit Man of the Future,” 
Harris T. Fulton of The Ainsworth 


Shoe Co., Toledo, Ohio, pointed to the | 


obligations of the credit executive with 
respect to his own company and with 
other professions, and what he should 
do to raise professional standards. First 
of all, he emphasized the need for 
understanding. A good credit man must 
be an appraiser of human values, a 
buyer of preferred risks, an engineer, 
a stern supervisor, and a believer in 
the dignity of his position, He should 
earn the respect of other departments 
and aid in the correlation of the work 
of the various departments. 

The credit man has a stake in mak- 
ing democracy work and in raising our 
standards of living. There should be a 
better understanding between the credit 
man and the salesman, The credit man 
must himself be a good salesman, 


Speaking on “Taxes As They Affect | 
Our Customers” and “The Future Tax | 


Outlook,” Harry L. Miller of Tweedie 
Footwear, Inc., Jefferson City, Mo., said 
that in 1946 some 31 per cent of the 
consumer’s dollar went for taxation. 
While the slight reduction in income tax 
may be a temporary help, most people 


feel that the tax will be back with us 


again in the near future. 

H. S. Collingsworth of Gramling & 
Collingsworth, Atlanta, Ga., spoke brief- 
ly on the need for greater attendance 
at Footwear Industry Section meet- 
ings. 

Frank C. Knapp of Endicott-Johnson 
Corp., Endicott, N. Y., discussed “Eco- 
nomic Problems Peculiar to Our In- 
dustry.” He said that the shoe business 
is a highly competitive one. Though 
shoe production has been high, it drop- 
ped somewhat in April. This might 
serve as food for thought, he pointed 
out. 

Mr. Knapp questioned what the at- 
titude of the credit man would be with 
respect to the future. This may be a 
more normal era, he said, but what 
will the credit pelicy be if business 
doesn’t pick up? Are we going to let 


WORLD FAMOUS... 


Mount Whashington 


HOTEL 


BRETTON WOODS, N. H. 








Sees TH E 
OPENING OF ITS 1948 


SEASON ON JULY 1 


The shoe industry is cordially in- 
vited to take advantage of its semi- 
annual closing by spending a gala 
Fourth of July week at the Mt. Wash- 
ington. 

The Mt. Washington is superbly ap- 
pointed and graciously serviced, a re- 
sort hotel for those who enjoy the finer 
things. Reservations should be made 
| well in advance. 


N. Y. OFFICE —18 west ssth street 


| PLaza 7-2790 
J. J. HENNESSY, Managing Director 
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go of the yardstick and be more free 
with credit? Or will we be wise and 
conservative and hold things within 
reason? 

The following members were elected 
to constitute the Footwear Industries 
Section committee for the ensuing year: 
Chairman—George B. Jackson of the 
A. G, Behn Shoe Co., Arlington, N, J.; 
Vice Chairmen—D, C. Crowell of the 
Brown Shoe Co,, St. Louis; Henry G. 
Hartman of the Hood Rubber Co., New 
York; Jacob M. Brandvein of the N. J. 
Saks Shoe Corp., New York; and H. S. 
Collingsworth of Gramling & Collings- 
worth, Atlanta, Ga, 
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Shoe Fitting equipment 
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Midwest Leather Sales Continue 


To Lag 





Slight Pick-up Noted Is Far From “Land Office” Rush Predicted 
Earlier in Year — Prices Mostly Unchanged. 


CHICAGO — Despite all attempts to 
build up optimism, the leather business 
is not good in the Midwest. There has 
been only a slight pick-up in sales in- 
stead of the “land office” rush that was 
predicted earlier in the year. Ordinarily 
the demand for leather for Fall foot- 
wear is strong by this time, but tanners 
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report that orders are trickling in at a 
rather slow rate in comparison with 
what was expected and what has hap- 
pened in the past. 

The oddity of it all is that upper 
leather in some instances is in rather 
short supply due to the fact that tan- 
ners have been purchasing rawstock 


only in amounts necessary to make 
leather replacements. 

Sole leather is going to be in even 
shorter supply in late June and early 
| July, according to the Midwest repre- 
| sentative of one of the largest sole 
|leather firms in America. While sole 
|leather prices have been reduced a 
| penny or two per pound recently, they 
|are likely to experience another hike 
| after shoe workers return following the 
annual July vacation, As far as the sole 
| leather market is concerned, it is in a 
|“touch- -and-go” position, It could drop 
| off, and again, it could hold. Most tan- 
iners are of the opinion that raw ma- 
|terial prices are due for a decline, The 
|one thing sole leather tanners stress is 
the fact that the leather shortage could 
become acute if there were a tremen- 
dous rush for leather for Fall shoes at 
“the last minute.” They point out fur- 
ther that the time is already late for 
placing orders for leather for Eall. 

Sales of upper leather have been es- 
pecially slow. Large side leather tan- 
ners inform the RECORDER that busi- 
ness has been either spotty or draggy. 
Calf leather business has been particu- 
larly sluggish. Any demand for calf 
|seems to be for the better grades, but 
|buyers are doing plenty of shopping 
before making purchases. They want 
| quality at a price but tanners will find 
| it difficult to make any more price con- 
|cessions unless rawstock costs back 
‘down, There has been some shaving of 
‘hide and skin quotations during the past 
| few weeks, and if this continues, it may 
provide the right incentive to buying. 
| Any incentive would be welcome at the 
| moment. 

Perhaps there is a note of optimism 
in what one calf leather salesman has 
to say. He found selling a little better 
on his last round of the Central States, 
and added that “business, bad as it is, 
is better in the Midwest than the 
East.” 

The National Hide Association re- 
ports that the heavy world-wide demand 
for hides and skins has been a limiting 
factor in shoe output, and it adds that 
limits to importations of hides and skins 
have been set by adverse consumer re- 
action to advancing shoe prices, Al- 
though the domestic supply of hides and 
skins increased in 1947, the increase 
was partly offset by reduced imports of 
some types and by stepped-up exports. 

Hides and skins represent roughly 
more than half of leather costs and 
leather represents roughly half of shoe 
costs. It is easily seen, therefore, why 
both leather and shoe prices should 
have reflected the advance in raw ma- 
terials during the last two years. 
Leather prices have nearly doubled dur- 
ing that period. 

The leather market that seems to be 
setting the sales pace at present is kid. 
There is a very good demand for brown 
and black suede kid for Fall, The find- 
ers’ trade has shown a marked improve- 
ment, with a stronger demand for sole 
leather from jobbers. In some cases cut 
soles are sold somewhat in advance of 
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A pigeonhole trellis provides attractive display space in this new casual shoe 
department in the N. Hess Sons store at 312 N. Howard Street, Baltimore. 


BALTIMORE, MD. — This year, N. 
Hess Sons of Baltimore are not only 
celebrating their 75th anniversary, but 
are carrying on an extensive rebuilding 
and expansion program in all their 
stores. The most recent improvement is 
the Casual Shop which has been opened 
on the first floor of their 312 North 
Howard Street store. 

The Casual Shop is a complete unit, 
although an integral part of the first 
floor layout, and features women’s cas- 
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ual shoes of every description. 

The decor represents a departure 
from many casual shop treatments. In- 
stead of the customary striped awning 
effects, one entire wall is covered by a 
pigeonhole trellis effect in gleaming 
white against a rich green background. 
Each pigeonhole—about two feet square 
—is a display unit in which a casual 
shoe is spotlighted with a handbag or 
some other accessory. The gay colors 
of the wide variety of shoes displayed 


Quality and fine Crafts- 
manship...more of it 
today than ever betore 
... ‘that you can be sure of” © 





create a colorful and attractive effect. 
Trailing vines, and an earthy brown 
carpet enhance the decorative scheme, 
presenting the atmosphere of a Mary- 
land garden, Upholstered arm chairs 
complete the setting. Extra chairs can 
be added when needed. 

The opening was announced by a full 
page ad in the Baltimore Sunday Sun 
and an attractive four-page booklet 
which was mailed to the store’s custo- 
mers. 


Chain Plans Store 
In Chattanooga 


CHATTANOOGA, TENN. — M. E. 
Forman, of St. Louis, architect for Edi- 
son Bros. Stores, Inc., has announced 
that contract has been let for remodel- 
ing the building at the Southeast corner 
of Seventh and Market Streets into an 
ultra-modern store for Baker’s Shoes. 

The first floor of the building, which 
fronts 25 feet on Market Street and ex- 
tends 120 on East Seventh Street, will 
be modernized, featuring the latest in 
equipment and air-conditioning. 

The exterior of the building to the 
second floor will be done in metal and 
structural glass. The two upper floors 
will be used by Baker’s for stock space. 

“Work is expected to be completed 
about July 1, when Baker’s will move 
from its present location at 725 Market 
Street,” said Odia Pesnell, store man- 
ager. 


105 





























\ #4917E 
Men’s pre-welt, shear- 


ling-lined garrison 
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A CHOICE OF WIDTHS IN TAP SHOES! 


Boost your tap shoe sales by offering your customers a choice 
of widths! Prima quality features all over patent leather con- 
struction, aluminum toe taps included. Choice of black patent 
er white leather. 
Child’s Sizes, 814-12, one width, $2.35 
Misses’ Sizes, 1214-3, A & C widths, $2.60 
Girls’ Sizes, 3144-9, AA & B widths, $2.85 
There is a service charge of 10c 
per pair on orders of less than 
12 pairs. Terms: Net 30 days. 


Cade Flew / 


PRIMA, Inc. 
705 Ann St., Columbus 6, Ohio 
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Models Contribute To Old Shoe Drive 


fade 











New York. — Three models from the Barbizon School of Models contribute their 
old shoes to the National Old Shoe drive in the A. S. Beck store, here, while Sidney 
Fox, manager, looks on. (L. to R.) Mr. Fox, Peggy Vincent, Joy Buff and Marion 
Snyder. The drive, which is sponsored by Foster Parents’ Plan for War Children, has 
as its goal 200,000,090 pairs of shoes for the men, women and children of Free 
Europe and China. 





While sales are sluggish, tanners say 
they have every reason to believe that 
business will be better before long. They 
declare that shoe manufacturers can’t 
stay out of the market forever. With 


Midwest Leather Sales 


[CONTINUED FROM PACE 104] 
production and at least one tanner re- 
ports he is behind on deliveries, 
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that in mind, production in some tan- 
neries is being gradually stepped up in 
order to avoid a “jam” later on should 
buyers flood the market. 

Patent leather prices are unchanged, 
and, although a few minor changes have 
been noted in side leather quotations 
during the past month, this market, too, 
is substantially the same. In the mocca- 
sin leather field (heavy grain extremes), 
the prices still range from about 56 
cents to 62 cents, and demand is hold- 
ing up quite well for this leather in 
comparison with other types. Suede kid 
ir. fancy colors is offered up to 80 cents, 
but it is expected that current kid 
prices may be shaved a cent or two here 
and there when new price lists are an- 
nounced. 





Shoe Man’s Wife Sought 


NEW YORK—The New York Section 
of the National Council of Jewish Wo- 
men has received a request from Abra- 
ham Bort, who is in a camp in Ger- 
many, to locate his sister, Bella Green- 
berg or Gruenberg, whose husband, 
Pinchas Gruenberg, is said to be a shoe- 
maker or in the shoemaking business. 
The Council has asked for aid in locat- 
ing this woman. Anyone knowing of 
her whereabouts is requested to com- 
municate with Mrs. E, Koppleman, 
Committee on Service for Foreign Born, 
National Council of Jewish Women, 15 
Park Row, New York 7, N Y. 
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Harston General Manager of 
New Life Stride Division 


ST. LOUIS.—The Fall line of the 
new Life Stride Division of Brown Shce 
Company, announced in April, will be 
featured in an extensive advertising 
campaign which will include national 
advertising in Charm, Mademoiselle and 
Seventeen, also display material and 
strong retail advertising. 

Roy S. Harston is general manager 
of the Life Stride Division. An item that 
appeared in the May 15th RECORDER 
erroneously referred to Theodore 
Schroth as manager of this division. 
Mr. Schroth is general manager of the 
Westport Division. 

It was announced also that five new 
men have joined the sales force and 
certain changes in territories were made 
during the last year, becoming effective 
in the new Life Stride Division, The 
new salesmen are the following: 

J. A. Fielding, who is taking over the 
territory originally covered by C. F. 
Lord, which includes the following 
states: Connecticut, Maine, Massachu- 
setts, New Hampshire, Rhode Island, 
Vermont, New York, (the Eastern half.) 

Raymond E. Jost, who will cover 
Alabama, Louisiana and Mississippi. 

Felix A. DePre, who will cover the 
states of Michigan and Indiana. 

W. B. Oldstead, who is taking over 
part of the territory originally covered 
by Harvey G. Clarke, who is taking an 
indefinite leave of absence. This terri- 
tory includes Arizona, New Mexico, 
Nevada and Texas. 

Gene Wedbush who will cover the 
states of Idaho, Montana, Utah, Wy- 
oming, Colorado, Kansas, Nebraska. 

The changes in territories are as 
follows: Shep Berkowitz will cover 
Western Oregon, West2rn Washington, 
California; E, H. Bickel, the states of 
Illinois, the city of St. Louis and St. 
Louis County; L. A. Gerland, Florida, 
Georgia, North Carolina, South Caro- 
lina, Chattanooga and Memphis; D. R. 
Lierly, Kentucky, Ohio, Tennessee, the 
city of Chicago, Illinois; B, E. Sims, 
Delaware, Maryland, New Jersey, Penn- 
sylvania, Virginia, Washington, D. C., 
West Virginia, New York (the Western 
half); C. A. Witosky, Iowa, Minnesota, 
Nebraska (only Lincoln and Omaha), 
North Dakota, South Dakota, Wiscon- 
sin; W. G. Hunt, who formerly made 
Louisiana, Alabama and Mississippi, 
will now cover the states of Arkansas, 
Missouri and Oklahoma, 


Lorain Shoe Clinics 
Improve Child Fitting 


LORAIN, OHIO.—Six retail shoe 
stores here recently cooperated in the 
publication of an interesting and very 
effective children’s shoe advertisement 
in the Lorain Journal, the keynote 
theme of which was “When You Buy 
Children’s Shoes, Insist on Shoes That 
Fit.” 

The ad referred to the most recent 
foot clinic held in the elementary grades 
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Mr. Shoe Advertiser: 


YOUR FUTURE DEPENDS ON THIS MAN 


What are you doing to help him? 


He’s the retail clerk who sells your shoes. 
Right now, his customers are asking more 
and more questions. The answers he gives, 
or fails to give, can make or break your line 
at the point of sale. For shoes are no mere 
pick-up purchase ... the best shoe made 
cannot be sold and re-sold unless it is prop- 
erly presented and fitted. The clerk must 
know lasts, styles, features ... his need for 
. product education is real,continuing, urgent. 


He needs help— your help. He needs it now. 
Show him how to combat price resistance 
with a strong story about quality, comfort, 
style. Tell him he’s not alone in this battle 


100 EAST 42nd STREET, NEW YORK 
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of Lorain schools, which showed that 
37 per cent of children in these schools 
wore proper sized shoes. It compared 
this with a nationwide average of 17 
per cent, showing that Lorain children 
are better fitted than those of most 
other places. 

The shoe clinics conducted in Lorain 
schools were started nine years ago by 
John J. McKee, who directs the school 
program of foot health education. The 
work was interrupted during the war 
years but was resumed during the past 
school year on the request of the shoe 
retailers. 


for sales—that you're backing him-up with 
strong advertising and sales promotion. En- 
courage him with sincere, honest, convin- 
cing, informative advertising in Boot and 
Shoe Recorder—his favorite business paper. 
Together, you can turn the spotlight of 
truth on confused public attitudes toward 
shoes... and light the way to a brighter 
future for the entire industry. 


Everybody cu shoes wade 
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Shoe Store Given 
New Name 


DETROIT. — The Hagg’s Boot Shop, 
east end community salon type store 
at 15911 East Warren Avenue, has been 
taken over by Saturn Chester and re- 
named Chester Boot Shop. Louis Hagg, 
the former owner, has temporarily re- 
tired from active business. 


Mr. Chester was recently store man- 
ager for the Noble Shoe Company, and 
before that was with the Father and 
Son shoe chain for fourteen years. 


107 











. eS VOLUME is UP and PRICES 
x ere DOWN when you feature 
GERDAKINS the ALL 
“LEATHER SANDALS. Such 
good value that we put our 
brand name on every pair. 
You'll sell them in volume 
the whole Summer long. 


eet. 

~~ 
~en 
. 
TW’ . 
~ 


2S 


WS-.-No. 5681 


All Elk Leather 
Unlined Sandals 


* RETAN 
m— LEATHER 


Colors: Brown, § 
Red, White, 
reen 


Sizes: 5-8, $1.85 
4/5-12, $1.85 
12'/>-3, $1.90 





Packed in attractive Gerda 
” bonne. Samples on Request. 


“ie ER DA’ ROTWEAR RCO INC < 


NEW 


158 DUANE STREET 
'GERDAGRAM'' 


S GERDA Protects ton Mark- Up 4 PD 
. “and MOTHER'S Pocketbook Too! 


Gerdakins 
Dp: 







































Leather Lining, Leather ; 
Innersole. Colors: Red, Brown. 
Sizes: eee $2.40; 12!/2-3 $2.40 
x 
a ee 









| ee a 
ain 92 By 
oO 


YORK 13 


FOR EXPORT 





‘Obituaries: 





Harry S. Carpenter 


ROCHESTER, N. Y.—Harry S. Car- 
penter, secretary and treasurer of the 
Carpenter Shoe Company, Inc., manu- 
facturers of children’s shoes, died May 
30 in Genesee Hospital, here, at the 
age of 64, He was an executive of the 
company for 30 years, and was general 
sales manager in addition to his other 
duties. 

Mr. Carpenter was born in Bergen, 
N. Y., Feb. 22, 1884. He attended the 
old East High School in Rochester. 

A member of Third Presbyterian 
Church, Mr. Carpenter was a Rotarian 
and was active in the Rotary sponsor- 
ship of the Sunshine Camp for Crippled 
Children. He was active in Boy Scout 
work and formerly served on the man- 
agement board of the Monroe YMCA. 
He was scoutmaster of Troop 19 and 
was chairman of the troop’s board of 
directors for a long time. He also be- 
longed to the Marion Lodge of Masons 
and was a member of Monroe Golf 
Club. 

Surviving are his widow, Mrs. Helen 
W. Carpenter; a daughter, Mrs. William 
R. Yates; a son, Harry Samuel Carpen- 
ter, Jr.; a sister, Mrs. M, E. Stevenson; 
two brothers, Clifford C. and Lee B. 
Carpenter; and two grandchildren, 
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Lucius J. Barnet 


BROOKLINE, MASS.—Lucius J. Bar- 
net, 66, prominent Boston leather manu- 
facturer, died recently at his home here, 

A native of New York, he had been 
in the shoe and leather industry for 40 
years. He was active in the Masonic 
order and was a former director of the 
New England Shoe and Leather As- 
sociation. 

Mr. Barnet is survived by his widow; 
two daughters, Mrs, Nathaniel Lyons of 
Newton, Mass., and Mrs. Louis Kovacs 
of Chicago; a son, Edward, of Buffalo, 
N. Y.; three sisters, Mrs. Isaac Adler, 
of Brookline; Mrs. Sidney E, Williams, 
of Woodmere, L. I.; and Mrs, Paul H. 
Mayer, of Albany, N Y.; and four 
brothers, Solomon J. and Carl J. Bar- 
net, of Brookline; Howard J.. of Boston 
and Frederic G. of Larchmont, N. Y. 


William J. Corbett 


CHICAGO.—William J. Corbett, pres- 
ident of C. W. Marks Shoe Co., Chicago, 
died here recently. He was a veteran 
of nearly 62 years in the shoe business. 

At the age of 13 he started with the 
N. B. Holden Co., Chicago retailer. After 
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12 years with Holden’s, he became shoe 
buyer for the Fair Store. He left the 
Fair Store in 1911 to become general 
manager of C, W. Marks Shoe Co., 
becoming president in 1928 when he 
bought the controlling interest from 
C. B. Corser. 

In addition to his connection with the 
shoe industry, in which he was active 
until his death, Mr. Corbett was a di- 
rector of the Chicago, Milwaukee & St. 
Paul railroad, and a member of the 
board of trustees of Notre Dame Uni- 
versity. Notre Dame was to have con- 
ferred an honorary doctorate degree on 
him early in June, 

He is survived by his widow, Laura; 
a son, William, Jr.; and a daughter, 
Mrs. Mary Helen Downes. 


Robert C. Hearne 


LOS ANGELES, CALIF.—One of the 


|deans of the shoe business, Robert C. 
|Hearne, 77, passed away recently. Mr. 
Hearne was considered an expert in the 





ROBERT C. HEARNE 


art of proper fitting at the May Com- 
pany in the Dr. Locke shoe department, 
here, where he had been employed for 
twenty years. Prior to that, he was 
buyer for twelve years for Daniels 
and Fisher of Denver, Colo. 

Surviving him are two sons, Irby 
and Harry, and a daughter, Mrs. Ger- 
trude Conkle. 


George A. Jacques 


DETROIT.—George A. Jacques, 65, 
who was a shoe man for fifty years 
with one company, died recently at his 
home here after several month’s illness. 

He started with the William F, Mayo 
Rubber Company, subsidiary of the 
U. S. Rubber Company, at the age of 
15, as an office boy in Boston, Later he 
went on the road for the company, cov- 
ering at different times, Michigan, 
Maine, Ohio, and parts of Indiana and 
Kentucky. He celebrated his fiftieth year 
with the company on January 1, when 
he retired. 

He was formerly a director of the 
Michigan Shoe Travelers Club. 
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New Shoe Types Shown at 
British Industries Fair 


LONDON. — The shoe and leather 
section of the 1948 British Industries 
Fair held here recently proved to be 
one of the most outstanding exhibits in 
the greatest export drive ever spon- 
sored by the Board of Trade and British 
industries. While the attendance of for- 





eign buyers was fairly good and some | 


big, well-established firms did very 
well, there were relatively few inquiries 








Women's leather bootee with lambskin 
lining and collar and crepe rubber sole 
shown at the British Industries Fair. 


from American buyers. Among the 
100,000 buyers visiting the Fair, 17,000 
came from overseas. 

In the shoe and leather section, which 
covered an area of 75,000 square feet, 
300 exhibitors displayed their merchan- 
dise in a setting designed to look like 
a town with avenues and arcades, Stead 
& Simpson, Ltd. introduced a crepe- 
soled sports shoe specially designed for 
the overseas trade, Its lightness, 
flexibility of its sole, the absence of 
metal in its construction, and the fact 


that an old crepe sole can be replaced | 


by a new one in under 15 minutes, were 
all selling features appealing to over- 
seas buyers. 





Bootie in suede with smooth leather 
trimming and single button, also shown 
at the Fair. 


Outstanding new creations were the 
“Flexiwelt” women’s platform and cas- 
ual shoes made by a novel new method 
of construction by Newbold & Burton, 
Ltd. The flexible, rubberized cork plat- 
form permits repairs without removal 
of the platform and protects the foot 
from heat and cold. The double-sealed 
welt gives effective protection against 
wet and dampness. 

Infants’ shoes with colored leather 
uppers and colored soles of a new flex- 
ible rubber compound which gives com- 
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Thoroughly Tested Special Or- 
thopedic Lasts with Matched 
Left ond Right Quorter Pot- 
terns Coordinated Size for 
Size, Width for Width. 


Outstanding Construction Fea- 
tures which Provide Better 
Fit, Better Posture, Proper 
Foot Function Combined with 
Increased Comfort. 


Smartly Styled, Made of Un- 
usuolly Fine Leathers and 
Materials and Possessing Out- 
standing Custom-like Shoe- 
moking Refinements. 


* 


* 
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AMERICA’S GREAT ORTHOPEDIC LINE 
FOR CHILDREN . . . orthopedically de- 
signed and constructed in every de- 
tail . . . with an outstanding combin- 
ation of special features . . . giving 
the fitter everything he needs for 
properly fitting young growing feet 
. .. thoroughly backing up its nation- 
al slogan “A DAILY TREAT FOR 
GROWING FEET” . . . servicing its 
merchants with a complete stock de- 
partment . . . giving them unlimited 
merchandising possibilities. Send for 
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= ADVERTISED 
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PARENTS 


MAGATINE 


No. 864... IN STOCK 
Tan Elk Orthopedic 
Moccasin Oxford 
8% to 12.......A,B,C,D 
12 10-3. A,B, C,D 
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our NEW 1948 Catalog. 
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plete freedom of movement with maxi- 
mum stability were shown by C. & J. 
Clark, Ltd. 

The trend this year is definitely away 
from the high and medium wedge. 
Manufacturers have reported that they 
are making very few medium wedge 
heel models now and are concentrating 
their production on the low wedge. 


New Officers Named 
At Hide Group Meeting 


CHICAGO, ILL.—The National Hide 
Association Bulletin dated May 17th 





contains a report of the election of offi- 
cers of the association held at its an- 
nual meeting in St. Louis recently. The 
officers and new directors are as fol- 
lows: 


Frank E. Brown, Jr., president; Ed 
W. Hickman, vice-president; Norman 
Galbraith, secretary; Merle Delph, 
treasurer. 

Directors: Joseph Adler, Frank E. 
Brown, Jr., Merle A. Delph, Norman 
Galbraith, Ed W. Hickman, Samuel H. 
Hodges, John T. LaForge, Jr., Sol Marx, 
Charles H. Nichols, Jr., A. B. Reed, W. 
H,. Smith 
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IMMEDIATE 
DELIVERY 


Warehouse facili- 
ties in key cities 
throughout the 
country, insure 
prompt delivery. 


All in stock for 
immediate delivery 








MONROE BROTHE 


835 N..19th ST., PH 


THE @-FEATURE LINE FOR 


Comfort with quality! That’s what a sizeable group of 
women in every locality demand. Meet it with Adelia— 


7 arch-type styles, 4 to 10, A to EEE. You 
can fit them fast and right, win their future 
trade. Made to retail from $5.00 
to $6. Send for catalog. Samples 
on request. Write or wire re- 
quirements today. (Newspaper 
mats available on request free.) 


1. Combination last for comfort; 
2. All-kid line for wear, comfort, 
looks; 3. Lock-stitch construc- 
tion for wear; 4. 
Long inside count- 
ers for support, 

comfort. 


@ = Style 6000 
Black Kid 4-eyelet 
Gypsy Oxford, 12/8 heel 
with rubber top lift. 
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Wise Opens New Shoe Store In Newark 
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The interior of the new Wise Shoe Salon which was recently opened at 645 


Broad Street, Newark, N. J. 
garden scene. 
counter shown on the right foreground. 


NEWARK, N. J.—The formal opening 
of the new Wise Shoe salon at 645 
Broad Street here, was held recently 
with a celebration that included guest 
stars and free gifts to all customers. 
The store handles a complete line of 


On the left wall may be seen a mural of a Chinese 
Shoe stock is hidden in the rear of the store, with the accessories 


women’s shoes, 

An impressive new front and a com- 
pletely modernized interior, done in 
delicate pastel tones, makes the salon 
a handsome addition to the district. 
Modern fixtures and subdued lighting 


contribute to the beauty of the setting. 

The salon is the newest of the stores 
and departments added to the Wise 
Shoe chain in recent months. Other 
stores are located in New York, Brook- 
lyn, The Bronx, Long Island, Baltimore, 
Washington, Richmond, Detroit and 
other cities throughout the East, South 
and Middle West. 

The front of the store is in white 
terrazzo, with a large stainless steel 
sign, 20 feet above the street level. 
Modern, overhanging show cases of 
white carrara glass set in stainless 
steel contrast with pink terrazzo floor- 
ing and with the door, which is of 
Herculite. 

The interior, measuring 21 by 125 
feet, has a Celotex ceiling with re- 
cessed lighting, a combination of fluor- 
escent and spot lights, Carpeting is 
broadloom; the walls are done in grey 
striped paper. On the left wall is a 
mural showing a Chinese garden scene. 
Alternating chairs are of coral and grey 
Koroseal with oak frames. 

An accessories counter is on the right 
side of the entrance. All stock is hidden. 


New Shoe Store Opens 


MEMPHIS, TENN.—L. H. Tatum, 
manager of shoe stores in Memphis for 
a number of years, recently opened his 
Tatum’s “Shoes For The Family” store 
at 3421 Summer Street, here, 
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Foreign Shoe Exhibit 
Visited by Children 


LITTLE ROCK, ARK.—At the time 
of Walk-Over’s fiftieth anniversary in 
924, Walk-Over dealers in 102 foreign 
countries sent to President Harold C. 
Keith, pairs of shoes typical of their 
country. These shoes were divided into 
smaller displays and since then have 
been routed to dealers throughout the 
country. 


Little Rock miss tries on foreign shoe in 
Walk-Over exhibit. 


Everywhere they have been shown, 
these shoes have attracted attention, 


but the Walk-Over Shoe Department in ! 


Bauman’s Men’s Shop, here, has done 
an outstanding job with one of these 
displays, 

Curtis Dumas, manager, called the 


superintendent of schools and informed | 


him of the exhibit, and school teachers 
scheduled three classes a day, an aver- 


age of 150 students, to visit the store | 


and look over the shoes. 
While the shoes were on exhibit, more 
than 2000 school children saw them as 


well as the teachers and a large nun- , 


ber of adults, 
The Little Rock newspapers gave the 


display considerable publicity, including | 


a two-column cut showing a young lady 
trying on one of these shoes. 





Says Fashion Revolution 
Not Yet Completed 


CINCINNATI.—Arthur H, Gale, sec- 
retary of the St. Louis Shoe Manufac- 
turers Association, told members of the 
Last Manufacturers Association here 
recently that the “fashion revolution 
begun last year in the footwear indus- 
try has not yet been completed.” 

Attending their annual national con- 
vention, last manufacturers heard Mr. 
Gale predict that more style changes 
in the direction of the new look are still 
in the making, requiring the new, long 
and narrow last. 

Regarding the future of the shoe in- 
dustry, Mr, Gale said that the return 
ef the industry to prewar competition 
will have a healthy influence, “It is 
putting us on our mettle,” he told con- 
vention members, “Any shoe won’t do 
now. But shoes that are well made, on 
the right lasts, well-styled and priced 
right will continue to move.” 
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BETZY CROSS... 


The Shoes Your Customers Want. 








@ The greatest styled line of juvenile 
shoes in the East. 

@ Shoes that will send your sales soaring. 

@ Shoes that are different. 





@ Shoes that are sure to please style- 
minded youngsters and quality-minded 
parents. 

@ BETZY CROSS backs you up with hard 


hitting national advertising and mer- 
chandising helps. 









Our salesmen are hitting the road, and 
heading your way with the hottest line of 
Betzy Cross Shoes in over 27 years of our 





























Juvenile Shoe experience. 


if you would like some quick 
information about Betzy Cross 
and a copy of our catalogue, 
in color, write: 


Weawwell SHOE CO., INC. 


138-140 DUANE ST. ¢ NEW YORK, N. Y. 


COMMENDED 
PARENTS 
MAGAZINE 


Betzy Cross, Division 





New Shoe Store Opened 
By Schiff Co. 


UTICA, N. Y.—Whitneys’ Shoes was 
recently opened at 141 Genesee Street, 
in this city. It is a unit of the Schiff 
Company, Columbus, Ohio, which has 
stores located throughout New York 
State. 

Sidney Wittenberg, district super- 
visor, who has been in the shoe busi- 
ness in and around Utica for 26 years, 
will make the Utica store his head- 
quarters. Simon Arlen will be manager 
of the new store, with a staff of eight 


or nine employees. 

Seventeen thousand pairs of shoes are 
carried in stock, but the entire stock is 
concealed from view of separate fitting 
rooms for men, women and children. 

The store has a visual front and oc- 
cupies 3,000 square feet of floor space, 
snugly carpeted. Bleached mahogany 
finish is used throughout the interior 
and bentwood chairs will accommodate 
65 customers. Flush ceiling lighting 
gives a daylight effect without glare. 

A complete line of men’s, women’s 
and children’s shoes, rubbers and slip- 
pers, also hosiery and bags will be 
carried, 
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Boniss OULDER STRAF 


RIDING BOOTS 


BOSTON 10, 


WELLINGTON 


IN STOCK 


Colt-Cromwell now has in 
stock for immediate de- 
livery a popular priced 
Wellington boot. Black or 
brown elk vamp with kid 
uppers. Leather soles and 
fully lined. 


$765 Net FOB Boston 
B-974 Brown, B-975 Black 
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Reversible Tre, ettes 


Men’s shoes look better, sell better when 
attractively — with Fairy Form Tre-ettes. 
o 
Tre-ettes are rich-looking and snug-fitting — 
easy to insert and economical to use. Avail- 
able in any two-color combination of maple, 
mahogany or solid black finish with nickel 
knobs. For best results, use with M-61 fore- 


Write today for Bulletin 263B and prices. 
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lustrous, resilient Fairylite, 
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About Shoe People 


Jim S. Salzman, who for 15 years 
conducted a shoe wholesaling establish- 
ment on 34th Street in New York, has 
opened an attractive new showroom at 
62 Reade Streeet, New York. The firm 
handles better shoes for men, women 
and children. 

* * 

Nat Elson has joined Peters Bros. 
Rubber Company, Inc., Brooklyn, N. Y., 
as a member of the sales department in ° 
the Metropolitan district, covering the 
shoe and slipper trade. 

‘s+ 


Mr. and Mrs. Coburn of Philippi, W. 
Va., recently opened there a new shoe 
store bearing their name, Both were 
previously with Fort Pitt Shoes of 
Pittsburgh. 

e-s 6 

Lester Weinberg, formerly manager 
of the Arch Mould Shoe Store, and Jo- 
seph Rand of the Rand Shoe Store, both 
in Bayonne, N. J., recently opened a 
cancellation shoe store under the name 
of Joles (Cut Price) Shoes, in Jersey 
City, N. J. Women’s shoes are carried. 


= * 


Matt Condon of Jas. F. Condon & 
Sons, Charleston, S. C. was recently 
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general chairman of a boxing benefit 

for the Charleston Cancer Society. 

Fourteen matches were put on for the 

local Charlestonians and they turned 

out with a record-breaking attendance. 
x * * 


A three-way shift was made recently, 
when Roy G. Tovelle joined the West- 
port division of the Brown Shoe Com- 
pany, replacing Craig Brown, who re- 
signed to take a position with the Selby 
Shoe Company, selling the line in 
Arizona, New Mexico and California. 
Mr. Brown took over the job vacated 
by Jim Shay, who is now with the 
Illing Shoe Company, covering Cali- 
fornia. 

. 2.98 

C. A. Brodie is now selling Tiffany 
Footwear’s line (Norway, Me) in the 
Western and Southwestern territory. 

_o. 

A new representative for the Deb 
line is Elmer L. Sikorski, who will cover 
the West Coast. Mr. Sikorski previously 
carried Sbicca shoes from the Phila- 
delphia plant. 

2 2 2 

Manny Eisen, formerly sales manager 
of California Shoes, Ltd., is now asso- 
ciated with Studio Shoes as production 


manager, assisting Wm. J. Collat, pro- 
prietor, and Michael Perkins, factory 
superintendent, 

2 2 & 

Emil Goldman, a director of the 
West Coast Shoe Travelers Associates, 
is now representing the C. F. Richmond 
Shoe Co., division of the W. L. Douglas 
Shoe Co., in the Denver West, and 
Texas territory. He will make his head- 
quarters in Los Angeles, Calif. He has 
traveled this section for the past 25 
years for several representative Eastern 
firms. 

George F. Johnson, tanned and in im- 
proved health, arrived at his Endicott, 
N. Y. home after wintering at Sea- 
breeze, Fla. 

Members of the Johnson family said 
Mr. Johnson, 90, was only slightly tired 
by the long trip. The Endicott Johnson 
founder was eager to get out for a trip 
through the plant area. 

; * ¢ & 


Milan F. Stonebreaker, shoe buyer at 
Crowley Milner and Company, Detroit, 
and vice-president of the Detroit Shoe 
Retailers Association, was host to a trio 
of prominent shoe travelers at the De- 
troit Shoe Club luncheon on May 12, 
Each of the guests—Tom Flautt, Style- 
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Eez Division, Selby Shoe Company, 
Portsmouth; Jack Storm, Marshall, 
Meadows & Stewart, Auburn, N. Y.; and 
Lawrence Halperin, Banff Boot & Cas- 
uals, Milwaukee — spoke in detail dur- 
ing the luncheon, giving local shoe men 
a special insight into the national shoe 
* * * 


Robert D. Marsh and S. Ellsworth 
Clow have been elected as secretary and 
treasurer, respectively, of the Roches- 
ter, N. H. Community Activities Asso- 
ciation, Both are executives of the 
Spaulding Fibre Co., Inc., which manu- 
factures shoe counters. 

2 & 


Roy B. Ireland, head of the R. H. 
Ireland Shoe Co., Dover, N. H. is serv- 
ing as treasurer of the Dover Hospital 
fund which is being raised for the con- 
struction of a new hospital in this city. 

* * co 


David Shussin is new manager of the 
basement shoe section at the Emporium 
department store, Saint Paul, Minn. Mr. 
Shussin was with Donaldson Co., Minne- 
apolis, from 1937 through 1946 and was 
with the Golo Footwear Corporation 
from that time until taking over the 
Emporium department. 

* * * 


Elmer C. York, of Peacock Shoes, St. 
Louis, who was one of the exhibitors at 
the recent Northwestern Shoe Travelers 
Association showing in Saint Paul, 
Minn., is completing his 25th year with 
the firm. 


Outline Steps To Increase 


Men’s Shoe Production 


BROCKTON, MASS. — Commenting 
or. the many advantages possessed by 
the shoe industry of this center, Max- 
well Field, executive vice-president of 
the New England Shoe and Leather 
Association, told a large audience here 
recently that, despite this, there are 
several steps he would advise the in- 
dustry to take in order to insure a 
steady, profitable increase in produc- 
tion. His address was made before a 
largely-attended meeting of the Kiwanis 
Club. 

“Aggressive management,” he said, 
“highly skilled workers, favorable loca- 
tion and local government, large mod- 
ernized factory buildings—these are 
necessary advantages for the successful 
continuation of shoe operations in your 
city.” 

These factors, he said, however, are 
partially offset by the extreme com- 
petition of plants in other centers 
which have lower labor costs, a point 
already made clear in the recent report 
of a committee of local business men 
appointed to study the city’s economic 
welfare, 

“The facts are,” said Mr, Field, “that 
labor costs, which in turn are based on 
piece rates and productivity, are higher 
in Brockton than in all other competing 
men’s shoe centers,” and he concluded 
by recommending to the unions in that 
district that they accept a lower piece 
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Pasnity Doctor and Pediatrician alike 
recognize the vital importance of 
healthful shoes for tiny feet. It is 
logical then, that for generations 
Ideal Baby Shoes have been their *_ 
first recommendation to parents. ~~~. 5 
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MRS. DAY'S DEAL ave, BABY SHOE CO. 


DANVERS ° 


71 WEST 35th STREET 
NEW YORK 1, N. Y. 
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rate to insure full production; that they 
agree to a reduction in the number of 
piece rates; that workers cease the 
practice of “soldiering” on the job in 
order to spread the work; that they 
abandon their opposition to the intro- 
duction of newer and faster machines; 
and that they improve the administra- 
tive set-up of the unions so that manu- 
facturers will not be confronted with 
14 autonomous unions in their dealings 
with their employes, 


It Pays to Advertise 


NORFOLK, VA.—An interesting oc- 
currence in connection with Hofheim- 


er’s, Inc., large retail shoe store, here, 
proves the power of advertising in 
large sections of the public. An enve- 
lope containing an order for a pair of 
shoes was addressed to “Gold Cross 
Shoe Store, Largest Shoe Store in the 
City, Norfolk, Va.” The Norfolk post 
office had no difficulty in identifying 
the store, and the letter was forwarded 
without delay to Hofheimer’s, 


Shoe Store Name Filed 


BUFFALO, N. Y.—A business name 
has been filed in the Erie County clerk’s 
office for Bernie’s Bootery, by Bernard 
Kurtz, 
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The Kind of Pads 
You're Proud to Sell 


Here's a quality line of Metatarsal Pads that will out- 
sell and outsatisfy any other you have ever carried! Just 
ask any dealer who handles them! Eight popular styles— 
a pad for every type of foot—each superior in design 
and construction. Tacked, adhesive-bottom or plain. Regu- 
lar or leather-covered. Complete sizes. 

Customers always delighted. Extra sales and profits for 
you. Priced right. 


WRITE for Complete Catalog 






SOLD EXCLUSIVELY 
THROUGH SHOE STORES 
SHOE DEPARTMENTS 
AND FOOT SPECIALISTS 
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wide-awake sales- 
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FOOT APPLIANCE 
OMA HA > AKY 


NEBRASKA 
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Colorful—dynamic—6 animated figures. 
28" high, 35" wide, 5" deep. Operates 
on AC or DC. Uses less current than 
a 10 watt lamp. Sturdily built of wood 
| cardboard and beaverboard, screened 
| in seven bright colors. 


THE Lederer INDUSTRIES, Inc. 


39 West 19th St., N. Y. 11 





SCHOOL OPENING: 
For a complete list 
of give-aways and 
souvenirs, 
WRITE FOR OUR 
NEW 1948 
CATALOGUE 


$35 























Boston, Mass. — This window plus interior displays and sizable newspaper 
advertisements made Baby Week a successful one for Thayer McNeil’s Boston and 
Wellesley shops. Buntees, featured in the promotion, are made by the R. J. Potvin 
Shoe Company of Brockton, Mass. Brogandi, of which they are made, is a goatskin 
fanned by John R. Evans & Company, of Camden, N. J. 





month in the Paxton Hotel here. The at- 
tendance of buyers was the largest in 
recent years, and they not only looked 


Midwestern Shoe Travelers 
Hold Successful Show 


OMAHA — The Midwestern National 
Shoe Travelers Association held a suc- 
cessful showing of Fall footwear last 


114 


but bought shoes, according to reports 
from the salesmen. One buyer flew in all 
the way from Salt Lake City. 


Tom Collins, humorist and _ philoso- 
pher, of Kansas City, was the principal 
speaker on the entertainment program 
and his talk amused and delighted the 
shoe men. Don Steele’s Singers pro- 
vided an enjoyable musical feature. 

The next show of the Midwestern 
National Shoe Travelers will be held in 
November of this year, the exact dates 
to be announced later. A, M. Sullivan is 
president of the association, M. G. Hay- 
ward is vice-president, and Jack C. 
Clark is secretary-treasurer. Mr, Clark 
makes his headquarters at 3727 South 
48th Street, Lincoln, Neb., and inquiries 
reaching him there will receive careful 
attention. 

The association is affiliated with the 
National Shoe Travelers Association 
and is recognized as one of the most 
active and progressive regional organi- 
zations of shoe travelers in the country. 





New Shoe Store Opens 


DETROIT. — A new east side shoe 
store, the first in a new and grow- 
ing community center at 12432 Morang 
Avenue, has been opened by Frank A. 
and Raymond M. DePalma, under the 
name of the Kenray Shoe Stores. They 
are operating it as a general family 
type store, but specializing in children’s 
business, with such business-building 
features as a birthday club—with gifts 
—for all youngsters in the neighbor- 
hood who come into the store. 
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New Heel Types 
Seen Important 


BOSTON. — “An international influ- 
ence is notable in the New England 
shoe manufacturing market,” says Vir- 
ginia Harris, in charge of fashion pub- 
licity for the New England Shoe and 
Leather Association. “Shoe designers 





reflect the culture of many countries | 


as Fall styles begin to reach finished 
form. Stylists in this area reflect the 
feeling that though a heel may be a 
heel in any language, it varies in size, 
shape and appearance around the globe. 


“As shoe plants hum with first Fall 
production in this Yankee country, the 
style picture in and around Boston 
indicates clearly that fashion signifi- 
cance, in large part, is spotlighted for 
the coming season on the heel, ‘Dra- 
matic exits’ are the important mood as 
ready-to-wear creators devote increas- 
ing importance to back interest in coats, 
suits and dresses. Shoe men believe that 
the eye falls naturally to the departing 


foot as well, and thus heels are well- | 


turned for early Fall, 1948, 


“Most prominent among the newer 
shapes in the New England shoe area 
are variations of the Louis heel from 
France. This heel style has been most 
often interpreted in modified form, 
particularly in the low and mid-heel 
heights.. This ‘baby Louis’ takes top 
precedence over novelty heel patterns 
for the Fall months. 


“Another continental flavor spices the 
New England picture as the Dutch heel 
is once again revived; this, the blunt, 
squared type heel, lends itself hand- 
somely to the casual and walkirg shoe 
fashions. Heels borrowed from the 
wooden sabot, in New England treat- 
ment, become a trend to be watched. 


“Countries in our ‘good neighbor’ belt 
are also contributing to the ‘one world’ 
pot-pourri being brewed. The flattened- 
out type of heel which has become 
indigenously Mexican and _ Central 








American will stamp city streets at a | 


staccato pace just as it has traditionally 
stomped the edges of a sombrero in a 
colorful, swifty moving Mexican hat 
dance. 


“Although design inspiration is ob- 
viously taken, in large measure, from 
friendly lands across the seas, New 
England is loyal to the legend of its 
own. rich background. The Puritan shoe 
is emphatically endorsed; the square- 
rigged, comfortable heel worn by the 
Priscilla Aldens of early New England 
days returns to adorn today’s and to- 
morrow’s elegant ladies, In design, this 
heel feature of the Pilgrim shoe is bal- 
anced with a bold, brass or silver 
buckle on the vamp. 

“No matter what the accent, the 
American woman this Fall wiil have 
heels to talk about.” 
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Shoe Fair Applications Due 
June 26, Says NSMA 


NEW YORK — Members of the Na- 
tional Shoe Manufacturers Association 
who plan to exhibit at the Fall, 1948 
National Shoe Fair, are warned in an 
association bulletin “to make sure that 
their applications are forwarded to 
George E, Gayou, manager, National 
Shoe Fair, Palmer House, Chicago, not 
later than June 26.” 


“Applications will be sent to members 
by registered mail,” the bulletin contin- 
ues, “and, wherever possible, directed 
to the individual who has previously 


THIS REPORT MAY BE REPRODUCED BY WRITTEN PERMISSION OF PROCTER & GAMBLE COMPANY 












made arrangements for exhibit space. 


Middle Atlantic Travelers 
Plan November Show 


PHILADELPHIA.—A Spring buying 
show, sponsored by the Middle Atlan- 
tic Shoe Travelers’ Association, will be 
held at the Hotel Benjamin Franklin 
in Philadelphia late next Fall, 


This first organized showing by asso- 
ciation members will open November 
13 and continue through November 17. 
Exhibits will be housed on special floors. 
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Get ready now for biggest 
volume sales you ever had 
on nationally advertised 
DR. SCHOLL’S FOOT 
COMFORT* WEEK! 


Get in your Window Dis- 
play of Dr. Scholl’s Aids 
for the Feet NOW! 


Df’ Scholls 


FOOT COMFORT WEEK 








Remember the time — 


June 19 to 26 | 


* Foot Comfort Reg. U.S. Pat. Off. 








Chain Store Shoe Sales 


Show Increase 


BOSTON. — Chain store shoe sales 
generally were up nearly 11 per cent 
in 1947 but profits increased less than 
one per cent, said the New England 
Shoe and Leather Association. Eleven 
key shoe chains surveyed by the asso- 
ciation reported combined 1947 sales 
of $311,824,022, a gain of 10.8 per cent 
over the previous year. Combined profits 
of the same concerns amounted to 
$14,329,308, a rise of .7 per cent over 
1946. 
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“The MERRY-JANE Sandal 


e Rubber Heel 


COLORS: WHITE, RED, 
BROWN, GREEN 


Also Available in Open Back 
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e Nu-Welt Construction $ The 
e Elk Leather Upper x 
e Leather Welting 4 
e Oak Rubber Sole 4 
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THE SYNTHETIC SUEDE that has stood the test! 


only Genuine 


PLASTICSUEDE 


REG. TRADE MARK 


Specified by all important Buyers 


Economical 
Immediate Delivery 


Write for swatch card (32 fashion colors) 


PINE HILL PRODUCTS CO. 


264 FIFTH AVE., N. Y. 











Louis Given, left, and Edmund Given look over a new cowboy boot, a big item 
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with Given Brothers’, w 


ts in the Southwest. The two men take care of 


the entire wholesale operation, Louis doing most of the buying and Edmund in charge 


of merchandising and sales. 


EL PASO, TEXAS.—How would you 
like to be one of four shoe salesmen 
who service one million square miles 
of territory? And do it six times a 
year? Or call regularly on towns 
claimed non-existent by Dun & Brad- 
street? Or be snowed in for two weeks 
on an Indian settlement? Or make your 
stops in Del Rio, Texas, elevation 800 
feet; then drive to Russia, N.M., eleva- 
tion 10,000 feet? 

You don’t believe it? Brother, it’s 
all true. 

Oddities come a dime a dozen in 
the area covered by Given Brothers 
salesmen, working out of El Paso. 
These fellows travel more miles in one 
trip than many an Eastern salesman 
makes in six months. One of them 
makes West Texas; El Paso East for 
500 miles is still considered West (or 
are you confused already?). A second 
travels all of New Mexico, North to 
the Colorado border, A third sells all 
of Arizona, West to the California line. 
And the fourth sells Mexico, halfway 


to Mexico City. Or, if your acquaint- 
ance with maps is merely casual, take 
E] Paso, go out 500 miles in four direc- 
tions and you have it, 

All of this started September 1, 1912, 
when Charles Given opened a shoe store 
in El Paso in partnership with his 
brothers, Samuel and Louis Given. (See 
BOOT AND SHOE RECORDER, Nov. 
15, 1947.) As the brothers prospered 
and opened: more stores, they decided 
to have a try at wholesaling, In 1928 
they began within an area 50 miles up 
and down the Rio Grande valley and 
100 miles into Mexico, For two years 
the new endeavor grew in normal 
fashion. In 1930, when the props col- 
lapsed under the nation’s economy, the 
brothers had to discontinue sales in 
Mexico. Three years later business was 
so bad only house accounts were being 
handled. 

The next try at wholesaling waited 
until 19837 when Edmund Given, one of 
Charles’ sons, who had been managing 
various of the retail stores, decided to 
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have a fling at the wholesale end, His 
brother Herbert was, and still is, busy 
managing the retail operation. Begin- 
ning where his father had started nine 
years before, Edmund opened a 50-mile 
territory on a consignment basis, 

The small town shoe retailer in this 
area had long suffered from poorly 
balanced stocks and sporadic deliveries. 
He was long due for a break and Given 
Brothers began to fill his needs. Recog- 
nizing that shoe wholesaling in the 
Southwest was a big business, the 
Givens tackled it as such. Expanding 
the territory and diligently trying to 
schedule calls and deliveries, they were 
able to place two additional men on the 
road by 1940. Results were just forth- 
coming when lightning struck in the 
form of gas rationing. For the salesman 
who needed two weeks to cover eight 
towns with an average population of 
1500, there could be no limitations on 
gasoline. So the small shoe retailer in 
Muleshoe, Bumblebee, Snowflake, 
Steamboat Canyon, Skull Valley and 
Cow Springs, just beginning to feel the 
benefits of the Given plan, was back 
where he started. 

By early 1942, Given Brothers were 
out of the wholesale business again. 
All salesmen, including Edmund, were 
in the Army and customers were noti- 
fied that sales were through the house 
only, a status maintained for four 
years, 

After so many setbacks, a reluctance 
to start the whole thing over again 
would be readily understandable. But 
not so. Edmund Given came out of the 
Army in February, 1946, full of vigor 
and anxious to begin again. 

Ground was broken for a new build- 
ing to hold the wholesale house and 
general offices about the time the first 
salesman began his rounds in July. 
Eight months later a sales force of 
four were servicing an area 1,000 by 
1,000 miles; Louis Given was doing most 
of the buying for the wholesale opera- 
tion; and Edmund was established in 
his new office as sales manager, 

By January, 1947, most active cus- 
tomers were seeing a Given Brothers 
salesman once every six weeks, By mid- 
year all customers were receiving over- 
night to two-day instock service, Today 
Given Brothers lists accounts from 
every town, village and hamlet in the 
Southwest, all of whom are able to 
select styles from a 100,000-pair in- 
stock department which includes three 
nationally advertised lines. And the 
same service goes to the many active 
accounts in Mexico. 

How did all this come about? It 
came about because the Given Brothers 
wholesale operation is predicated on 
value and fast service to all. Every 
account receives equal service, be it in 
El Paso, population 135,000, or in the 


Arizona whistle stop, population two,~ 


where a man and wife operate a trad- 
ing post, often swapping shoes for an 
Indian blanket. It came about because 
every Given Brothers account knows 
he’ll see a salesman every six weeks 
whether he needs shoes or not; also 
because Given Brothers have not taken 
advantage of interval scarcities, but 
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YOUR CHOICE... 
3 TYPES 
1. Regular Ankle Form 
2. Streamline Ankle 
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3. Low Ankle Form 
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2. Toe Peeps 
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2. Closed Top 
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our shoes Pierce's lightweig 
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have worked on a straight minimum 
mark-up, and at the same time have 
standardized lines to provide footwear 
for the whole family. 

In highly populated, industrialized 
centers, such service has come to be 
expected. In the Southwest, where a 
hundred-mile drive to go shopping is 
a commuter’s trip, it’s novel, About 90 
per cent of the Given business is in 
popular-priced footwear. But the spe- 
cialty types demanded are enough to 
give a sales manager spots before the 
eyes. Demand runs from specially made 
Indian shoes to mining shoes. And 


miners in Arizona want a different shoe 
from that wanted by miners in New 
Mexico. Safety shoes are a big item but 
smelter workers need a different type 
than do railroad workers. The oil rig- 
gers have got together, fortunately. 
One shoe keeps them all happy. Then, 
too, a perennial problem for the shoe 
wholesaler in these parts is: will it 
snow this year? In terms of an Eastern 
snowfall it practically never does. May- 
be the Indians prayed for rain or maybe 
it was the dry ice experiments, but 
for five days this Winter the heavens 

[TURN TO PAGE 133, PLEASE] 
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Genuine Kid with 
Black Plastic Collar 
CHILDREN’S ZIPPER BOOT 


with special soilproof finish 
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Lhe MONDL MFG. of © Ine. 


38-42 OTTER STREET: 


Republic Buildin 


g - 209 S. State St 


Chicago no's 


with flexible retan leather sole 






Proven slipper lasts—plenty of toe room. Moulded 
counters—three sole stitchdown construction. 
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Pattern #330—a combination binding—soft, beautiful 
grosgrain-type ribbon combined with pliant, easy to handle cotton 
Pattem #330 comes in standard colors and can be dyed to your 


specifications. When filling your binding needs—remember Pattern #330. 








March Footwear Output Up Eleven Per Cent 


WASHINGTON, D. C. — Shoe and 
slipper production in March was 45 
million pairs, according to the Bureau 
of the Census, Department of Com- 
merce, This output was approximately 
11 per cent higher than the 40 million 
pairs produced in both February, 1948, 
and March, 1947. 

Shipments of fcotwear in March, 
totaling 45 million pairs, were valued 
at $175 million, an average price per 


pair shipped of $3.91. February, 1948 
and March, 1947, shipments totaled 40 
million pairs in each month. The value 
of shipments in February 1948 was $157 
million and in March 1947 it was $153 
million, Pairage average values were 
$3.91 in February, 1948 and $3.80 in 
March, 1947. 

In comparison with the February 
output, all kinds of footwear showed 
increased production in March. Shoes, 






































Bhrtenoco er paren ee 
(thousand pairs : 
Kind of footwear : compared with 
March February 
1948 1948 ° |March|February| March 
(preliminary)|(revised)| 1947 | 1948 | 1947 
SHOES AND SLIPPERS, 
NS: aicninncay devrceas 40,429 44,908 |40,290| 11.5 11.1 
Shoes, sandals, 
oo fe 37,766 41,392 |37,346;) 108 9.6 
7 eae eee 9,121 9,929 | 9,088 9.3 8.9 
Youths’ and boys’ ......... 1,520 1,318 | 1,223 718 |—13.3 
IN ks Awa oe eas anaes 18,991 20,261 | 18,371 10.3 6.7 
| as a 2,495 3,074 | 2,727) 12.7 23.2 
CJ ee 2,516 2,959 | 2,550) 16.0 17.6 
RM Sey Skene ce oe 2,049 2,252 | 2.025) 11.2 9.9 
MEE ee CN ck ent Wkadonbs's 1,074 1599 | 1,362 17.4 48.9 
ye cat for housewear ...... 2,146 2,785 | 2,464; 13.0 29.8 
DEER oe chin ck sehen aed 357 547 298; 83.6 53.2 
Other footwear .............. 160 184 182 11 15.0 
Minus sign (—) denotes decrease. 





sandals, and play shoes showed a 10 
per cent production gain. The March 
output for these types of footwear 
totaled 41 million pairs. In February, 
37 million pairs of shoes, sandals, and 
play shoes were produced, Women’s 
footwear of these kinds, comprising 50 
per cent of the total output, showed an 
output of 20 million pairs, 10 per cent 
more than the February production of 
18 million pairs. Men’s shoes, sandals, 
and play shoes manufactured in March 
totaled 10 million pairs, 9 per cent over 
the February total of 9 million pairs. 

Housewear slippers produced in 
March approximated 3 million pairs, 13 
per cent more than the February output 
of 2.5 million pairs. 

Comparative production figures for 
March and February 1948 and March 
1947, and the percent of change are 
shown in the accompanying summary. 





Store Buyer Resigns 


ST. LOUIS—Miss Emma Helen Mil- 
ler, shoe coordinator for the Stix, 
Baer & Fuller shoe salon and buyer of 
the second floor division’s handbag 
and hosiery department, has resigned 
effective June 1. She will be married 
June 19 to Robert E. Frederick, presi- 
dent of the Frederick E. Speier Foot- 
wear Co. of New York, 

Replacing Miss Miller is Virginia 
Kirn. 
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\CURE THOSE INVENTORY HEADACHES !/ 


Put Your Sport Oxford Stock on a One Week Inventory 


SAME DAY ORDER SERVICE ON GRINNELL’S 
IN-STOCK LINE PROTECTS DEALERS 


Now you need only stock a week’s supply of sport 
oxfords. Order replacements from Grinnell—your order 
is filled and in transit to you the same day received. 


This is real “in stock” service—the kind that gives 
you the greatest volume with the least investment 
in inventory. No more overstocking problems and 
costly clearance sales. 





Grinnell Sport Welts are important parts of the teen 
and college age shoe wardrobe—durably built for hard 
wear—easy fitting—comfortable and priced to build 
volume profits. 


DEALERS—Write today for our catalogue, and fuil 
information about our in stock service. Samples on 


Sports Oxfords 
to Retail 
$5.95 - $6.50 











request. 


Corinna, SHOE COMPANY RINNELL, towA 











Sales Increased by Adding Teen-Age Shoes 





Oak Park, tll.—The recent expansion of Youthful Shoes, local children’s shoe 
store, to include a wider range of shoes and even accessories for the teen-age group, 
has proved to be a wise move, according to Thomas Spyrison, manager and co-owner. 
An adjoining store was acquired and the size of the shop was doubled. As part of 


the r 


deli operat 





, @ partition was built extending from front to rear, thus 


dividing the selling floor into two equal parts—one for the younger children and the 


other for the older. 





Foot Health Legislative 
Campaign Continued 


ROCKLAND, MASS. — The National 
Foot Health Council is continuing its 
campaign for the examination of the 
feet of all school children every year. 
The first law of this kind was intro- 
duced and enacted through the efforts 
of Dr. Joseph Lelyveld, chairman of the 
council, in Massachusetts in 1943, later 
in California, and more recently in 
Rhode Island, 


June 15, 1948 


During the twenty-third annual Na- 
tional Foot Health Week, sponsored by 
the council, the Governors in all other 
states were asked to amend their child 
health legislation to include the ex- 
amination of the feet of children. The 
response already indicates the accept- 
ability of this plan to improve the 
physical fitness of the nation. In sev- 
eral states, the governors are referring 
the recommendation direct to the direc- 
tors of health and the commissioners 
of education. This part of the National 
Foot Health Council’s program is aimed 


to prevent foot malformations in early 
life and to encourage better foot care 
bessinning in childhood. 


Footwear Featured at 
Brussels International Fair 


BRUSSELS, BELGIUM. — Placing 
stress on sandals in bright colored 
wedge heel design, six exhibitors dis- 
played their new creations at the 22nd 
Brussels International Trade Fair, held 
here for 16 days during April. 

The shoe, leather and allied trades 
section of the Fair covered 1,100 square 
meters of space. About 15,000 buyers 
viewed the more than 3,700 exhibits 
displayed by firms from 30 countries. 

Wedge sandals attracted considerable 
interest at the Fair with the brighter 
colors dominating all displays. Buying 
transactions indicated that Summer 
sales would place their stress on the 
heelless wedge with a cross webbing in 
the toe. 

One of the outstanding creations dis- 
played was a dark blue open toe heel- 
less leather shoe with a platform sole. 
The platform sole was edged in two 
thin lines of red. The shoe, designed for 
evening wear, brought many orders 
from buyers. 

The trend this year was again toward 
the low and medium wedge. 
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I. HOFFENBERG 


NEW YORK.—At the annual meeting 
of the Stitchdown Shoe Manufacturers 
Association, held here at the Hotel Mc- 
Alpin last month, the following officers 
were elected for the ensuing year: 

Chairman of the Board, I. Hoffen- 
berg, A. Werman & Sons, Inc., Brook- 
lyn; president, Gerard A. Burke, Ram- 
sey Shoe Corporation, Bronx; first vice- 
president, Richard Tarlow, Berco Shoe, 
Inc., Brockton, Mass.; second vice-presi- 
dent, Leon D, Fischel, Comfort Sandal 
Mfg. Co., Inc., Long Island City; treas- 
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urer, Max Bregman, Municipal Shoe 
Co., Inc., Brooklyn; assistant treasurer, 
Harry Kivelson, Five Star Shoe Co., 
Inc., Long Island City; and secretary, 
Samuel G. Dones, Prudential Shoe Mfg. 
Co., Inc., Brooklyn. Seligman & Selig- 
man, of New York City, were again 
named as general counsel. 

In addition to the above, the follow- 
ing were elected to the board of di- 
rectors: Nat Fein, Fein .& Glass, Inc., 
Reading, Pa.; Sol Lantz, Capitol Shoe 
Mfg. Corporation; Albert Raskin, Astor 


me With Jy FURNITURE 


ins: & ieee Mfg. Co.; aiid ie A. 
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Abbey, Accurate Shoe Corporation—all 
of New York City. 





Coward Plans New Store 
In Philadelphia 


NEW YORK — The Coward Shoe 
Company, founded in 1866, will extend 
its operations by opening a store in 
Philadelphia in October, according to 
Albert S,. Aronson, vice-president and 
general manager. The six-story building 
at 1118-1120 Chestnut Street is now be- 
ing remodeled at a cost of approxi- 
mately $175,000 into completely mod- 
ern quarters by John A. Robbins Com- 
pany of Philadelphia, from designs by 
Oscar Stonorov and Louis I. Kahn, ar- 
chitects. 

Modernization plans for the Coward 
Shoe Store include an all-glass front, 
complete air conditioning and _ the 
installation of a new self-leveling ele- 
vator. The building will have a 37-foot 
frontage and is three stories high. 

The store will have shoe departments 
for men, women and children as well as 
special hosiery, handbag and accessories 
sections. There will be 200 seats and an 
estimated sales staff of 50. 

The Philadelphia store will be the 
fifth store in the Coward chain. Other 
stores operated by the company are 
located in Boston, New York and Brook- 
lyn. 
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Our 49th Year 


For almost half a century the name Altschul has been synonymous with excellent fitting chil- 
dren’s shoes of the best quality. These shoes are two of many seasonable ones available for imme- 
diate shipment from stock. Illustrated folders and mats available on request. 








«ent 


on 
XY, 


JuLlUs ALTVCHUL IN. 


Julius Altschul, Inc. 





Elk Tan Saddle 


White 





K501 4 = 6 B-E White Elk F510 6-1/2- 8 B-E 

Bal fue tke Wi Shed Eb Ree Se 
C501 8-1/2-12  B-EE White Elk -1/2 z ite an le 
F400 cin. 8  B-EE Tan Elk 117-125 Grattan St., Brooklyn 6, N. Y. tsi0 4 9 AAA-D White Elk Tan Saddle 
C400 8-1/2-12 A-EE Tan Elk 

















FOR EVERY SLIPPER NEED 
Men's, Women’s, Boys’, Children’s Leather Slippers 
with Padded Leather Soles * Ladies’ Leather D’Orsays 
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The Store Designer — A Super Shoe Salesman 


of the exterior material to the interior. 
Thus, a store front of glass will be 
framed with corrugated wood paneling 
which will continue within the store 
for several feet along the side walls. 
Or the store front will be embedded in 
a fieldstone pavement and this pave- 
ment will continue for a few feet with- 
in the entrance, Or, again, a planting 
on the outside of the front window will 
be duplicated on the inside, so that the 
glass dividing unit is hardly apparent. 
Behind all this lies the theory that the 
customer will not realize that he has 
made a decisive step once he crosses the 
threshold. He is pulled in, or follows the 
front in, almost without realizing it. 

Materials and colors used in the in- 
terior decoration should express the 
feeling of the particular merchandise. 
Sport shoes should be sold in one type 
of atmosphere; elegant, dressy shoes in 
another. In a large store, department- 
alizing in this manner, through the de- 
sign rather than through display signs, 
is especially valuable. 

Thus, a men’s footwear department 
may be given character by using a 
substantial, built-in type of furniture. 
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[CONTINUED FROM PAGE 53] 


A woman’s shoe department, on the 
other hand, should convey a certain 
airiness and femininity through the de- 
sign. 

The use of mirrors to increase the 
apparent space of a store is dangerous. 
Mirrors are the only building materials 
that will, actually, make a small space 
seem larger, but they must be used 
with caution. In the hands of an in- 
expert designer, they may merely serve 
to reflect the ends of the store in such 
a way that what happens is that the 
space seems smaller, While it is often 
stated that lighting the rear of a store 
with especial intensity increases the ap- 
parent size, this is not true. Light at 
the back may, however, increase the vis- 
ual perception, making the ends of the 
store which might otherwise be lost 
to the casual shopper, seem important. 

Emphasis should be put on the com- 
fort of the shopper, as a sales tool. 
Furniture should look and be comfort- 
able. There should be plenty of room 
in which clerks may operate and cus- 
tomers may sit without people passing 
in. front of them. The effect of spacious- 
ness should be highly emphasized, 


As far as stock is concerned, it should 
normally be concealed. The sight of 
shoe boxes adds nothing to the design 
of the store, and it is suggested that, 
perticularly in the salon type of store, 
the stock be concealed with partitions 
or by a curtain, the fabric of which 
may add considerably to the design of 
the interior. 

The question of footwear depart- 
nents within department stores comes 
up quite often. Footwear departments 
may be made more glamorous by em- 
ploying clever lighting, interesting ma- 
terials and ingenious display tricks. 
Display can use non-productive areas 
to attract the casual shopper, Corru- 
gated paneling, recessed displays, in- 
expensive banquettes are among the 
means used to bring a department up 
te date without involving too great 
expense. 

The above are some of the new trends 
in the ever changing concept of modern 
store design—all with the one purpose 
of increasing sales by making it easier 
for the customer to buy, which brings 
out the designer—as super shoe sales- 
man, 
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your Window Display of 
Dr. Scholl’s Appliances 
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Inviting Atmosphere 
In Connecticut Shop 


[CONTINUED FROM PAGE 57] 


are alternately upholstered in rough- 
textured green fabrics and red fabrics. 
All display units, legs of chairs and 
loveseats are finished in black wood, 
The interior has been carefully 
planned to offer three separate depart- 
ments. Immediately inside the entrance 
is the accessory department under a 
suspended ceiling of pale green, illumi- 
nated by recessed lighting. Huge, speci- 
ally designed display cases in black 
wood are lined in green. Small glass 


tables, framed in black scalloped wood, 
stand against the large window. 

In the main salon the ceiling recedes 
to a height of 12 feet, from which three 
crystal chandeliers are suspended. Both 
walls and ceiling in this section are 
covered with wallpaper of leaf and vine 
design in green and red on a white 
background, Reflected in tall mirrors 
are colorful upholstered chairs and 
loveseats, as well as a 16-foot shadow 
box framed in black wood, 

The third section of the shop is re- 
served for low heel and casual shoes. 
The furniture forms a partition and di- 
rects traffic to this department. Sus- 
pended from the balcony is a large 
white rack in pigeonhole design, used to 
display shoes. ® 

On each side of the back wall are en- 
trances to the stockrooms, covered by 
chintz draperies in a muted red and 
green pattern on white background. 

Overhead is the balcony where offices 
are maintained. Attached to the base 
of the balcony, facing the shop, are 
white boxes filled with philodendron 
which falls gracefully over the balcony. 
Leading to the balcony are green car- 
peted stairs, framed in black wood. 

The entire shop arose out of a plan 
of Mrs. Markoff’s. It was under her su- 
pervision that the entire idea was con- 
summated, 





Store Installs Western 
Boot Department 


OMAHA, NEB.—A basement “Wes- 
tern” store in the new Wolf Brothers 
store at 1514 Farnam Street, here, 
boasts one of the most complete 
boot sections for men, women and chil- 
dren in Nebraska, and will feature boots 
for every member of the family, accord- 
ing to Sam Wolf, president. Slogan of 
the new department is “Everything for 
the rider but the horse!” 

The new store is in the heart of 
Omaha’s downtown shopping section 
and only a few blocks from the old 
location. Wolf Brothers now concen- 
trates on men’s clothing and furnish- 
ings on first floor and a complete 
Western lower floor for boots and riding 
apparel for the entire family. Fixtures 





and ornamentation in the lower floor 
are knotty pine, while game trophies 
decorate the pillars. Over $50,000 was 
spent modernizing the new location. 

The store front is unique and modern. 
The largest curved-glass window in the 
Omaha area makes up one of the two 
front window sections, This window and 
its counterpart extend into the store, 
enabling passersby to view the interior 
from the sidewalk. The lighting system 
is augmented by a series of original 
“tear drop” fixtures which hang from 
the ceiling and effectively spotlight dis- 
plays throughout the two floors. Walls 
are decorated in beige and gray. 





Dollinger to Manage 
Kirby Shoe Store 


PORTERVILLE, CAL. —-Bob Dollin- 
ger has been appointed manager of the 
Kirby Shoe Store here. The company 
has 90 stores in the West, Two of them 
are known as Kay’s Shoe Stores, one 
in Bakersfield, and one in San Pedro, In 
the San Joaquin Valley of Central Cali- 
fcrnia, Ed Bryant is district manager, 
with headquarters in Tulare. This dis- 
trict includes stores in Bakersfield, Tu- 
lare, Porterville, Visalia, Merced, Mo- 
desto, and other cities. 





Cornwell Guest Speaker at 
Memphis Advertising Club 

MEMPHIS, TENN. — Franklin J. 
Cornwell,. president of the St. Louis 
Shoe Manufacturers’ Association and 
manager of the Franchise Stores Divi- 
sion of the Brown Shoe Company in 
that city, was guest speaker at a recent 
luncheon meeting of the Advertising 
Club of Memphis. His subject .as 
“Eliminate the Negative.” 





Shoe Department 
Is Expanded 


BAKERSFIELD, CAL. — A greatly 
expanded shoe department is being 
laid out in Weill’s Department Store on 
Nineteenth Street, here. It is under the 
management of Oscar Katz, shoe buyer. 
Weill’s is being ,.completely remodeled 
and all departments enlarged at a cost 
of approximately $500,000. 








America’s Finest 


BALLET SLIPPERS 


In Stock 
Fully Lined Short Soles 
Pleated Toes 
Sizes: 8 child's to 9 women’s 
Widths: A to E 
BLACK KID $2.20 
ee _ RRR $2.35 


To Order — 
Fully Lined Long Soles 
Sizes: 3 to 9 


Widths: AA to D 
_ 
paces . 2.50 





WHITE SATIN 
SILVER KID .. 
GOLD KID 








‘NOW AVAILABLE AGAIN TO SHOE STORES 





NATIONALLY 
NATIONALLY KNOWN! 


Selva & Sons 
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New York 19, N. Y. 


ADVERTISED 


Directory of 
Shoe Manufacturers 


45TH ANNUAL EDTION 


Flexible Leather Binding, Fits Vest Pocket (234 x 514) 
Many More Changes Than Ever Before 


ORDER TODAY 


NOW READY 
1948 


POST 
PAID 


$2:0 











AMERICAN SHOEMAKING 
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Your inventory “picture” at a glance, 
with this handy 


STOCK RECORD BOOK 


—and forms— 


Shows each size and width of each style or stock num- 
ber. Helps you avoid freezing capital in hazard sizes 
and to keep an accurate tab on your best selling 
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Black Cloth binder—1114” x 


1334” 


100 Daily Sales and Stock Sheets, nom —_ 
and 1 Comparison Form #105 .. 


1 Inventory Pad (100) sheets #106 


(5 pads $2.00) 


(10 pads $3. 50) 


1 Buying Order Pad (100 sheets—50 orig. 50 


dup.) #107 (5 pads $1.75; 


10 pads $3.00) 


Master Stock Sheets—Form #103. Fits Binder 


Adaptable for Comparison records, 


4c each 


(101%4” x 1314”) 100 for 


Sample sheets 


with guide for use sent on request) 





Sales Record Slips: Form D per pad (100 slips)... 


0.25 


(100 pads $20.00) 
Refund Record Slips: 
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<< 


Form E per pad (85 slips) 

(10 pads $2.10) 
Customer Record Cards: 

(Size 5” x 3”) 
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Shae Carton Tickets—Form caida x 334” 


1000 


PROFIT CHARTS — (Celluloid Holder — 50c each; an 


accurate method 
(50 Charts at $22.50; 


Check with order, 


of figuring selling prices. 


190 at $4000) 


please, unless C.O.D. Shipment is 


preferred. Add 10% of value to cover shipment if check 


accompanies order. 


Orders filled for any forms preferred. 


xk«we* 


Merchants Service Dept. 


209 S. State Street, Chicago, IIl. 

















Shoe Store Keynotes 
Editorial Series 


SEWARD, NEB.—The Kroger Shoe 
Store of Seward, was used recently to 
keynote a new series of editorials ap- 
pearing in the Blue Valley Blade, the 
local newspaper. Each week, the editor, 
Russell A. Summers, and his roving 
photographer, W. W. Wilson, visit a 
different place of business in Seward 
for an interview and a picture. 


Seward is a county seat town located 
in the rich, fertile, Blue River Valley. 
It has a wide and prosperous trade 
area extending about 20 to 25 miles in 
every direction, Seward depends mostly 
on the farm trade, since farming is the 
chief occupation in this territory. The 
purpose of Editor Summers’ editorial 
series is to acquaint the people in the 
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trade area with the various places of 
business in Seward and their personnel. 
The editorials have drawn considerable 
favorable comment, 


The Kroger Shoe Store is now enter- 
ing its 77th year of continuous opera- 
tion under the same family manage- 
ment, having been founded in 1871, Al- 
though located in a small town of less 
than 3,000 population, the store claims 
the “largest stock of popular priced 
footwear in all Nebraska.” The growth 
of this shoe store is attributed to sev- 
eral factors: the rich trade area in 
which it is located; continuous manage- 
ment by the same family for three gen- 
erations; and its reputation for selling 
dependable footwear, expertly fitted, at 
reasonable prices. 


New Factory To Produce 
Lambskin Slippers 


HOLLYWOOD, CALIF.—A new fac- 
tory has recently been opened here on 
the West Coast, producing lambskin 
slippers under the trade name of Cali- 
fornia Lambies. George W. Greenbaum, 
formerly with the Shields Slipper Corp., 
is in charge of sales, 


Associated with him is Sam Meshe- 
kow, formerly in the fur business in 
New York and Los Angeles. 


Mr. Greenbaum is a member of the 
210 Associates, West Coast Shoe Trav- 
elers and the National Shoe Travelers 
Association. First public showing of the 
new line was at the West Coast Shoe 
Show. 
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ROMEOS 


Men’s Leather | 
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Se 











To Retail Profitably at $4.49 


Fine quality, smooth, plump kid leather 
Romeos. Fully formed and lasted. Clear 
street-wear, thick leather soles. Live 
elastic gore. Made in our better-grade 
stitch- down factory. Sizes 6 to 12, 
including half-sizes. Fast sellers, with 
substantial mark-up! In stock for 
immediate delivery. 





District Managers Named 
By W. L. Douglas 


BROCKTON, MASS. — The W. L. 
Douglas Shoe Company has announced 
the appointment of two new district 
managers in its chain of company- 
owned and operated shoe stores. Both 
appointments come as promotions from 


' the position of store manager, 





James O. Rice (left) and Jesse F. 


| Moore, newly appointed district managers 
| of the W. L. Douglas Shoe Company’s 
| retail store chain, examine a fast-selling 
| style with heavy rubber sole. 


James O. Rice has a background of 
11 years in the retail division of the 
Douglas company. Joining the company 
in 1937, he sold shoes in several stores 
and worked up to assistant manager. 
In 1941 he was promoted to manager 
of the Trenton, N. J. store. He entered 
the Army in 1943, serving in Southern 
France with an anti-tank unit. Return- 
ing in 1945, he was given the manager- 
ship of the Birmingham, Alabama unit. 
He will make his district headquarters 
in Birmingham, 

The appointment of Jesse F, Moore 
to the position of district manager of 
the stores in the Ohio West area has 
also been announced. With a background 
of ten years in the retail shoe business, 


| Mr. Moore is well equipped for his new 


x PILOT SHOE CO. 
31 Hopkins Place - Balto. 1, Md. 
" Honest-made Since 1899"" 
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Black, red 
white, fawn, 
green and blue 
SIZES 9 to 3 
and 
SIZES 4 to 9 
$2.00 pair 
Retail 


Crepe 9° 


JAYRICH FOOTWEAR CO. 
East Lynn, Mass. 
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post. He joined the company in 1945 
as a salesman and rose rapidly to be- 


| come manager of the Akron, Ohio out- 
let. 





Wohl Shoe Co. Takes Over 


New Shoe Depariment 


SAN FRANCISCO, CAL.—The oper- 
ation of the women’s, children’s and 


| men’s shoe departments at Hale Broth- 


ers (Market Street) Department Store 
was taken over by Wohl Shoe Co. of St. 
Louis recently. 

Four nationally advertised lines of 


| women’s footwear were introduced at 


that time, together with two children’s 
lines. The department now offers a com- 
plete selection of styles for street, dress, 


| casual and formal wear. 


Located on the second floor, the wom- 
en’s shoe department and the adjacent 
children’s and men’s department will, 
within the next few months, be com- 
pletely modernized, refurnished and en- 
larged to accommodate over sixty cus- 
tomers in seating capacity. 

A new Wohl operated shoe depart- 
ment will also open approximately July 





1, introducing women’s shoes for the 
first time in the Hale Brothers Store on 
Grant Street which features exclusively 
women’s apparel. 


Vern McWilliams, West Coast super- 
visor of Wohl, managed the Hale Mar- 
ket Street department temporarily until 
William Mortz, permanent manager 
could take over. Mr. Mortz, a Wohl 
veteran, formerly was in charge of 
Wohl-operated women’s departments at 
Walkers, Long Beach and Kline’s De- 
troit. He will manage both the Market 
Street and Grant Street Hale shoe de- 
partments. 


Associations to Eliminate 


Spring National Shoe Fair 


NEW YORK.—In a joint statement 
issued June 8 the National Shoe Manu- 
facturers Association and the National 
Shoe Retailers Association announced 
that, beginning with the year 1949, the 
two organizations will sponsor only one 
National Shoe Fair a year. 


This action was taken after obtaining 
the views of retailers and manufac- 
turers from all parts of the country in 
regard to the two experimental Spring 
fairs, one held in New York in April, 
1947, and the other in Chicago in April, 
1948. The National Shoe Fair Commit- 
tee, composed of four retailers and four 
manufacturers, and the heads of the 
two associations, unanimously recom- 
mended that the two associations spon- 
sor only one fair each year. This rec- 
ommendation has been approved by the 
executive committee of the National 
Shoe Retailers Association and the 
board of directors of the National Shoe 
Manufacturers Association. 


The decision to discontinue the Spring 
National Shoe Fair was predicated on 
the widespread belief among both re- 
tailers and manufacturers that two such 
industry-wide events, held in one year, 
were not practical and not in the best 
interests of the shoe industry. As a 
result of this decision, the two asso- 
ciations will center their attention and 
efforts on one National Shoe Fair to 
be held in the Fall of each year. 


Plans for the Fall, 1948 Fair are 
going ahead rapidly, and the first group 
of applications for exhibit space was 
mailed to members of the National Shoe 
Manufacturers Association on June 12. 


Opens New Shoe Store 


LOCKPORT, ILL. — The Chicago 
Safety Shoe Company has _ recently 
opened a family shoe store as third 
unit in its store operations in this in- 
dustrial town. Owned by Jenco, Poland, 
and Lundberg, the firm has two stores 
in Chicago, with all stores specializing 
in high test safety shoes. 
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Write for Bulletin AT 


NORTHWESTERN INSTITUTE OF 
FOOT SURGERY & CHIROPODY 
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Bold Look for Men—In Shoes 


MONTREAL, CANADA.—“The girls 
can have their new look—for men it 
will soon be the (bold) look,” H. W. 
MacLean of Ottawa, a member of the 
Canadian Shoe Retailers’ Association, 
recently told fellow members at a meet- 
ing in Kitchener, Ontario. 

“The bold look,” said Mr. MacLean, 
“will be the rage” in men’s shoes. He 
explained that the trend was toward big 
massive shoes with thick soles. 

Mr. MacLean also gave out with 
some predictions about women’s foot- 
wear. Women are likely to go all out 
for long, slender toes. He pictured them 
too in Louis heels, gold trimmings and 
wearing shoes in red, green, blue and 
brown for the most part. 

The shoe men took an optimistic 
view of the autumn trade after an ad- 
dress by Steven J. Jay, president of 
R. P. Fyfe & Co., Detroit, but they did 
not forecast any price reductions. Mr. 
Jay and Paul Duchaine of Montreal, 
president of the Canadian Shoe Manu- 
facturers’ Association, both said there 
was little likelihood of price drops. 

Prices might even increase slightly, 
in the opinion of Mr. Duchaine, and he 
felt that high labor and material costs 
would keep the price fairly constant for 
several months. He saw no major 
changes. 

Mr. Jay thought there might be a 
slight drop in the United States, but 
not much. He did not expect an over 
supply of shoes on stock in the fall, 
but felt competition would be keener 
because of new lines. He noted that 
men’s overshoes, both the ventilated 
type and the strap and buckle type, 
were becoming more popular, and most 
feet were in better shape in recent 
years. The public is also better in- 
formed about shoes, as well as feet, Mr. 
Jay said. 

Other speakers were Harvey R. Pol- 
lock of Toronto, national president of 
the association, and C. S. Collins of 
Peterborough, vice-president for the 
Ontario region.- 
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New Chemical Stiffens 
Sole Compounds 


CAMBRIDGE, MASS.—The Dewey 
& Almy Chemical Company announces 
a new high styrene copolymer devel- 
oped especially for stiffening GRS sole 
compounds, It is designed for light 
color and has a low specific gravity. 
The resin, Darex Copolymer X43, is 
said to give excellent abrasion resis- 
tance and long flex-life together with 
low plasticity at processing tempera- 
tures which reduces mixing time. It is 
reported that the material meets all the 
specifications of a thermoplastic type 
special purpose rubber resin, 

“Large scale production of the new 
product,” says A. G. Richards, assistant 
general sales manager, “is the result of 
an extended research and development 
program in which more than 10,000 
polymers were tested and over 100 pro- 
duced in commercial quantities, As a 
result of savings in large scale produc- 
tion, the new resins will be available at 
the lowest price ever offered for this 
type of material. It is expected that the 
reduced cost of the resin will open new 
fields of usefulness for it, not only in 
rubber compounding but also in plastics 
products requiring superior extrusion 
characteristics and in the fabric and 
paper coatings where soluble aromatic 
naphtha toluol and other solvents are 
needed.” 

The new product follows the price 
reduction recently announced by the 
company on its other rubber resin pro- 
ducts, Darex Copolymer 3 and X34. In 
line with an established company pol- 
icy, the lower cost of increased produc- 
tion was passed along to the users of 
these special synthetic resins, 


Stanley S. White Heads 


M. Sibulkin Sales 
-MANCHESTER, N. H.—Stanley S. 
White, former sales manager of the 
Flexmor Shoe Company and Maybury 
Shoe Company, Rochester, N. H., shoe 
manufacturing firms, has become asso- 
ciated with the M. Sibulkin Shoe Co., 
of this city, manufacturer of women’s 
cement process footwear. 

Mr. White, who is widely known 
among the large retail, chain store, de- 
partment store and jobbing trades of 
the country, will in his new capacity 
supervise sales operations of the or- 
ganization. He will divide his time 
between the factory and sales offices 
which the concern maintains at 210 
Lincoln Street, Boston, 








General Shoe Reports 
Profit Decrease 


NASHVILLE, TENN.—For the six 
months ended April 30 of this year, the 
General Shoe Corporation reports net 
sales of $40,471,107, an increase over 
the same period in 1947, when net sales 
were $36,868,726. Net profit in the 1948 
period, however, was less than in 1947— 
$1,461,487 as compared with $1,668,904. 
Earnings per share also were down 
from $2.22 in 1947 to $1.92 in 1948. 
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BROWN KID ROMEOS 


Leather quarter back, leather insole, heavy 
leather soles, brown rubber heel. 


SIZES INS — Daily or Weekly 
#510: Men’s, 


Sizes: 6 to 12 
24 Pr. to case 
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785 N. Water St. Milwaukee 2, Wis. 








JOBS 








QUALITY SHOES 


SINCE 1932 


We sell branded qual- 
ity shoes below current 
prices. Nationally 
known for surpluses 
from the nation's lead- 


ing manufacturers. 
1215 W 
St. Lovis 3, Mo. 


Write us your needs. 
While in Town See Weil 


Los Angeles Office—Haas Bldg. 
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Sandler Ski Boots Used 
In 300-Mile Run 


BOSTON — The toughest test to 
which a pair of ski boots has ever been 
subjected was revealed here recently 
when Sandler of Boston announced the 
results of the longest cross country ski 
run in the history of skiing. 








JACK MEISSNER 
Jack Meissner of Cascade Summit, 
Oregon, skiied nore than 300 miles 
over and through the Cascade moun- 
tains from Mt. Hood to Crater Lake in 
32 days. The run was made in the 


.| middle of February, and Meissner was 


confronted with the most severe high 
altitude weather that the rugged Cas- 
cades could offer. In 32 days of skiing 
it stopped snowing only two days. Sev- 
eral times he was lost in howling bliz- 
zards and had to backtrack, increasing 
his 300-mile course by many miles, 

The ski boots that Meissner wore 
were the Sandler Olympic “Sportsmas- 
ter” model, especially designed for the 
1948 United States Olympic Ski Team. 

The boot was developed in conjunc- 
tion with internationally known coaches 
and leading skiers by the ski boot divi- 
sion of Sandler of Boston, under the di- 
rection of Max Mayer. 





Tobe Talks At Shoe 
Guild Meeting 


NEW YORK — “The finest possible 
quality and the welcoming of fashion 
will insure the quality shoe business of 
a long life,” Miss Tobe, of Tobe & As- 
sociates, Inc., told the member firms of 
The Guild of Better Shoe Manufacturers 
at a recent luncheon meeting here at the 
McAlpin Hotel. She urged the shoe 
firms to be ready for a new trend by ex- 
perimenting constantly. A woman will 
accept fashion in shoes just as readily 
as in clothes, she declared. 

“This Fall you will see a combination 
of the dressy and the classic in clothes. 


| The most important point in fashion to- 


day is that we are in a dress era and 


| not a suit era which means you must 


make more shoes to wear with dresses 
than with suits. Of course a dress era 
indicates that coats are on the increase,” 
Miss Tobe stated. That women select 
shoes to go with dresses instead of 
coats is an established fact, she re- 
ported, 





“Since the consumer has definite 
quality standards today, she will con- 
tinue to buy suits, not suits that look 
like dresses but just suits, the slim 
skirted or tailored type.” Although we 
are still in the full skirted trend, she 
emphasized the fact that a woman’s 
wardrobe is not regimented today. It 
contains both narrow and full skirts, 
just as it does a variety of shoe types. 

“T think the closed toe is a growing 
trend that will expand. The fashion of 
the closed pump came to us because 
fashion goes through a regular cycle 
about every 33 years. The past 200 
years have proved that.-Designers here 
and in Paris think the same way. Fa- 
shion is a reflection of the life we lead. 
The pump was a big fashion in the 
early 20’s, here as well as in Paris. Fa- 
shion moves slowly.” Contending that 
pumps do not cut down on business, she 
stressed the importance of the closed 
toe. 

Miss Tobe’s preference goes to the 
slender heel, with the modified Louis 
heel very acceptable, she said. Stores 
will go in for color promotions which 
they feel sure will sell, she declared. 





Stiebel Shoe Co. Will 
Step Up Production 


ST. LOUIS.—Aggressive expansion 
plans were made public here recently by 
John M. Stiebel, president of the Stiebel 
Shoe Co. They include a production 
step-up from 180 to 360 pairs a day 
of the firm’s slip-lasted wedge heel 
shoes; the opening of a new factory to 
produce approximately 750 pairs a day 
of cement construction shoes and an 
emphasis on taste rather than the un- 
conventional in styling. 

According to Mira Heglund Stiebel, 
stylist, the slip-lasted line will use the 
sculptured wedge exclusively, made up 
on a variety of lasts in three heel 
heights. 24/8, 20/8, and 14/8. As 
has been the practice in the past, the 
motif used on the upper of the shoe will 
be repeated in the heel cover. 

National advertising is planned, with 
a schedule to break in August. John M. 
Stiebel, president of the company, will 
devote his time to increasing the num- 
ber of retail outlets among department 
stores, women’s specialty shops and 
shoe salons, while Ralph E, Stiebel will 
remain in the capacity of comptroller 
of the company. 





Change of Sizes Catches Thief 


MIAMA, FLA.— Frank Brameister, 
shoe merchant at 1460 N. W. 62nd 
Street, had so many thefts from his 
display window, particularly of pairs 
of shoes, that he decided to do some- 
thing about it. 

So he changed his display to match 
two of the same style but different 
size. The trick worked. Next time the 
thief scooped up a pair of shoes he 
had mismates. When he attempted to 
sell them the trick was discovered, the 
thief arrested and he is now serving 
time in the state prison. 
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News of the Selesmttt and Sy Wylie 


United Last Men Discuss Fashion Future 





Boston.—With an eye toward a rising demand on the part of the shoe industry 
from a last-style point of view, the United Last Company sales group exchanged 
important views on the subject at their recent semi-annual sales meeting in Chicago. 
J. W. Holmes, president, emphasized the company policy of close cooperation be- 
tween the last representative and the shoe manufacturer, thus providing a greater 
opportunity to keep obrcast of present-day style trends. 





R. Neumann Export Manager 
On European Business Trip 


NEW YORK.—Fritz Goldmann, ex- 
port manager of R. Neumann & Co., 
Hoboken tannery, is on an extended 
business trip in Europe. 

Mr. Goldmann will visit Norway, 
Sweden, Belgium, France, Switzerland, 
Italy and England, All travelling will 
be done by plane. 





Ivan Stillman Joins 
Selby Shoe Company 





IVAN STILLMAN 


Portsmouth, O. Ivan Stillman has 
joined the Selby Shoe Company’s selling 
organization and will cover the North 
Central states for Styl-Eez Division. Mr. 
Stillman was formerly buyer for David- 
son's, Sioux City, lowa, and has had much 
experience in retailing shoes. 
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New Factory Opened by 
Nocona Boot Co. 


NOCONA, TEX.—On a site over- 
looking the former location of the 
Chisolm Trail just East of Nocona, 
the new factory building of Nocona 
Boot Company was dedicated on June 9. 
The public was invited to attend an 
open house inspection of the new cow- 
boy boot factory on that date. The 
formal dedication and a special broad- 
cast were held. 


The first pair of Nocona cowboy 
boots completely made in the new fac- 
tory was specially designed for Gov- 
ernor Beauford Jester, and was 
presented by Miss Enid Justin, presi- 
dent of the company. 


The new factory has over 30,000 feet 
of floor space, which provides room for 
new equipment to increase production. 
A monitor-type roof provides ventila- 
tion throughout the factory proper, A 
dust collecting system has been in- 
stalled to clean the air. A public address 
system enables all Nocona Boot Com- 
pany employees to hear music and 
broadcasts of sports and events of gen- 
eral interest and parking space is pro- 
vided for all employees. 


“We are proud of our new factory 
building in which the traditional boot- 
making art of my father will be con- 
tinued in Nocono,” says Miss Justin, 
believed to be the only woman cowboy 
boot manufacturing company president 
in the world. Her father, the late H. J. 
Justin, started making boots in Nocona 
in 1889, 


Bourbeuse Shoe Co. Has 


New Superintendent 


ST. LOUIS, MO. — Andrew Browne, 
president of Bourbeuse Shoe Company, 
Union, Mo., announces the appointment 
of John Censky as general superinten- 
dent. Mr. Censky comes to Bourbeuse 
from one of St. Louis’ top quality plants 
after 22 years of shoemaking experi- 
ence. 

Mr. Browne also announces that C. J. 
Chapman has been appointed secretary 
of the company. Mr. Chapman was for 
many years with the International Shoe 
Company in the accounting department, 





Joins Father in 
Shoe Business 


NEW YORK—Another generation of 
the Marino family has entered the field 
of shoemaking with the admission of 
Pat Marino into his father’s firm, John 
Marino, Inc., in this city. 

Pat is learning the business both 
from the standpoint of practical shoe 
designing and general executive super- 
vision, Many of his ideas have already 
been taken up by the production de- 
partment. 





Compo Executive on 
Trip to Europe 


BOSTON—Paul H. Mason, president 
of the Compo Shoe Machinery Corpora- 
tion, sailed recently on the Queen Eliza- 
beth for an extensive tour of Great 
Britain and the European continent. He 
was accompanied by Mrs. Mason. 





PAUL H. MASON 


The purpose of Mr. Mason’s trip is to 
visit the leading European manufactur- 
ers of shoes and shoe machinery for a 
check of their situation as regards new 
machinery and manufacturing methods. 
Mr. Mason will be abroad for six weeks 
and will visit England, Ireland, France, 
Belgium, Switzerland and Italy. 
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General Shoe Sales Heads at Conference 





Nashville, Tenn.—Sales executives of all women’s and juvenile divisions of the 
General Shoe Corporation, who gathered here recently for the annual conference with 
their sales staffs. Front row, left to right: Burton Huffman, sales manager, Acrobat; 
Charles R. Guthrie, sales manager, Fortunet; Harry Butler, saies manager, Edgewood. 
Second row, left to right: Gilbert F. Jonas, sales manager, Barrett; C. W. Butler, Sr., 
director of Women's and Juvenile branches; M. S. Wigginton, vice-president and di- 
rector of sales administration; John P. Gifford, sales manager, Bellwood; D. Gray 


Simpson, sales manager, Storybook. 





Sandler Announces Sales 
Territory Changes 


BOSTON—Sandler of Boston has an- 
nounced the following sales territory 
changes: 

Jack Weisman has taken over the 
Philadelphia, Maryland, Delaware and 
Virginia territory formerly covered by 
John Hinds, who remains with the com- 
pany in a supervisory capacity. Mr. 
Weisman’s previous territory has been 
divided among Ray Oppenheimer (Tex.), 
Robert Martin (South), William Hum- 
mel (Missouri), and Walter Carty 
(Kansas). 

Walter Simon, working out of New 
York, has been assigned the Northern 
New Jersey area recently divorced from 
the metropolitan territory of Theodore 
Mackrell. 





JACK WEISMAN 





General coverage of Maine, New 
Hampshire and Vermont will be handled 
by Chester Lord of Meredith, N. H., 
formerly with the General Shoe Cor- 
poration and the Brown Shoe Com- 
pany. Jack Cook will work out of Bos- 
ton and specialize in ski boots for the 
New England territory. 
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Burk Bros. Name Bender 
Sales Agent 


PHILADELPHIA, — Effective June 
1st, Jefferson Bender, long and well- 
known to the shoe trade, became New 
England sales representative of Burk 
Bros., Philadelphia tanners, 

The company has taken over the 
store at 117 Beach Street, Boston, for 
this territorial headquarters, where 
some stock will be carried of the tan- 
nery’s kidskin, dress elks, kips, lining 
and slipper stock, and splits, 

Mr. Bender recently severed his con- 
nection with Bristol Fabrics. Previously, 
he had been affiliated for many years 
with Allied Kid Co., also serving the 
New England area as sales representa- 
tive, 





Frosh Shoe Company Now 
Making Crede Shoes 


LYNN, MASS. — The Frosh Shoe 
Company, Inc. is now making Crede 
shoes, formerly manufactured at Hol- 
brook, Mass., according to Ben 
Schwartz, of Schwartz & Benjamin, Inc., 
and the Frosh Shoe Company. The 
change will give larger production of 
these shoes, made of assembled strip- 
ping and braiding under a patented 
process, Holden & Griffin will continue 
to be the distributors, 





Rex to Begin Production 
Of Women’s Shoes 


EXETER, PA.—Rex Shoe Corp. plans 
to begin production soon, in the former 
Mercury Footwear, Inc., plant, of 
women’s shoes which will retail between 
$5 and $6. The company took possession 
of the plant in March, but legal en- 
tanglements arising from the bank- 
ruptcy proceedings of the former 
tenants have delayed the start, 





Named Head of Chicago 
Shoe Manufacturers Group 


CHICAGO.—Solomon Kotzin, Metro- 
politan Shoemakers, Inc., has been 
elected president of the Chicago Shoe 
Manufacturers Association. He succeeds 
Adolph A, Kotzin, of the same firm, 
who was made honorary president, 

Arthur Bauer, Superior Shoe Co., 
was elected a vice-president; and David 
Boten, Monarch Shoe Company, was re- 
elected a vice-president, Other officers 
elected are Saul Bernstein, B & B Shoe 
Co., secretary; and George Cohen, Sur- 
walk Baby Shoe Co., treasurer. 

This association recently rejected a 
request of the United Shoe Workers 
Union of America, Joint Council No. 25, 
for a general wage increase, and pre- 
sented counter demands, in the form of 
a general wage reduction, 





Carlos A. Perez Now 
President of Dyer-Johnson 


INDIANAPOLIS, IND. — Carlos A. 
Perez is now associated with Dyer- 
Johnson, Inc., as president and sales 
manager. 

For 17 years Mr. Perez was associ- 
ated with the Cavalier Company, Balti- 
more, Md., in many capacities which 
included research, production, manage- 
ment, sales and sales direction. On the 
road, he covered the New York City 
area, the New England States and the 
Middle West. 





Joins Boston Agency 


BOSTON — Richard T. Collins has 
been appointed creative director of J. 
M. Reilly Advertising Agency of this 
city. Mr, Collins replaces T. Seward 
Burrowes, supervising copy, art and 
production. 





RICHARD T. COLLINS 


Before enlisting in the armed ser- 
vices, Mr. Collins held similar positions 
with two of New England’s prominent 
advertising agencies. Upon his return 
to civilian life, he established his own 
art direction studio in Boston. 

The Reilly agency handles prominent 
accounts in the fabric, apparel, fashion 
and shoe and leather industries, 
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Urges Stabilization of Materials Prices 





NSRA President Hess Tells Tanners’ Council That Hide and Skin 
Fluctuations Make Operations Difficult — Council President Gay 
Outlines Remedy 


WHITE SULPHUR SPRINGS, W. 
VA.—The Tanners’ Council Spring 
meeting opened June 7 at The Green- 
brier, here. Speakers at the opening 
day’s session were Sherwood B. Gay, 
president of the council; George B. 
Hess, president, National Shoe Retailers 
Association; B. A, Tomkins, vice-presi- 
dent, Bankers Trust Company, New 
York; Colonel Chauncey E, Howland, 
assistant director, Industrial Mobiliza- 
tion Division, Army Quartermaster 
Corps; and Irving R. Glass, executive 
vice-president of the council. 

Mr, Gay reiterated the council’s posi- 
tion in favor of re-establishing world- 
wide normal trade in hides, skins and 
other commodities. He called attention 
to the fact that several European coun- 
tries have recently found it wise to 
abandon certain artificial restrictions 
and controls, and said he hoped that 
“these first steps will be followed by 
the relaxation of controls over foreign 
trade.” 

Discussing briefly the effect upon 
trade of the European Recovery Pro- 
gram the council’s president pointed out 
that it is too early to tell what trade 
problems can develop under the pro- 
gram, but that these problems should 
not be magnified by “giving any weight 
to the factors in markets here and 
abroad who are disposed to magnify by 
rumor and speculation the consequences 
on ERP operations.” 

Turning to the domestic aspects of 
the industry’s problems, Mr. Gay re- 
affirmed his belief in what he termed 
“two of the most fundamental convic- 
tions that any tanner can hold.” These 
were, first, “this industry is and has 
always been anxious to avoid high 
prices;” and second, “tanners want sta- 
bility in their raw material and produc- 
tion costs just as anxiously as do their 
customers.” Although the contributing 
causes to cost volatility may be beyond 
the control of tanners, he said, the 
individual tanner can aid the stability 
of his business by “watching consump- 
tion in terms of retail demand rather 
than the fluctuating demand arising 
from periodic and frenzied buying 
movements.” He pointed out that manu- 
facturers and retailers have an obliga- 
tion in this respect, too, and that they 
can contribute to over-all stability by 
filling their true requirements rather 
than seeking to capitalize on short term 
fluctuations. 

The address of Mr. Hess was notable 
as being the first occasion on which a 
leader of the retail shoe industry has 
appeared before a nation-wide meeting 
of tanners. 

Mr. Hess deplored the lack of sta- 
bility in leather-making raw material 
markets which make for uncertainty 
and confusion at the retail level. “I can’t 
tell you how difficult it is for both 
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manufacturers and retailers to operate 
in a market of the type that has existed 
since the first of the year,” he said, 
adding that if tanners could do some- 
thing to stabilize hide and skin markets 
they would “earn the undying gratitude 
of the retailers of shoes.” 

Referring to statements by tanners 
and shoe manufacturers to the effect 
that erratic buying by shoe retailers 
was a major factor in market insta- 
bility, Mr. Hess stated that “the major 
reason for fits and starts in retail op- 
erations is the uncertainty created by 
the frequent changes in raw material 
prices.” The retail group president 
added, “How can a retailer plan and 
look ahead when he sees hides and skins 
moving up 30 per cent or dropping 50 
per cent within a few weeks?” 

In reviewing industry and trade de- 
velopments during the past six months, 
Mr. Glass called attention to a factor 
vital in many consuming goods indus- 
tries. “In 1947, the lull which began in 
many soft goods lines during the early 
Spring was an unfamiliar phenomenon. 
From 1940 on, seasons had lost most of 
their business significance and were al- 
most wholly meteorological facts. All 
kinds of reasons were advanced to ex- 
plain the strange pause, and most of 
them were partially eorrect. Once again 
this year, the pause that depresses is 
evident in several industries, and once 
again the explanations are trotted out.” 

It was conceded by the speaker that 
a wide range of reasons could be cited, 
but he stated that one fact “is over- 
looked or under-estimated, namely, the 
return of seasonal peaks and valleys to 
the business scene. This may not be the 
sole factor at any one time, but it is the 
most important generally because it is 
the most recurrent and typical . . 
Washington edicts, international ten- 
sion, inflation versus deflation, the tug- 
of-war between retailers and manufac- 
turers, all come in for attention, and 
with some justice. None of these is ade- 
quate without giving credit to the calen- 
dar which reminds us that consumers 
spend a lot more money in some months 
than in others.” 

Speakers on the second day program 
included Dr. Fred O’Flaherty, director, 
Tanners’ Research Laboratory, Cincin- 
nati, Ohio; Lewis B. Jackson, director, 
Tanners’ Hide Bureau; and Julius B. 
Schnitzer, chief, Textile and Leather 
Division, U. S. Department of Com- 
merce, who gave a clear insight into 
the purpose and administration of pres- 
ent export controls. It was strongly 
noted that existing licensing require- 
ments are not intended to handicap 
trade. On the contrary, every effort is 
being made to facilitate the prompt is- 
suance of licenses and to encourage in 
every possible wzy the resumption of 
normal trade with foreign countries, 
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The 
NEW LOOK SANDAL 


Elk Leather Uppers 
Non-Marking Soles 






N s. 
$2.00 Fon! N. ¥. 
RED, BROWN, WHITE, GREEN 
Sizes: 814-12 1214-3 
Immediate Delivery 
BEN MARBACH 
FOOTWEAR CO. 


107 W. Broadway New York 13, N. Y. 











RIDING BOOTS 










IN STOCK FOR 
PROMPT DELIVERY 
J. M. CONNELL SHOE CO. 
South Braintree Mass. gh 


Pacific Coast Distributor 
Martin Lee Shoe Co. 
Los Angeles, Calif. 





WORK SHOES 











Men’s Popular Priced Work Shoes 
Men’s Steel Toe Safety Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Massachusetts 
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The latest revised edition of 
THE SHOE AND LEATHER 
LEXICON — the 14th — is]. 

available again! 






This illustrated glossary of trade 
and technical terms serves a 
very useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool || 
of the trade.” 


The Shoe and Leather Lexicon 


75c per copy, prepaid | | 


BOOT and SHOE 


100 East 42nd Street 
New York 17, N. Y. 


RECORDER 














Takes Over Operation of 
Health Spot Shoe Stores 


DETROIT.—Operations of the Michi- 
gan Health Spot Shoe Stores, Inc., in 
the downtown store at 2009 Park Boule- 
vard, and in the Northwest section at 
15391 Livernois Avenue, have been 
taken over by the newly incorporated 
Campbell Health Spot Shoe Stores. 

The new firm is headed by Howard K. 
Campbell, who had the Health Spot 
store at Evansville, Ind., for five years, 
until he sold this business recently, W. 
A. Andrews and G, E. Musebeck of 
Chicago as associates, Company is char- 
tered as a Michigan corporation with a 
capitalization of $50,000. 





Melville Reports Increase 
Retail Sales for May 


NEW YORK.—Melville Shoe Corpor- 
ation reported retail sales for the four 
weeks ending May 1 of $5,552,930, com- 
pared with sales of $4,775,613 for the 
comparable period in 1947, an increase 
of 16.3 per cent, Sales for the year to 
May 1 were $21,832,178, compared with 
sales of $20,929,395 for the same period 
last year, an increase of 4.3 per cent. 
least the minimum store wages and are 
given increases whenever warranted. 
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Sandberg New Vice-President 
Of J. P. Smith Shoe Co. 
CHICAGO—George A. Sandberg, who 


has been sales manager of J, P. Smith 
Shoe Company since 1938 and who was 
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GEORGE A. SANDBERG 


for years top salesman for the com- 
pany, has been elected vice-president to 
succeed William Lowry, resigned. 

Mr. Sandberg will continue also as 
sales manager of the men’s division, 





Shoe Corporation Reports 
Profit Increase 


NEW YORK.—Shoe Corporation of 
America and wholly-owned subsidiaries 
report for the three months ended 
March 27, 1948 net profit of $367,208, 
equal to 82 cents a share on 445,500 
shares of common stock, compared with 
$293,546, or 65c a share in the same 
period a year ago, an increase of over 
25 per cent. Sales, including retail and 
wholesale volume but excluding inter- 
company sales, totaled $7,202,297 
against $5,782,121 last year, a guin of 
over 24 per cent. 


Store Opens 


MEMPHIS, TENN.—Chandler’s Shoe 
Store, opened for business in their new 
location at 51 South Main Street, here. 
For the past 23 years the shoe store had 
been a North Main Street landmark. 
Chandler’s is a national chain with 
women’s shoe stores in cities through- 
out the nation. John W. Brandon is 
manager of tht Memphis store. 





Shoe Store Incorporated 


AUSTIN, TEX. — Records in the 
office of the Secretary of State here 
show the recent incorporation in Texas 
of the Bridges Shoe Stores in Dallas. 
The store was chartered by M. L. 
Bridges, M. W. Bridges, and C, H. 
Bridges with $60,000 capital stock. 


Store Has Complete 
Sport Shoe Section 


LINCOLN, NEB.—A complete sport- 
ing shoe department is the aim of Rus- 
sell Sporting Goods Co. which opened 
a store at 133 North Eleventh Street 
this Spring. Owned by Ray and Harold 
Russell, who operate a sporting goods 
store in Omaha, the new branch store 
is managed by Robert Elliott, former 
University of Nebraska athlete and 
high school coach. 

The compact sports footwear depart- 
ment dominates the rear of the new 
store. A knotty pine panel, eight feet 
high, serves as the background for the 
department, and carries five shelves for 
display of sports footwear in season, 
including football, baseball, basketball, 
tennis and track shoes; hockey, ice skate 
and roller skate shoes; and waders, 
moccasins, hiking shoes and hunting 
boots; and golf and gym shoes, 

Bottom section of the shoe depart- 
ment panel is for storage of boxed 
shoes, while an adjoining sidewall panel 
of knotty pine provides additional dis- 
play space for various types of footwear 
for athletics and outdoor use. The shoe 
department is sectionalized by use of 
deep carpeting, whereas the remainder 
of the store’s flooring is of tile. 
Chrome-plated, upholstered red chairs 
have been provided for the comfort of 
shoe department patrons, with matching 
stools for the shoe salesmen. 





Moynahan Heads Board 
Of NESFSA 


BOSTON, MASS.—Members of the 
New England Shoe Foremen and Su- 
perintendents’ Association Permanent 
Fund Board recently elected Frederic 
G. Moynahan, vice-president of Hide 
and Leather Publishing Co., to the posi- 
tion of Chairman of the Board, his 
duties to include general management 
of the Permanent Relief Fund. 

Walter Reinstein, prominent Boston 
sole leather man was elected treasurer 
and George Garvey, shoe factory exe- 
cutive, secretary. Other members of the 
Board are Chester Rodenbush and Eph- 
raim Lederman of Brockton, 





Shoe Stores Cooperate 
To Help High School 


KEENE, N. H.—Four chain stores, 

The merchandising trainees receive at 
three department stores and nine inde- 
pendent stores, including retail shoe 
establishments, are cooperating in the 
distributive education course which was 
inaugurated at Keene High School this 
year. 

The school reported that the students’ 
initiative, sincerity, desire to learn and 
willingness to work had been highly 
commended by store managements, 
which express the opinion that they 
learn faster and work harder than do 
persons out of school. 

The merchandising trainees receive at 
least the minimum store wages and are 
given increases whenever warranted. 
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BARIS SELLS 


Quality Shoes from Surplus 
Merchondise. Better for Less 
BARIS SHOE CO., Inc. 
WOrth 2-5180-1 
70-81 Reade St. New York 7, N. Y. 
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GOLF SHOES 











Here it is! ... For Immediate Delivery 
THE NEWEST IN 


GOLF SHOES 


Never Before At 
This Low Price! 









6¥2-12 
D-With 
Style No. 217 
$ 00 @ Sturdy, Goodyear Flex- 
Pr ible Soles 
@ Non-Cracking Soles 


@ Waterproof Soles 
Terms: @ Removable Spikes 
2/10-N/30 @ Fine Grade Brown 
Leather Uppers 
@ Leather Lined 
@ Combination Last 
@ Goodyear Welt Con- 


8 Other Models 
in Steck. Send 
for Catalog. 
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ARNOFF SHOE COMPANY 


| What's New 


| Shoe Manufacturer to 
| Market New Dressing 


NEWARK, N. J.—In response to the 
| demand from Johnston & Murphy deal- 
| ers throughout the country for a 
| quality shoe dressing to complement 
| the J & M shoe, the company is placing 
| on the market a new shoe dressing. 

This dressing, it is claimed, is not 





Counter display developed by Johnston 
& Murphy to help sell new polish. 


just a polish but a scientifically blended 
cream whose purpose is as much to 


keep it in good appearance. 


| the near future. 





New Arch Support 
Announced 








Palmer-McLellan Report 
Successful Year 


ST. JOHN, N.B.—The annual general 
meeting of the Palmer-McLellan Shoe 
Co., Ltd., was held in Fredericton, N.B. 
recently. The following officers and di- 
rectors were elected: W. A. McLellan, 
president; J. E. Palmer, vice-president; 
J. R. McLellan, secretary-treasurer. 

During the meeting, deep regret was 
expressed at the passing of a former 
director, the late J. W. Smith of Fred- 
ericton, N.B. He had been with the 
company for over 25 years and his long 
and faithful service was commented 
upon. 

Sales for 1947, it was stated, were 
greater than 1946 and it was pointed 
out that the policy of the company was 
to keep prices down as low as possible 
by not trying to make an unduly high 
profit. 
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Aaron Solomon Dies 


ALBANY, N. Y.—Aaron Solomon, 87, 
retired shoe merchant, died at his home 
here, recently. Survivors include two 


daughters and three sons. 


preserve the life of the leather as to 


To help merchandise this dressing, 
Johnston & Murphy has had constructed 
dealer counter displays which are sub- 
stantial and attractive. In addition, con- 
sumer booklets describing proper care 
for shoes, entitled Fine Shoe Care, will 
be made available to customers of J & 
M dealers. Distribution will be limited 
to company dealers and the dressing 
_will be available in tan, brown and 
black, with other colors to be added in 


NEW YORK.—Help Feet, Inc., here, 
has announced that it is ready to mar- 
ket a new type of interchangeable arch 
support designed for wear with open 
back shoes. It is the claim of the de- 
signers, Alexander Bogorod and Louis 
Berk, president and treasurer, respec- 
tively, that they have overcome the 
tendency of many supports to slip 
through the open heel section of the 
shoe, thus making it possible for women 
needing this support to wear other than 
closed types. The insole which they have 
developed is said to provide the neces- 
sary longitudinal as well as metatarsal 





FOOT SOCKS 








“LYCO” seamless sole, elastic top, snug 
, fitting heel, one shade only. 
“Celanese” Rayon....$2.75 per dozen pair 


Quality Cotton_........... $1.80 per dozen pair 
Packed in 6 doz. attractive Dlegtey Counter easel 
or in dozen boxes ............ sizes 8¥2 to If! 


LYONS & COMPANY 
120 Duane St., New York 7, N. Y. 
Quality Shoe Store Supplies for 48 Years 

















Carson, Pirie, Scott Sales 
Up 11 Per Cent 


CHICAGO — Sales of Curson, Pirie, 
Scott & Co., in the three months ended 
April 30, the first quarter of the com- 
pany’s fiscal year, gained an estimated 
11 per cent over the corresponding 1847 
period, Bruce Mac Leish, president, 
stated recently at the store’s annual 
stockholder’s meeting. He declined to 
estimate the quarter’s net earnings, but 
said the management is inclined to hope 
that profits in the first half of the fiscal 
year will approximate those of a year 
earlier, 

The record dollar volume of sales es- 
tablished in the 1947 fiscal year was re- 
flected in a 13 per cent increase in the 
value of the average purchase at retail, 
Mr. Mac Leish told the stockholders. 
Heavier business in home furnishings 
and in the men’s store contributed to the 
gain, as did the removal of sales re- 
strictions on certain items, 

The ratio of charge sales to total 
sales increased substantially in 1947, 
but remains below its norma] peacetime 
level, he asserted. The percentage of 
sales returned also has been on the up- 
grade, As previously reported, net in- 
come in the fiscal year ended January 
31, was $1,622,093 against $2,486,291 in 
the preceding 12 months, 





Smart Shoe Shop Under 


New Management 

GULFPORT, MISS.—The Smart Shoe 
Shop has recently enlarged and ex- 
panded, and is now under new manage- 
ment, with Billy Saucier, manager. The 
store features shoes for the entire 
family, including a popular line for 
children, which has recently been added. 
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Ideas 


MORE QUICK HELPS 
FOR SHOE RETAILERS 


from the only book of its kind; encyclo- || 
pedia of practicable, workable ideas for 
the experienced merchant. No  theories— 
all tried, true . . . NOT just another shoe 
book, but offers in addition to 138 specific 
shoe promotions, the best ideas from the 
entire retailing field for instant adaptation 
to his particular requirements. 


Foreword by PAUL H. NYSTROM, Pro- 
fessor of Marketing, School of Business, 
Columbia University. 


Please remit with order. 
514 x 8 40 Chpts. 
306 Pages 3.50 Postpaid 
BOOT AND SHOE RECORDER 

100 E. 42nd St., New York 17, N. Y. 
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Shoes in Gay Colors Worn 
By Men in Florida 


MIAMI BEACH, FLA. — When Lef- 
court Gentlemen’s Shoes was opened 
here at 557 Lincoln Rd., the charge that 
the price range was up to $150. per pair 
was denied. The peak price, they 
claimed, would be $115. At the close of 
the resort season, men have come forth 
in as gay colors as their feminine com- 
panions. They are rapidly making up 
for time lost when they relinquished 
their place in the sartorial world as 
wearers of the bright plumage, and to- 
day, at resort spots at least, wear any- 
thing from canary yellow slacks to baby 
blue jackets. 


Shoe Store Decreases Capital 


AUSTIN, TEX.— An amendment to 
the charter of the Emmett-Mahaney 
Shoes store in Dallas was: approved re- 
cently by the Office of the Secretary by 
the Office of the Secretary of State 
here. The amendment permitted the 
store to decrease its capital stock to 
$52,500. 
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General Shoe Announces 
New Fashion Service 


NASHVILLE, TENN.—General Shoe 
Corporation recently announced the in- 
auguration of a new fashion advisory 
and coordination service under the di- 
rection of Mrs. Betsy Yeomans, who 
has been named fashion coordinator for 
the three women’s style lines. The an- 
nouncement was made by M. S. Wig- 
ginton, vice-president in charge of dis- 
tribution. 





MRS. BETSY YEOMANS 


The new service will coordinate fa- 
shion activities for the Fortunet Shoe 
Company, handling the Fortune line; 
Bellwood Shoe Company, the Valentine 
line; and for the Barrett Shoe Com- 
pany, handling Twenty-ones. 

This new service will be headed by B. 
H. Willingham, formerly head of Gen- 
eral Shoe’s company-operated Holiday 
retail stores, who was recently ap- 
pointed to direct these three sales 
groups. 

This new step has just been taken by 
General Shoe “in recognition of the fact 
that fashion has become increasingly 
more important in the sale of women’s 
shoes,” Mr. Wiggington said. “We feel 
that we have a service of real value to 
offer to retailers through Mrs. Yeo- 
mans’ experience and through the 
broad program which would be carried 
out by this new fashion advisory and 
coordination service.” 

Mrs. Yeomans for the past few years 
has been promotion coordinator for 
General Shoe’s women’s lines. As a 
part of her new program, she will edit 
a monthly fashion service for dealers, 
giving advance information for the 
coming season, in addition to informa- 
tion on current fashion promotion. 

Mrs. Yeomans also will conduct a 
monthly fashion forum in Nashville for 
the sales managers of the three wo- 
men’s divisions which she will serve, as 
well as the other departments in Gen- 
eral Shoe to whom fashion is important. 
These will include the advertising de- 
partment and the central design de- 
partment. Current fashion tips for the 
sales representatives in the field also 
will be supplied through Mrs. Yeomans’ 
office for the immediate information of 
retailers, 


Endicott-Johnson Corp. 
Rents Storage Space 


JOHNSON CITY, N. Y.—Endicott- 
Johnson Corp. has leased 56,000 square 
feet of space in the former Remington 
Rand plant for the storage of rubber 
footwear, it was announced by Charles 
F. Johnson, Jr., vice-president and gen- 
eral manager, Other types of merchan- 
dise will be stored in the building from 
time to time as seasonal demands dic- 
tate. 

The shoe company has taken a one- 
year lease from the War Assets Admin- 
istration. 


Stylist-Salesman Joins 
Stacy-Adams Co. 


BROCKTON, MASS. — Charles War- 
ren Snow, Jr., widely known stylist and 
merchandiser of collegiate shoes, has 
been appointed to the staff of the Stacy- 
Adams Company. 

In addition to assisting in styling the 
new line of shoes designed to sell in 
college towns, Mr. Snow will represent 
the factory throughout the North Cen- 
tral States, making his headquarters in 
Detroit. 

Until joining Stacy-Adams, Mr, Snow 
was promotion manager of the Detroit 
Convention and Tourist Bureau. Prior 





CHARLES W. SNOW, JR. 


to that he was factory representative of 
the Forbush Shoe Company, specializ- 
ing in the development of collegiate 
styles and covering most of the United 
States as factory representative. 


Mr. Snow comes from a family well- 
known in the shoe industry. In his ter- 
ritory he will contact many former ac- 
counts of his father, the late Charles 
Warren Snow, Sr. His uncle, Edwin H. 
Snow travels for The Milford Shoe 
Company. Mr. Snow is taking over the 
territory recently covered by Henry 
Pence. 
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Harold Marple Covering 
California Territory 
LOS ANGELES, CAL.—Harold Mar- 


ple, former president of the National 
Shoe Travelers Association and previ- 
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HAROLD MARPLE 


ously with Crosby Square in the Mid- 
dle West, is now covering the California 
territory with Phil Graffis for the same 
firm. Mr. Marple is well known through- 
out the trade, 





General Shoe Praised 
In Magazine Article 


NASHVILLE, TENN.—General Shoe 
Corporation, headquarters of which are 
in this city, recently was spotlighted in 
a front-page article appearing in Ad- 
vertising Age. 

General Shoe’s fast-growing reputa- 
tion as a successful shoe manufacturer 
which got that way largely through its 
“voung-mindedness” is the feature 
painted up in the big headlines. Inci- 
dentally, the “young-minded” theme is 
the subject of an interesting new series 
of institutional advertising now appear- 
ing monthly in BOOT AND SHOE RE- 
CORDER. 

Some months ago Editor S. R, Bern- 
stein of Advertising Age wrote to Gen- 
eral Shoe Public Relations Director 
Maxwell Benson that he had heard a 
great many newsworthy things about 
the Nashville company which, in less 
than 24 years, has grown to within the 
“Big Four” of the industry — and ar- 
ranged a visit to Nashville. 

There he investigated the company 
from bottom to top and went back to 
Chicago to write some 5,000 words 
which have spread General Shoe’s good 
name in four geographical directions. 

Editor Bernstein gives a big part of 
the credit for General Shoe’s rise and 
success to Chairman Maxey Jarman 
who, he observed, was “certainly no 
figure-head, nor financial man, but the 
active, directing head of the business. 
Maxey Jarman’s simple, unpretentious 
office, with its metal desk, metal tables 
and metal chairs, is definitely the nerve 
center of the business. A handsome, 
youthful, blondish man with a remark- 
ably steady and direct look, and free of 
all equivocation, Maxey Jarman talks 
about his business the way a man can 
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who is completely familiar with every 
detail. He can rattle off sales figures 
for his own company or the industry, 
explain, the financial thinking behind a 
move, or discuss the manufacturing pro- 
cesses or employee relations with equal 
ease.” 

General Shoe has distributed reprints 
of the article to all its 18,000 dealers, 
its stockholders, supervisors and other 
interested groups, and has reprints 
available for any who are interested in 
reading this objective story. 





Expect 1,000 to Attend 
UJA Supper, June 20 


NEW YORK—Over 1,000 shoe people 
are expected to attend a United Jewish 
Appeal buffet supper sponsored by the 
Shoe Retailers League and Retail Shoe 
Salesmen’s Union, CIO, June 20 in 
Pennsylvania Hotel, Chairmen are Sam 
Staff of Julius Grossman Shoes, presi- 
dent of the league; and Irving Simon 
and Samuel Lowenthal, presidents of 
Lecals 1267 and 287. 





E. Bronson Named 

Wyman Merchandise Manager 
BALTIMORE.—E. Bronson, who for 

the last nine years has been merchan- 


dising men’s, women’s and children’s 
better shoes with the May Company of 
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E. BRONSON 


this city, has resigned to accept the 
position of general merchandise man- 
ager of Wyman, Inc., which operates a 
chain of shoe stores with headquarters 
here. He will assume his new duties 
July 1. 





Navy Awards Contract 
For Oxfords 


NEW YORK—The Army-Navy Pur- 
chasing Office here has announced the 
award of contracts covering the manu- 
facture and delivery of 500,900 pairs of 
black calf oxfords for the Navy at an 
average price of $5.885 per pair, Suc- 
cessful bidders are J. F. McElwain Com- 
pany, Nashua, N. H.; A. Freedman & 
Sons, Inc., New Bedford, Mass.; Crad- 
dock-Terry Shoe Corporation, Lynch- 
burg, Va.; and Hubbard Shoe Co., Roch- 
ester, N. H, 








It’s high time you put in your 
Window Display of Dr. 
Scholl’s Foot Comfort* Rem- 
edies and Appliances if 
you want to cash in on 


D® Scholls 


Tole) mee) 20) :am 34. 





June 19 to 26 


* Foot Comfort Reg. U.S. Pat. Off. 











Cities and Whistle Stops 
Every Six Weeks 


[CONTINUED FROM PAGE 117] 


let go what must have been a ten-year 
supply. The natives said nothing like 
it had happened since 1880. It cleaned 
out Given Brothers’ Winter footwear 
in one day and for a week two sales- 
men were snowbound on an Indian 
reservation. 

All talk about the rough and ready 
spirit of the Southwest isn’t simply 
local color. More than one smart busi- 
nessman has settled just long enough 
to lose his shirt. It takes a speciai 
brand of merchandising know-how to 
operate successfully—and it isn’t ac- 
quired overnight. Not only the terrain 
holds surprises; so do the customers. 
There was, for example, the Given ac- 
count in the far reaches of the territory 
who hadn’t been heard from in some 
time. He was extended a personal in- 
vitation to come in and look the lines 
over. He wrote back: 

“Gentlemen, 

“On account of the present drought, 
my horse is so thin that I believe I can 
can not make it, and if I start going up 
there my horse and I might die on the 
road for lack of rain. The water holes are 
all dry now, but I will keep looking at 
the skies for prospects of some rain.” 
At last account he still hadn’t made 

it. 
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SALESMEN WANTED 


SALESMEN TO CARRY NATIONALLY ADVERTISED LINES OF 
ATHLETIC FOOTWEAR 


FOOTBALL — BASEBALL — BASKETBALL — GOLF 
BOWLING — SKI BOOTS — ICE SKATES — OUTFITS 
MOCCASINS — HUNTING AND RIDING BOOTS, ETC. 
May be carried as SIDELINE with NON-CONFLICTING 
LINES or EXCLUSIVE. COMMISSION BASIS (5%). 
Several lucrative territories now open. 
WRITE NOW. Give EXPERIENCE and REFERENCES. 





- ARNOFF SHOE CO., Inc. e 101 Duane St., New York 7, N. Y. 











‘‘BUILD A BETTER PRODUCT” 
AND THE WORLD WILL BEAT A PATH TO YOUR DOOR. 


Our better product is in the form of a high grade, Nationally Advertised 
Line of Infants’, Childs’, and Misses’ highly styled Goodyear Welts. We've 
built our large following by offering our customers the finest in Juvenile 
footwear when “They Need Them.” 

Dealer display signs, mats for advertising, and in stock service are just a 
few attractions. We now seek Live Wire, Experienced Representation for 
the following territories. Write giving full particulars. 


Indiana Alabama So. Carolina 
Illinois Georgia West Virginia 
Kentucky Tennessee Virginia 
Louisiana No. Carolina Wisconsin 


Address #590, care Boot & Shoe Recorder, 100 East 42nd Street, New York 17, N. Y. 


VERY GOOD 
OPPORTUNITY 


Very Good Opportunity 
For Live Wire Salesmen 


To carry a complete Line of Wo- 
men’s Dress Shoes, Sport Oxfords 
and Casuals for a live wire Whole- 
saler. A permanent and profitable 
connection for the right party. Ter- 
ritories open are: 


Alabama Oklahoma 
Louisiana Tennessee 
Mississippi Texas 


Give full information as to exper- 
ience, etc., in your first letter. 


Address +595, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 








SLIPPER SALESMAN 
CAN YOU SELL VOLUME 
TRADE LEATHER SLIPPERS, 
LEATHER SOLES, AT $1.25? 
CLOSE-OUT OF WAR MER- 


CHANDISE. 
Address +614, care Boot & Shoe * auammaaae 100 
East 42nd Street. New York, N. 




















SHOE SALESMEN WANTED 
By Established Manufacturer of Misses’, Children’s, Boys’ and Growing 
Girls’ Shoes. Our Lines retail $4 to $7. 
We operate an extensive Instock Department. 


We are interested in securing the full-time service of experienced Shoe 
Salesmen for the following territories: 


1. Kansas 7. Minnesota, 
2. Kansas City & No. & So. 
West. Missouri Dakota 


3. Louisiana 8. St. Louis & 
4. Wisconsin East. Missouri 
5. Kentucky 9. Nebraska 
6. Tennessee 10. Colorado 
Address 7588, care Boot & Shoe Recorder, 100 East 42nd Street, New York 17, N. Y. 


CSL ESMEn WANTED to sell Nationally 
Advertised Line of Play Shoes, also Women’s 
Novelties and Sport Oxfords. May carry as 
Side Line or exclusively. Commissions weekly. 
Address #604, care Boot & Shoe Recorder, 
1221 Locust Street, St. Louis 3, Mo. 








Salesmen, with following of retailers, wanted 
by. established manufacturer of Men’s and 
Ladies’, popular priced, all leather hard 
sole Slippers and Sandals. Can be carried 
as side line. Territories open: 

1. Eastern. Pennsylvania, Maryland, Vir- 
ginia, Delaware, District a Columbia 
and West Virginia. 

Tennessee and Kentucky. 

. Georgia, Florida, Alabama and Miss. 

. Wiscensin, No. and So. Dakota, Minn. 
. Indiana, Illinois. 

Wyoming, Nebraska, Colorado. 

. Ohio, Western Pennsylvania. 

Our line is well introduced in respective 
territories. Only qualified men apply. 
State experience and references. 


Address 32592, care Boot & Shoe eee. 100 
East 42rd Street, New York 17, N. 











CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
advertiser’s own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
tising is payable in advance. Send check or money order with your copy. No accounts are opened for classified ad- 


vertising except for regular adv ertisers on contract. 


The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


[== Advertisements for this page must be in our New York Office 10 days preceding publication date “Ge 
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SALESMEN WANTED 


SIDE LINE SALESMAN WTD. 








live in the territory. 


arranged. 


807 EAST BALTIMORE STREET 


SALESMEN WANTED 


Texas, Oklahoma, Louisiana, — Illinois, Wisconsin, Minnesota 


WHAT WE HAVE TO OFFER 
I'wo well established territories with 300 active accounts in each territory. 
Outstanding general line of medium and low priced shoes plus many 
promotional items. All shoes for immediate delivery. Special prices to 
volume users, chain stores and jobbers. Generous drawing account against 
commissions earned. Full territorial rights. 


WHAT WE WANT 
The salesman we want must be well experienced with a successful selling 
background. He must be accustomed to earning over $12,000 a year. He 
must be willing to travel extensively to increase these earnings. Also must 


IF YOU ARE THAT MAN 
Please contact us by mail and a personal confidential interview will be 


DAVID BROWN SHOE COMPANY, INC. 


BALTIMORE 2, MD. 








SALESMEN FOR 
NATIONALLY ADVERTISED 
CASUAL AND SPORT TYPE 

SHOES 


Open Territories: 
1. Eastern Pennsylvania, Washing- 


2. New England 
3. Mississippi, Arkansas 
4. Indiana, Kentucky, Tennessee 


5. Upper New York State, Western 
Pennsylvania, Ohio 

6. Missouri, Kansas, Nebraska, Ok- 
lahoma 

7. Montana, Wyoming, Idaho, 
Utah, Colorado 


Address +596, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N 


ton, D. C., Maryland e 


SALESMEN WANTED 


To Sell Men’s and Growing Girls’ 
Goodyear Welt direct to Chain 
Stores and Retail Accounts. Com- 
mission 7%. Territories open: Penn- 
sylvania, New York City, New Jer- 
sey, Ohio, Michigan, Iowa, Nebras- 
ka, Minnesota, Texas, Louisiana, 
Virginia, West Virginia, North and 
South Carolina, Delaware, Mary- 
land, Connecticut, Rhode Island. 
Write in confidence giving details 
and reference. Box #593, care of 
Boot and Shoe Recorder, 10 High 
Street, Boston 10, Mass. 














Representative Wanted 


For Alabama, Tennessee and Missis- 
sippi by one of Boston’s Largest 
Wholesalers. Applicant must have 
years of selling experience in terri- 
tory. An excellent opportunity for the 
right man. For full particulars write 
to Box #587 care of Boot and Shoe 
Recorder, 10 High Street, Boston 10, 


Mass. 











HOE SALESMEN — TO REPRESENT 

WELL-KNOWN MANUFACTURER with 
strong contact among Department Stores, 
Chains, and Better Men’s Shoe Shops. Carry 
Compact Line of two numbers. Men’s High- 
Class Pipe-Tones, Soft Sole Slippers. — 
Side-Line. All important territories open. Mon 
thly settlements. PEPPY FOOTWEAR, INC., 
121 Ingraham Street, Brooklyn 6, New York. 





ANTED: MAN WITH ‘EXPERIENCE 

AND FOLLOWING to cover Western 
Pennsylvania, part of West Virginia and Ohio. 
Will cooperate with small drawing account. 
Reply in detail, stating experience and refer- 
-ences. VANITY SHOES, 34 North 4th Street, 
Philadelphia, Pa. 


.June 15, 1948 


WANTED — EXPERIENCED SALESMAN 
who travels Southern territory to take on 
side line, Boys’ and Men’s Goodyear Welt 
Shoes, also Women’s Camp Moccasins; Com- 
mission basis. Address #597, care Boot & Shoe 
Recorder, 10 High Street, Boston 10, Mass. 





Watts: MEN WITH EXPERIENCE 
AND FOLLOWING to carry one of best 
known Novelty Lines through southern States. 
Reply in detail stating experience, etc. Address 
#598, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





SIDE LINE SALESMAN WTD. 








SALESMAN 


Well Known Popular Price Hand- 
bag Manufacturer catering to Shoe 
Stores has opening for Live-Wire 
Shoe Salesmen looking for profit- 
able Sideline in the States of New 
Jersey, New York, Ohio, Illinois, In- 

, Missouri. Write: CODETTE 
HANDBAG CO., 305 W. Baltimore 
Street, Baltimore 1, Md. 











ALESMEN WANTED TO SELL AT- 

TRACTIVE SHOE PROTECTOR Pack- 
age to Shoe Departments and Shoe Stores. 
Commission basis. State territory covered. 
CLEARCO PRODUCTS COMPANY, 348 
West 14th Street, New York. 14, N. Y. 





ANTED—SIDELINE SALESMEN TO 

CARRY WOMEN’S GOOD QUALITY 
HIGH STYLE CORRECTIVE type shoes. 
Extensive width range AA-EEE, open toes and 
heels, platform styles. In Stock Department. 
Shoes retail $9.00 — $10.00. Territories open 
New England, all Southern territories, Ohio, 
Indiana, Minnesota, Michigan, Pennsylvania, 
and Rocky Mountain States. Commission basis. 
State references. Address #612, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y 


SALESMAN WANTED 
Side Line Salesman with established. 
high-class trade, for New York City, 
New Jersey, Pennsylvania, also the 
Southern States, to carry a High- 
Grade and High Styled Line of 
Men’s and Ladies’ Hand Sewn 


Loafe-s. 
ADIRONDACK FOOTWEAR COMPANY, 
Constable, New York. 














AX IMPORTANT PATENTED ITEM for 
Haberdashers and Shoe Stores as a side line 
to an alert salesman. Uulimited territory in 
U. S. A. and Canada. Liberal commissions. 
State territory. Address #609, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
Your T7, A. ¥ 





MANUFACTURER OF MET Ale RHINE- 
STONE AND CUT ST SHOE 
BOWS desires salesmen calling on Ladies’ 
Shoe Trade, to carry on small tray of terri- 
fic Metal Ornaments. RHINESTONE CREA- 


TIONS, 751 No. 39th Street, Philadelphia 
4, Pa. 





XTREMELY FAST LINE OF CASUALS 

available to be carried as sideline. Commis- 
sion basis. State references and_ territory 
presently covered. Address #608, care Boot 
gerd per: 100 East 42nd Street, New 
York 17 





NFANTS’ AND CHILDREN’S WELTS 

TAN D PREWELTS Complete Line in-stock. 
Commission basis. Many good territories open. 
Write for information. Address #607, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y 





ANUFACTURER HIGH GRADE _ IN- 

FANTS’ PREWELTS Desires sideline 
salesman New England, Midwest and other 
territories open. PLEASANT VALLEY SHOE 
MFG. CO., Westminster, Md. 





ANUFACTURER OF PROVEN FOOT 

DEODORANT now wants National Rep- 
resentation. Liberal commission. Samples take 
very little space. Write: RES Q, Room 11, 130 
Pine Street, Warren, Ohio. 





IDELINE MAN WANTED TO COVER 
S sou THERN STATES for one of best 
known complete Novelty Lines. Reply in de- 
tail stating experience and reference. Address 
#599, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





IDE LINE SALESMEN to carry HIGH 

GRADE Children’s Shoes Ankle Straps, 
Slippers and Sandals. Commission basis; draw- 
ing account if qualified. State territory. Refer- 
ences, Confidential. Address #497, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


PARTNER WANTED 


PARTNER WANTED IN A GOOD, GOING 
RETAIL SHOE STORE in Jersey City, 
featuring Branded Shoes only. Must have not 
less than $15,000. Nothing for good-will. Address 
#575, care Boot & Shoe Recorder, 100 East 
42nd "Street, New York 17, N. Y. 




















HELP WANTED 


HELP WANTED 


WANTED TO PURCHASE 

















HELP WANTED 


Buying Executive for Manufacturer’s Chain of Stores in South 
America. Age 30 to 40 years. Actual experience in buying neces- 
sary, particularly in Women’s Shoes. Knowledge of Styling, Fit- 
ting, Planning, Advertising Merchandise Controls and Window 
Trimming desirable. Only those who believe themselves inter- 
ested in permanent residence in one of the better South American 
countries should apply for this unusual opportunity with a long 
established and successful company. 


Address +594, care Boot & Shoe Recorder, 100 East 42nd Street, New York 17, N. Y. 








P: ATTERN MAKER AND DESIGNER, 
Supervise California Process Playshoes and 
Slippers. State references, experience in letter. 
BELLE CRAFT SLIPPER CORP., 88—35th 
Street, Brooklyn, " 





ASEMENT SHOE BUYER: Aggressive, 
B promotional-minded Buyer for large Mid 
west Department Store. Experience should qual- 
ify applicant to handle up to half-million volume. 
Exccllent salary and bonus, ‘nterview Midwest 
or New York. Write in confidence full per- 
sonal and business details. Address #603, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





ANAGER, FOR WOMEN’S AND CHIL- 

DREN’S SHOE DEPARTMENT in Ju- 
nior Department Store located in Middle West; 
Population 15,000. State previous experience, 
— and age. Address #602, care Boot 

& Shoe Recorder 100 East 42nd Street, New 
York 17, N. Y. 





LINE WANTED 








MANUFACTURERS 


West Coast Shoe Travelers Associates have capable 
salesmen in thelr organization to represent your 
company. All territories Denver West. If you have 
openings In above territories communicate at once 
with our Assoclatlor. WEST COAST SHOE 
TRAVELERS ASSOCIATES, ROOM 320, HAAS 
BLDG., 219 WEST SEVENTH STREET, LOS 
ANGELES (4, CALIF. 








UNUSUAL OPPORTUNITY 
FOR ALERT MANUFACTURER 


Former Shoe Buyer, young man, with ex- 
cellent personal contacts volume buyers, all 
gtades, Chain and Department Store field, 
would like to represent manufacturer of 
ae or branded Line, Eastern ter- 


‘ory. 
Adérces 2589, care Boot & Shoe puedes, 100 
East 42nd Street, New York 17, N. 








POSITION WANTED 





MANAGER, WOMEN’S BETTER SHOE 
DEPARTMENT desires change. Will go 
anywhere. Excellent references. Address #611, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





LL AROUND LADIES’ SHOE FAC- 

TORY COST MAN; Twenty years’ ex- 
perience in establishing Piece rates. Determina- 
tion of Sample cost, etc. Age 45. Desires posi- 
tion with middle-Western company. Address 
#601, care Boot & _ deeeeeoae 1221 Locust 
Street, St. Louis 3, 





FOR SALE 





yo FACTORY FOR SALE: Women’s 
Compo and California Process — Fully 
equipped complete plant — 20,000 square feet — 
excellent location. Brooklyn, New York. Ad- 
dress #610, care Boot & Shoe | os 100 
East 42nd Street New York 17, N. Y. 





BUSINESS OPPORTUNITIES 





EW FAMILY SHOE STORE, Northeast 
Missouri; Must sell; Other business inter- 
ests. New stock, Fixtures; Inventory plus 
Fixtures. Address #613, care Boot & Shoe 
a, 100 East 42nd Street, New York, 





MERCHANTS’ NEEDS 











LINE WANTED 


Experienced Shoeman desires Casual, Play 
Shoe or Slipper Line from established, re- 
liable manufacturer of Quality product. Can 
offer honest and intelligent representation 
in Eastern territory, with complete New 
York office set-up. 

Address a eet. care Boot & Shoe Recorder, 100 
East Street, New York 17, N. Y.@= 











ANUFACTURER’S REPRESENTATIVE 

is seeking a Line of Infants’ and Chil- 
dren’s Shoes to sell to Chain and Volume users 
in the Eastern States. Have New York Office 
and following in this field. Confidential. Address 
#605, care Boot & Shoe Recorder, 100 East 
42nd "Street, New York 17, N. Y. 
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ETTER ~ § 


OUGHT vd 


NAT J. LEVY 
122 DUANE ST., NEW YORK 7, N. Y. 
122 Duane St., New York 7, N. Y. 
Phone: WOrth 2-4720 














alae echo TRIMMER: Now is the time to 
avail yourself of the services of thoroughly 
experienced Window-trimmer who can come at 
regular intervals, re-set your shoes, pian and 
install your backgrounds at beginning of each 
season. I STOLLER, 60-47 — 70th Street, 
a Long Island. Telephone: ILlinois 








TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 
EDDY SHOE COMPANY 
ALWAYS RELIABLE 


46 No. 4th St. Phila. 6, Pa. 
Phone: LO 3-9533 











AMILY SHOE STORE: ESTABLISHED, 

BRANDED LINES; Volume $75,000 to 
$175,000; Located town 15,000 to 75,000, Penn- 
sylvania, New York, New Jersey, or bordering 
States. Cash deal. Address 606, care Boot 
& Shoe Recorder 100 East 42nd Street, New 
York 17, N. Y. 


SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 


95 Reade St., New York 13, N. Y. 
Foremost Shoe Buyers Since 1906 
COrtlandt 7-6378-9 














AMILY SHOE STORE, BRANDED 

LINES: Volume $50,000, or better, in town 
in east Texas, with population of 10,000 or 
more. Do not answer unless you have legitimate 
offer. Address #600, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York 17, 
Nas 





WILL PAY CASH 


For Stock, Stores, and Leases, Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 


Address Box 148, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 
New York City 
Phone BARCLAY 7-7887 








WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Quality Shoes for Men Women and 


Children. 
For Cash 


BROITMAN-GAFFIN SHOES, INC. 


147 Duane Street, New York 7, N. Y. 
Telephone BEekman 3-7290 








JOBS - CANCELLATIONS + CLOSE OUTS 

AND IRREGULARS FROM FACTORY 

SOURCES ONLY - FOR DETAILS WRITE 
P. O. BOX 805, 
SYRACUSE, N. Y. 
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ATTENTION! 
SHOE JOBS 


QUALITY SHOES SINCE 1932 









Manufacturers eee Retailers.ce 
and Chains 
We want to buy men’s, women’s 
and children’s shoes. 
M, K. WEIL SHOE COMPANY 


1215 Washington Ave. 
St. Lovis 3, Mo. 

















“While in Town See Weil” 


GET TOP VALUE 


In Selling Your 
e SURPLUS STOCKS or 
e COMPLETE STORE 














CASH PAID FOR 
SHOE STORES 


CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 





































CAMITTA SHOE CO. B. SABIN 
120 NO. 4th ST. PHILADELPHIA 6, PA. | 93 READE ST. NEW YORK 13, N. Y. 
Phone Lombard 3-2062 Telephone WOrth 2-2315 
| Handy, durable clamp for | 
displaying pairs in many po- 
| sitions. No display stand $6.00 
BARIS BUYS for CASH needed. Price per dozen........ 
Quality Shoes for Men, Women Sha-, 
and Children ° Short Term Leases Assumed | M. D. POLLINGER Co. 


HOLLAND BLDG. ST. LOUIS, MO. 





Scrupulous Protection fase. UTE FiO eee be 


ARIS SHOE CO., Inc. 


New York 7, N.Y. 








Tet.: WOrth 2-5180 





“BS meade St. 





| MAKE THAT SHOE FIT 


SHOE DOCTOR SHRINKERS 


eo 


SELL US YOUR OVERSTOCK OF BETTER QUALITY SHOES 
QUICK ACTION — FAIR PRICES 


Wire—’phone or write immediately 


FINE FOOTWEAR 


Over a Quarter Century 


MOSINGER BROS. 





1235 Washington Ave. 


ST. LOUIS, MO. 


ee 





oe 





ANTED TO PURCHASE—Arch Shoes— | 
Men’s— Women’s Branded Arch Support | 
Shoes. Send samples. We pay top prices. 
STRAHL SHOE COMPANY, 1230 Fifth| 
Avenue, San Diego, California. | 





MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 


Discontinued stocks 


HARRY HESS 
76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-696 

















To Operate Shoe Store 


GLASGOW, KY.—Howell’s, Inc., of 
this city, has been granted a charter by 
the Secretary of State to operate a shoe 
store, Authorized capital stock is $10,- 
000. Incorporators: Daniel A, and Fran- 
ces D. Howell and Mary Margaret 
Baker. 





Remodels Shoe Store 


MIAMI, FIA.—The Royal Shoe Store 
at 6343 N, W. Seventh Avenue, here, 
owned and operated by Moe Finkelstein, 
has been remodeled and enlarged. In 
addition to shoes for the entire family a 
line of accessories including hosiery, 
bags and shoe polishes, is offered, Mr. 
Finkelstein is a shoe man with 35 years’ 
practical experience in fitting shoes. 


June 15, 1948 


Maimon Joins Staff of 
John A. Frye Shoe Co. 


MARLBORO, MASS. — Herbert A. 
Maimon has recently been appointed 


~ Eastern representative for the John A, 


Frye Shoe Company of Marlboro. 





HERBERT A. MAIMON 


Mr. Maimon has been associated with 
both shoe wholesalers and manufac- 
turers in the last ten years. He has a 
comprehensive knowledge of the foot- 
wear business and is well qualified to 
take over his new duties. 

Until an office is available, he will 
carry on his work at his residence, 


4925 Sansom St., Philadelphia 39, Pa. 






FIT COMES FIRST. Make shoes 
fit around the ankle. Step gap- 
ping at the sides and slipping in 
the heel (no more heel liners 
necessary). All fullness or wrink- 
les in leather or fabric easily 
shrunk without harm. Assure foot 
comfort for hard-to-fit feet. 


$9 0.9 
Curved type iron 
Special combination offer $42.50 
(fluids included in above prices) 
Send your order or write for detail information. 
E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, Ind. 











To Open New Store 


LOS ANGELES, CALIF. — Garden 
Bros. will open a new shoe store at 
3939 South Western Avenue about July 
1st. The store will feature men’s, boys’ 
and growing girls’ lines. 





L. Zipkin Resigns as Buyer 


SAN FRANCISCO, CAL.—Louis Zip- 
kin has resigned as shoe buyer for The 
White House to take effect August first. 
He has leased a shoe department in a 
fashion store in Tulsa, Okla, 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








ROOM 204 





All Shoemen should own an ALL PURPOSE SHOE STICK 


$2.95 P.P. 
i =e of shoe stretching on men’s 
women’s and children’s 


Guaranteed for All Time 
120 N. MAIN st. ALL PURPOSE SHOE STICK CO. rockrorp, iuinois 


SAVE SALES 
Easy to Use for all types 






shoes. 











. * ADULT MODEL $15.00 
* JUNIOR MODEL $15.00 


Efficieney 
Of Fit 


YOURS WITH THE NEW 


Spa 


W itn the Brannock Adult and 
Junior Model Devices, the shoe fitter 
can get immediate ‘“Heel-to-Ball’’ — 
“Heel-to-Toe’’—'Width-at-Ball” direct 
mecsurements. This means speedy, 
eccurate fitting; more sales per fitter; 
more perfect fitting; fewer misfits 
with their subsequent costly and 
troublesome exchanges. 

*Available at special cooperative price 
if ordered through certain shoe manu- 
facturers—for this list and full details 
write to 


ras BRANNOCK DEVICE 
' COMPANY 
Syracuse 4, New York 












Howard Shoe Company Buys 
Plant In Pittsfield 


PITTSFIELD, N,. H.— The Howard 
Shoe Co, of Haverhill, Mass., has pur- 
chased the Francine Shoe Co, factory 
here, and the new concern will be 
known as the Pittsfield Shoe Co., it has 
been announced. Women’s shoes will 
be manufactured. 


Samuel and Arthur Hirshberg will 
be treasurer and president of the new 
company, and Edward W. Clark, long- 
time employee of the Howard Shoe Co., 
has been named as plant superin- 
tendent. 


The Francine Shoe Co. moved to 
Norway, Me., where a plant has already 
been established, 
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NEW ADJUSTABLE 


Price ticket 

j remains in G 
desired posi- Pouy LIP 
tion at all for Price Tickets 
times. 

This is an ex- 

clusive pat- 

ented feature. 


$5 gross 
$2.75 

half gross 

M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 


_- 

















Finders in Campaign to 
Boost Repair Business 


CHICAGO. — Results of an educa- 
tional, merchandising and advertising 
program designed to help the public 
get the greatest possible return from 
its shoe repair dollar and the longest 
possible service from its footwear was 
a featured item in the program of the 
48rd annual convention of the National 
Leather and Shoe Finders Association 
which opened at the Congress Hotel, 
here, on June 6. The organization is a 
national association of finders (whole- 
“+ 5 serving the shoe service indus- 
ry). 

Some 600 wholesalers, manufacturers 
and suppliers of materials and equip- 
ment used by and sold through the shoe 
(repair) service industry also heard of 


plans now in operation to expand cur- | 
rent volume of shoe service advertising. | 
They were told that more money is now | 
being spent in newspapers to advertise | 


shoe service than ever before in the 
history of the industry. They were 
shown available newspaper advertising 
mats and other advertising material, 
and learned of plans for even greater 
activity in newspapers and through bill- 
boards, car cards, radio and other media, 
in the coming year. 

President Paul K. Ferree presided 
throughout the sessions, 





Eby Shoe Corporation 
Names Long Agency 


YORK, PA.—Eby of Ephrata (Eby 
Shoe Corporation, Ephrata, Pennsyl- 
vania) has named The W. H. Long Co., 
of this city, to direct its national ad- 
vertising on Fleet-Air shoes for boys. 
Trade media and direct mail will be 
used for a new campaign. 








THE P 
INVISIBLE Fi 
se /f 
FORM /]) 


eeaties 


For More Attractive Displays 


Made to display the shoe and not the form. 
Forms open heeled pumps perfectly and 
easily in less time. No bulkiness, fits 
either shoe and brand names are not con- 
cealed. Made from high® quality clock 
spring steel. $3.00 per dozen pairs. Dis- 
count on 12 dozen pairs or more. 


F.BF. DISPLAY CO. 


Route 2, Box 646, Indianapolis 44, Indiana 














MERCHANTS’ NEEDS 
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‘CUippings 


—here's how to get 


More Business! 


HE Vincent Edwards Idea Clipping 

Service has over 2,000 satisfied users. 

Each order filled according to what 
you want; wholesalers usually request best 
retail ads; manufacturers usually want ads 
of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what’s 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service 
rganization 


342 Madison Ave., New York City 


Please tell me more about your news- 
paper ad clipping service and special short 
term trial offer. 
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Ira H. Morse Home 
After Tour of Far East 


WARREN, N. H.—Ira H. Morse, head 
of a large retail shoe store chain bear- 
ing his name and operating in various 
New England cities, has returned to his 
home here after another tour of the 
Far East, on which he was accompanied 
by Mrs. Morse. 

Upon their return, they reopened the 
Morse Museum, which is celebrating its 
20th anniversary. The museum is one of 
New England’s best known and features 
rare footwear which the Morses have 
gathered in all parts of the world. 
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KIWI IS BACK 








—in Unlimited Quantities! 


TRADE-MARK REG. 
U. S. PAT. OFF. 





The KIWI (Kee Wee) is a re- 
markable New Zealand bird. 
Even smaller than a chicken, 
it lays an egg 5 times larger!... 
That's the tip-off on I 
Shoe Polish profits, too! 


THE WORLD’S MOST FAMOUS POLISH 
OFFERS YOU BIG PROFITS AND SURE-FIRE “REPEATS”! 





+ It means increased sales for you, this news 


that world-famous KIWI Shoe Polish is back! 


During the war millions of servicemen dis- 


covered the magic of KIWI Shoe Polish in 
England and Australia. Never before had they 
seen anything like it! Never before a polish that 
produced a “parade shine” that lasted so long! 
And KIWI helped to “nourish the leather”! 

No wonder the fame of KIWI trickled back to 
the States! And no wonder the supply of KIWI 
in this country was snapped up overnight! 

40 to 50% Profit! 

But now KIWI is back—in unlimited quantities! 
Millions of KIWI-hungry customers will create 
a terrific demand. And that means not only big 
sales—and “‘repeat’’ sales— but handsome 
PROFITS—because profit margins are actually 
40 to 50% on KIWI! 


Powerful Advertising Support! 
A smashing advertising campaign will herald 
KIWI'S return. Watch for details! Order KIWI 
now. Display it! Put it “out front”— where a 
fast-moving 40 to 50% Profit-Maker belongs! 


Available in Black, Dark Tan, Transparent (Neutral), 
Tan, Mid-Tan, Brown, Mahogany, Oxblood, and Blue 


%* Millions of servicemen discovered KIWI in England 
and Australia! They’ve been calling for KIWI ever since! 
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f THESE SUPERIOR e 
t 


@ FEATURES MEAN MORE 
SALES FOR YOU! 


KIWI contains only the world’s finest waxes. 

KIWI waxes sink deep intro the leather — 
keep it soft and pliable in all weathers. 

KIWI gives a Jonger-lasting shine that“‘comes 
back"’ again and again with just a quick 
brush-up. 

KIWI gives a faster, more brilliant shine— 
keeps shoes well groom 

KIWI helps to “nourish the leather.” 

KIWI is used exclusively by many custom 
shoe craftsmen as a fitting finish on 


their finest shoes. They recommend 
KIWI! 


¥ > 


LYONS & COMPANY 


120 Duane Street New York 7, N.Y. 


U.S. A. SOLE DISTRIBUTORS TO THE TRADE 
or KIWI, 
THE QUALITY ENGLISH STAIN SHOE POLISH 

















Northwestern Leather Co. Trust.......... 42b, 42¢ 
Nunn Bush Shoe Co. .... me 3rd Cover 





ies Eee (Gs, NG cece 103 
Presee- © ap COe siecceees « i 
Pilot Shoe Company 124 
Pine Hill Products ........... 116 
Pittsburgh Plate Glass Co... 39 





Pollinger, M. D 
Posner, Dr. A., Shoes, Inc. ............-------- 








Prime, | TNCs: <occccuson 106 
Mi, RR ac cartecesescemcscvassecranntess nu rssve—nes 79 
Withasd SOM GO, os 
Ripon Knitting Works .......... Petes, 
Roberts Johnson & Rand..................-------- 38 
Ross, A. H., & Sons Co...... ee 
Rubin, Irvin ..........-- LEE ES 


Rueping, Fred Leather Co....... 5 
Sabin, B. 











Selva & Sons ........ 
Seton Leather Co. ......---.-.------------ 
Scott Foot Appliance Co. ........ 
Servus Rubber Co. ....-..-.- 

Shaw M. T., Inc. 











Bhoe ROTM CO. cevcswcacecn-n--n--cceencesenesenacesnee 





Sir Walter Shoes ............. : 10 
Smeltser, E. C., Co. «..:.. ioe 7 
Smith, J. P., Shoe Co. .. ; ay : 
Stacy-Adams Co. ........ 
Sundial Shoe Company 
Superior Shoe Co. ........ 
Surpass Leather Co. ............--.---- 
Taylor, Thomas & Sons, Inc.. 

Tober-Saifer Shoe Mfg. Co..... 

Trimfoot Company ............- ; 

20th Century Shoe Co. ............. 
United Last Company ........ ps 
United Shoe Machinery Corp....... 
United States Rubber Co., Inc.................-- 



















Vane, Dee Co nsadbianinte 43 
Vineet Manette OOO ac 138 
Virginia Shoe Co. ................. in oe 
Wearwell Shoe Company ....................------ 111 
Weil, M. K., Shoe Co. .............----------- 126, 137 
Si ales SR Osc varenmnereens) OS 
Whiteford Paper Co. 23 
WU I TN 5, ici tatecacnitncnctcrniencer 92 
Wright, E. T., & Co., Ine. ......... aa ae 
Xlay Seen Bae Co CS 
Ziegel Eisman Co. 34 

139 






Plant this TREE in the 


minds of your customers! 


Once you've sold shoes to the customer, you've got fertile soil 
for a sale of shoe trees — and an additional profit! Just tell him (or her) that 
Miller trees help shoes maintain that “new look” far longer . . . are easily 
adjusted for both length and width ... and one tree size accommodates 
several shoe sizes and widths. Millers are designed to allow for metatarsal pads, 
and foreparts are modeled like a shoe last. For extra profit possibilities 


get the facts on how money grows on Miller trees... today! 


O. A. Miller Treeing Machine Company 


PLYMOUTH, NEW HAMPSHIRE 


Branch of United Shoe Machinery Corporation 
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Quality 


RULES THE FINAL 
CHOICE 


Price resistance is a problem which the 
manufacturer and retailer of quality shoes 
meet every day of their lives. There are, 
of course, times when it is much less of 
a problem than at others. You have just 
gone through such a lush period. The 
present is merely a time in which the 
customer must be informed why his best 
interests still call for the quality choice. 
Nobody likes to part with money. But 
we are a// willing to part with it when 
we believe there is justification. The art 
of supplying that justification used to be 
called salesmanship — remember? The 
retailer who is telling the Nunn-Bush 
story with earnestness and a sincere desire 
to serve, enjoys the MOST customers 
with whom quality rules the final choice! 


MILWAUKEE 1, WISCONSIN 














Any jury of children’s shoe dealers would have 


tagged her Most Likely To Be A Steady Customer 
With a good income and three small children, she 


was a cinch to come back. Only, she didn't! 


The salesman who waited on her was courteous 
and well-trained. He measured her child's feet care- 
fully, and the shoes he sold her were good shoes, 
smart-looking and properly fitted. So why didn’t 
the lady return? 


She says: ‘The child was short-fitted . . . she must 
have been, because I bought those shoes just a 


little over two months ago and already they're too 


short for her to wear!"’ 


Mr. Dealer: Isn’t it your business — and doesn’t it 
mean business — to let your customers know that even 
the finest shoes can be outgrown before they’re outworn?) 
Keep size and purchase date records! Send reminder 
cards when it’s time for a size check-up! Your cus- 
tomers will come back again — and again! 


GREEN SHOE MFG. CO., Boston, Mass. 








